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GLASS ENCLOSED — : t Ces new look of distinction with these trim, slender 





i Versatility plus efficiency and distinctive 

- appearance ... that’s Trofferlite. Offices, stores and 
: J 7 : ‘ : 

6 MOUNTING STYLES commercial establishments of all kinds take on a 


— = 
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units which appear to be a part of the ceiling. 








There is no limit to the variety of designs, 
5S LAMPING ARRANGEMENTS : - 
ne T~< arrangements and architectural effects you can 
Xk = ra achieve with these recessed ‘Troffers. They are 


available in a wide range of styles and sizes, in 


in pnene individual units or continuous rows, as shown at left. 
LOUVERS ; ‘ ee a 
’ For Interiors of Distinction, specify Versatility 








“Plus”... specify recessed Trofferlites. Complete 


catalog data sheets sent on request. 
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Sold Exctusively through Clectri.a! Distributors 








Exclusive licensee of the Leauge: 
Robertson irwin Limited, Han \- 


Benjamin Electric Mfg. Co., Leader Division, Dept. GG, Des Plaines, Illinois, 2 
Offamous Benjamin lighting equir t ind ils for Industry titutions and 
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On this air compressor circuit—a typical example of high 
starting torque —the motor goes on-and-off approximately 120 times 
in the course of a 10-hour day. 


The “ECONOMY DELAY” Fuses shown in this application, operating 
under these extreme conditions, have blown rarely. If a fuse 

does blow, all that is required to restore the original fuse efficiency 
is to insert a new “ECONOMY DELAY" Renewal Link. This requires 
only a minute or two— which means minimum “down time”... and 
the cost of an “ECONOMY DELAY” Renewal Link is 3 cents per blow! 


The life of an Economy Fuse Cartridge is practically infinite, so, 
you save money on fuse maintenance and at the same 
time conserve scarce brass and copper. 


Give the extra protection of “ECONOMY DELAY” Fuses to all 
your circuits. Your wholesaler has “ECONOMY DELAY” Renewable 
Fuses and Renewal Links in stock. 


Ask for the ECONOMY Catalog and Price List. 


© Reg. U. S. Pat. Office 


ECONOMY FUSE AND MFG. CO., 2717 creenvicw ave, chicago 14, Luinois sccveszexvs 


ALL PRINCIPAL CITIES 


6048 DW 


~ 


ELECTRICAL WHOLESALERS—Give /Jourselt this EXTRA PROTECTION, too. Carry a full stock 


and be prepared to fill orders for * 
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ECONOMY DELAY” Renewable Fuses ond Renewal Links. 
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system ws 
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th all the fea 


the cost of this very 
pares favorably with co 
Actually less, in many © 
super-convenien 
ing and appliance 
applications— 1" homes, 
schools, churches, wat 














Master Control- 





ler automatically 








controls up to 23 





xtremely rugged. 20 
individual circuits 





Relays aree 
c. Also 20 amperes, 
from any location. 





amperes, 120 volts A 





277 volts AC for low voltage control of 
high voltage fluorescent lighting All re- 








lays mount in ¥4'' knockouts. 
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D.C. Power Unit, 





designed for consistent 





and trouble-free service. 








Eliminates A.C hum 
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) can be and quiet installations 
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Because it saves 8° much i 
flexible system com- 


nventional systems. 
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te control 
tures 


nstallation time, 


ases. It offers 4 


t means of switching light- 
circuits. It has scores of 


office buildings, 


ehouses, factories. 


Write 


Control Switches are toggle type and 
fit Despard plates and straps One, two for Low Voltoge 
ol switches (left, above) oF Relay Ganging Box Ceatrol Ss aaile 
nient 
Address 


Square D Company, 
6060 Rivard Street, 
Detroit 11, Michigo. 
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DUTCH 
BRAND 
Friction Tape 


A friction tape with known 
and proven quality... for 
over forty years. Non- 
raveling...strong...4ply 
process...correct adhe- 
sion... no pin holes... 
high dielectric splices 
..+ 2000 volts for a 
single thickness ... long 
life. It costs no more 
to have this top qual- 
ity tape . . . ask for 
DUTCH BRAND the 
next time you order. 


offers WHOLESALERS... 
in Ld Dine, a Trade 
acceptoo Dine... complete 
to eel oll todo 


rdguismont 


DUTCH BRAND 
Rubber Insulating Tape 


DUTCH BRAND Rubber 
Insulating Tape fuses in- 
stantly without heat and 
has the high dielectric 
quality for good splices. 
It resists up to 18,000 volts 
through a single thickness. 
It contains no corrosive 
chemicals . . . it has long 
life and is dependable. 
DUTCH BRAND Rubber 
Insulating Tape serves a 
very definite unreplace- 
able service under elec- 
trical codes to meet many 
electrical insulating re- 
quirements. 





DUTCH BRAND 
PLASTIC TAPE 


DUTCH BRAND Plastic Tape is made 
especially to meet electrical require- 
ments. It is thin and flexible... with 
150% stretch. It adheres to irreg- 
ular shaped surfaces,is excellent 
for use where space is limited. 

It resists weather, oils, acids 

and corrosive chemicals. 
Dielectric resistance aver- 

ages 1000 volts per mil of 
thickness. Available in .007" 
thickness or .010” thickness 


DUTCH BRAND 
“DB” WIRE CONNECTORS 


“DB” Wire Connectors 
cre DUTCH BRAND top 
quality products ...made 
to exacting specifications 
and design. Long skirt for 
full insulating protection... 
made of phenolic material, 
they are weatherproof... 
vibration proof and resist 
pull-out, making perfect 
solderless connections. The 
knurled design makes them 


easy to handle and apply. 
They are available in four 
standard sizes, DB-1, DB-3, 
DB-4, DB-6. 


for heavy duty work — for 
use with power driven tape 
machines. 


VAN CLEEF BROS. [NC. 


Monutacturers of Rubber Products 


oivision of Johns-Manville 
7800 WOODLAWN AVE. © CHICAGO 19, ILLINOIS 


TAPE... RUBBER TAPE... WIRE CONNECTORS 
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FRICTION TAPE... PLASTIC 
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RADIO CLOCKS 
Sylvania Electric Products Inc., 1740 Broadway, 
New York 19, N. Y. 





A lamp, no thicker than a pane of glass, is used to 
light the dial face of a new line of radio clocks. It is 
a sandwich-like luminous condenser consisting of a 
sheet of glass coated with a very thin layer of special 
phosphor. A thin metallic back completes the sand- 
wich. Two fine wires—one attached to the edge of 
the conducting glass, the other to the metallic back- 
ing—pick up current from an ordinary 120 volt, a« 
house circuit. Brightness is controlled by a knob on 
the back of the set. The lamp does not use bulbs, 
tubes, filaments or cathodes 


LIGHTING FIXTURE 


Marvin Manufacturing Co., 3071 East 12 St., Los 
Angeles 23, Calif. 





Recessed lighting fixture is designed to be the exact 


size of one acoustical tile. Hinged 12 in. by 12 


in 
frames are for quick relamping. Installation is by 
utilizing an adjustable plaster frame, J-box and bar 
hangers. Manufacturer states that the design will aid 
architects in harmonizing lighting fixtures with an 
acoustical tile pattern. Contractors also do not have 
to cut and piece tiles with this fixture. Frames may 
, 


be ordered in 13 in. by 13 in. size to overlap tile 
joints. Two and four gang units are available 
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NEW PRODUCTS 





BAR HANGER 


Blackhawk Industries, Dubuque, Ia. 





No-notch bar hanger consists of a female bracket, 
male bracket and stud with lock clip. The unit is ad 
justed by loosening a positive-action lock clip on the 
flanged stud and extending the hanger brackets to 
the required space between joists. Closing the clip 
after the hanger is in place locks the brackets for a 
permanent installation. Right angle design of bracket 
ends is to assure straight line positioning. Hanger 
comes in two adjustable sizes for all outlet boxes 
12 to 18 inches; and 18 to 26 inches 


MAGNETIC STARTER 


Furnas Electric Company, Batavia, Hl. 





Intermediate size magnetic starter and contactor series 
is designated “size 2! by the manufacturer. Be 
cause the horsepower rating overlaps size 2, the man 
ufacturer states that many applications which for 
merly required a size 4 control can use this starter 
The controls are rated QO hp. at 208-220 volts: 30 
hp. at 440-550 v Its ac ypha Single phas 
rating: 5 hp. at 110 volts ) 

ac. Some available with 


selector switch 





Tie-in with G.E.’s big September-October 
ANTI-BULBSNATCHING PROMOTION 


Make sure you get your full share of Fall’s 
peak-season light bulb business. Urge your 
customers to feature giant displays of G-E 











BACKED BY 


bulbs. Get them to use the eye-catching 
display material General Electric makes 
available. Start taking orders today! 











TV RADIO 


JANE SPOT 
FROMAN ANNOUNCEMENTS 


SHOW IN 
SEPT. 10-17-24 KEY AREAS 








ADS IN 21 MAGAZINES 


AMERICAN 
AMERICAN HOME 


BETTER HOMES 
AND GARDENS 


BETTER LIVING LIFE 
COLLIER'S 
EVERYWOMAN'S 
FAMILY CIRCLE 


REDBOOK 
SATURDAY EVENING 
POST 


GOOD HOUSEKEEPING 
HOUSEHOLD 


LADIES’ HOME 


JOURNAL THIS WEEK 


TRUE CONFESSIONS 
TRUE STORY 
WOMAN'S DAY 
WOMAN'S HOME 
COMPANION 


LOOK 
McCALL'S 
MODERN ROMANCE 








GENERAL €) ELECTRIC 
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LIGHTING FIXTURE 





Smithcraft Lighting division, Chel- 
sea, Mass. 


Steel and plastic fluorescent lighting 
fixture may be mounted individually 
or in continuous rows. An adaptable 
socket holder bridge makes it possible 
to change the number of lamps or 
lamp spacing in the field for intensity 
without removing the fixture 


VOLTAGE TESTER 


Ideal Industries, Inc., Sycamore, III. 





Center mount for prod is a feature of 
the voltage tester. The handles are of 
molded rubber. Unit shows nominal 
line voltage from 110 to 550 ac. and 
110 to 600 d« 


indicator has numbers on color blocks 


A solenoid calibrated 


to correspond with fuse label color 
code. Overall length of the case is 5>4 


in. Prod handles are 4% 1n., tips, 1 in 


CIRCUIT BREAKER 
Federal Electric Products Co., New- 


ark, N. J 





breaker 
both poles when one pole is ove 
loaded 


netic in 


Double-pole — circuit opens 
The breaker is thermal-mag 
action. A universal-joint type 
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linkage causes both contact arms to 
move simultaneously to the “off” posi 
tion when either one of the breaker 
poles is tripped by an overload. The 
breaker N.E.C. specifications 


which “All circuits supplying 


meets 
state 
dispensing pumps shall be controlled 
by a switch having a disconnecting 
pole in each conductor 





EAKPROOF 


SATTERY 


FLASHLIGHT BATTERY 


Olin Industries, Inc., New 
Conn. 


Haven, 


A chemical sealant, solinite, iS said to 
prevent battery leakage under condi 
The 


for an 


tions of normal need for 


thick 


metallic battery jacket is eliminated, 


usc 


insulation and outer 
thus reducing the danger of shorting 
adjacent circuits. The battery has a 
so-called integrated bottom which is 
designed to insure a primary and posi 


tive contact 


POWER DRIVER 


Velocity Power Tool Co., 201 N 
Braddock Ave., Pittsburgh 8, Pa. 





Permanently attached protective shield 
is a new design feature of the power 


driver a cartridge actuated rool for 


setting studs in concrete or steel. Use 
of an 


need for matching and fitting 


integral cartridge eliminates 


Inter 
barrels driving of 


changeable permit 


either , of g mm. studs with che 


unit A 
and 


same firing spring loaded 


safety arm center-fire cartridges 


are designed to avoid accidental dis 


and assure correct job load 


charge 


WIRING TROUGH 


Square D Co., 6060 Rivard St., De- 
11, Mich. 





troit 


All lengths and connectors of the wit 
ing trough are hinged to provide an 


unobstructed wireway to ‘“lay-in” con 


ductors. Manufactured in standardized 
' 


sections in 2!5 by 2! t and 6 


by 6 inch sizes. Screws are captive and 


i by 


self aligning. Adapter fittings may be 
used to join the duct with other forms 
of duct, panelboards, switchboards or 


electrical devices 


LOUVERS 


House-O-Lite Corp., 2430 
Ashland Ave., Chicago 8, IIL. 





South 


Curved plastic snap-on louvers are 


for single lamp fixtures. Units are 


made in clear plastic for maximum 


light output and in colored 


opal 


plastic for low brightness shielding 


They come in 8 inch sections, each 


section locking into the next 


BUILDERS SAW 


Skil Corp., 5033 Elston Ave., Chi 


cago 40, Ill 


Large « pacity builders §&! n. saw 


universal motor, ball and 


features a 


needle bearing construction, overhead 





NE 


ou need it 
end for 
ree copy 


oday! 


United States Rubber Company, the only 
electrical wire and cable producer to grow 
its own natural rubber and to manufacture 
its own plastics and synthetic rubber, 
makgs ‘a complete line of electrical wires 
and cables for every industrial and domes- 
tic application. Just published is the 1953 
“U.S.” Catalog, essential for men who 
specify, install or maintain electrical wire 
and cable. Send for your free copy to 
address below. Here are the catalog 
chapter headings 


o 


PrP Pee PY 


. Royal Portable Cords and Cables “ay 
». Railroad Wires and Cables 


. 44 ° 
. Power Cables ““U.$.“" Research perfects it... 
.S. Control and Signal Cables 7] “ . : 2 
. Building Wires and Cables U. $. Production builds it 
». Bare and Weatherproof Wires 
». Flexible Cords and Cord Sets 


— em geese 


).S. Telephone Wires and Cables 
. Miscellaneous U.S. Wires and Cables 


. Technical Data 


UNITED STATES RUBBER COMPANY 


ELECTRICAL WIRE AND CABLE DEPARTMENT - Rockefeller Center, New York 20,N. Y. 
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NEW PRODUCTS —continued 


type handle, built-in rip 
automatic telescoping blade guard with 
handle. Saw 


fence and 


retracting adjusts for 


depth of cut from 1/16 in. to 27% in 
and for bevel cutting up to 45 deg 


Model has high speed of 5,600 rpm., 
weighs 1414 Ibs., cuts 2 in 
lumber at 45 deg., 


dressed lumber 


¢ 


SWITCH BOX 


Union Insulating Co., Inc., Parkers- 
burg, W. Va. 

Depth adjustment on switch box is 
made by %@ in. and 14 in. spacing lines 
on ends of the box. “C” bracket tips 
give %4 in. spacing for wet walls. Deep 
skirt 


dressed 
and cross-cuts 3 in 





around the device screw holes 


interference 
No 


protects 
with 


against plaster 


mounting external 


projections. 


SCTCWS 


SWITCHES 


Minneapolis-Honeywell 





Regulator 
Co., Micro Div., Freeport, Il. 


Snap-action switches are designed for 


one-way actuation by cams, dogs, or 


slides. Units are said to be useful in 


providing an impulse to relays or 
solenoids from one direction only of 
a reciprocating movement. They are 
U.L. listed for 1 
160 volts, a. 


dc; 4 amp., 250 


amp., 12 


amp., | 


volts, d 


c. Illus- 
trated model's operating force is 2! 
release torce ||, oz., 


QU to 


to 614 0z.; min.; 


differential travel 0?0 
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HYPODERMIC OILERS 


Gaunt Industries, 827 Irving Park 
Rd., Chicago 13, Hl. 


Each hypodermic lubricating oiler con 
sists of a 2 oz. rubber-like squeeze type 
bottle. Oil supply is visible at all times 
Oiler comes with a 1 in. long needle 
in two sizes: .025 in. needle for dis 
pensing a film to a drop of fine oil or 
liquid; .049 in. needle for heavier oils 


solvents, light glue or cements 


DISTRIBUTION PLUG 


Trumbull Electric Dept., General 
Electric Co., Plainville, Conn. 


An improved distribution plug is de 
signed for use with Flex-A-Power dis 
tribution systems. Hanger clips hold 
the plug in position while screws are 
tightened to anchor it to the housing 
Unit is available in 30, 60, 100 and 


00 ampere ratings 


‘\ 


\ a ett 
; A 


INSPECTION LIGHT 
The 
Cleveland 
Small, 


light comes in two models. Light as 


both 


holes as small as 4 in 








Ericson Manufacturing Co., 


3, Ohio 


battery operated inspection 


semblies ot will ZO through 
in diameter 


Extension is of flexible woven metallic 


shielding. Standard dry cells tit loosely 


in the metal barrels, which are over 


illow for possible swell 


size SO as TO 


ing of the cells. A heavy duty switch 


slides the batteries contact with 


bulb thereby eliminatin 


into 


the St imped 


brass parts 


SERVICE ENTRANCE CAPS __ 


Ihe Thomas & Betts Co., Elizabeth, 


N. J. 


Large service entrance ¢ ips acc mimo 


date three no service cables. Pr 


vious Maximum was three no. 4. Bush 


ings come in four colors to indicate 


fitting size. It is claimed that despite 


outside diameter variations, the caps 


insure moitsture-proe f connections 


T & B engineers say they solved this 


] 


proble m by doubling the new design's 


take-up compared to earlier fittings 





SERVICE BRACKET 


Service Co., 921 13th St 


Wis. 


Utility 
Racine, 
All 
bracket is for 
Brackets come in 5 in 
The 


feet set yin 


welded steel power line service 


low ranch style small 
homes 


9 in 


and 


SIZES irger is Constructed 
so that front 
Back leg 


rafter 


on centers 


automatically rests on roof 


The smaller bracket is for farm 


{ 


buildings, garages, and also may be 





PITTSBURGH STANDARD 
SALES CONTROL CENTER 


HERE’S HOW THE 
“SALES CONTROL CENTER” 
SPEEDS YOUR PURCHASING 


Pittsburgh Standard’s Sales Control 

Center is the single coordinator for 
production, sales,and delivery information 

for all Pittsburgh Standard agents 

throughout the world. It completely eliminates 
“‘going through channels” . . . speeds 
purchasing immeasurably. 

When you need information for your raceway 


requirements, your Pittsburgh Standard agent 
writes, wires or phones the Sales Control Center, 


and facts, not guesses, are ready for him immediately. 


He can quote you at once, price, delivery 
and pertinent details. 


There is no longer any point to waiting long intervals 
for information on rigid steel conduit, E.M.T., elbows, 
couplings and fittings on which to base your bidding 


estimates and work schedules. Pittsburgh Standard 
products have a 50-year reputation as the 
“Standard of the Trade”. Here, indeed,is Service 
to match that Quality. 


ITTSBURGH 
TANDARD 


| 
CONDUIT) co. 


1 Bf 


PLANTS at MORRISVILLE end ETNA, PA. FITTINGS 


— 
aa 


61 BRIDGE ST., PITTSBURGH 23, PA. - 


CAN YOU GET 
CONDUIT DELIVERY 
INFORMATION 


... immediately? 


. . . accurately? 


YOU CAN FROM 


ITTSBURGH 
TANDARD’S 


“SALES 
CONTROL 
CENTER™ 


TTT TTA 
wees 


NIN] 
NS, 


a See 
\ ea 


+ 


CUTEST 


"> sail 
Vang ONE ane Me A 


YOUR PITTSBURGH STANDARD 
AGENT 


WHOLESALERS 
IN PRINCIPAL CITIES 


RIGID STEEL CONDUIT 


all finishes 


ELECTRICAL METALLIC TUBING 
ELBOWS 
COUPLINGS 
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NEW PROD — continued 


used as a supporting rack for extended 
service lines. Units have rust-resistant 
entrance fittings 


HAND DRYER 
American Dryer Distributing 
Corp., 1324 Locust St., Phila. 7, Pa. 





Automatic hand dryer is designed to 
combine round-the-clock deodorizing 
with drying efficiency. The U.L. listed 
unit employs a G.E. ozonating sys- 
tem. A timing device turns off motor 
and heating elements at the end of a 
30 second cycle. Nozzle revolves 360 
degrees. Dryers are installed on 115 
or 220 volt circuits and are housed in 
white porcelain and chrome cabinet 


STEP LADDER 
Clyde W. Lint, Chicago 8, III. 
Push-about step ladders come in 25 


36, and 45 inch heights. Rubber tired 
ladder 





swivel casters withdraw when 
is stepped on. Rubber cups then lock 
ladder to floor. When user gets off, the 
spring loaded back 


place 


casters ZO into 
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KNIFE SHARPENER-BUFFER___ 


Supreme Products, Inc., Chicago, 
Ill. 


Electric knife sharpener and _ buffer 


comes in a tenite case with molded 
rubber base and cord. “Off-on’ 
is located on sharpener's top. Movable 


buffer 


when sharpening wheel is being used 


switch 


protective cover slides over 
and over wheel when buffer is being 
used. Unit runs on a.c. current and is 


U. L. listed 


(2 
ELECTRIC DRILL 
The Emerson Electric Mfg. Co., 
U. S. Electrical Tool div., St. Louis 
21, Mo. 

Full ball-bearing |, in. drill has an 
aluminum alloy frame, heat treated al 





loy steel gear and 3-jaw geared chuck 
No-load speed is 2,500 rpm. Capacity 
in steel is 14 in.; im hardwood 4> in 
Universal motor is rated 115 volrs, 25 
to 60 cycles, ac. or d.c. Drill weighs 
5 Ibs. and is 1012 in. in length. The 
3-conductor cord and plug are U. | 
approved 


WALL PLATES 


General Electric Co., Construction 
Materials div., Bridgeport 2, Conn. 





Modern, functional design wall plates 
are for standard wiring devices. The 
plates are made of plastic, in ivory and 
brown colors. Included in the line are 
single tumbler switch plates for one 


two and three-gang installation; one 


gang single and double convenience 


outlet plates; two-gang single tumbler 


switch and twin outlet plate; one gang 
telephone and one-gang blank plates 


FLASHLIGHT 
U. S. Electric Mfg. Corp., 222 W. 
14 St., New York 11, N. Y. 





Industrial flashlight has a_ patented 
built-in dual lighting system designed 
to provide a probe-light for pinpoint 
inspection. When side-arm is extended, 
transterred to 


light is automatically 


the small bulb. The extension tube is 
encased in the arm and can be goose 
necked around corners or into deep 
out-of-the-way spots. Overall extension 


of the arm is 10! in 


ELECTRIC SHEET CONTROLS__ 
Northern Electric Co., Chicago, Ill 


Temperature control units are for elec 
tric sheets. The sheets feature a closely 
ribbed heating element in the toot 


The 


sistant plaskon urea plastic control ts 


area for extra warmth burn-re 


scratch and chip resistant 


INTERCOMMUNICATION UNIT 


Talk-A-Phone Co., 1512 S. Pulaski 
Rd., Chicago, IIL. 


Wireless 


tion system can be plugged into any 


two-station mrercommunica 


W 





it’s EASY to plan your tower lighting 


ee EY LD 
or microwave relay... 


with CROUSE-HINDS 


Tower Lighting Bulletin 


Crouse-Hinds Technical Data Bulletin 
381-F contains important information on 
television, radio, and microwave relay tower 
lighting and tells you exactly what you need 
todothe job. There are layout drawings with 
complete bills of material for lighting towers 
of all heights. All of the information meets 
the requirements of FCC and CAA specifi- 
cations. 

A complete line of alarm relay equipment 
is available for remote indication of lamp 
failure as required by the FCC for unattended 
statioms. 

Send for your copy of this helpful bulletin 

A Microwave Relay Tower 


today. : 
with Crouse-Hinds 
Obstruction Lighting Equipment 


CROUSE-HINDS COMPANY 
Syracuse 1, N.Y. 


OFFICES Birmingham — Boston —- Bulta Chicago — Cincinnati — Cleveland — Dallas — Denver 
Detroit Houston Indianapohe Kansas City Los Angeles- Milwaukee New Orieans 
New York Philadelphia Pittsburgh Portiand Ore — San Francisco — Seattle St Louis — St Paw 
Tulsa Washingtor RESIDENT REPRESE ATIVES J Atlanta Baltumore — Charione 
Corpus Christi Reading Pa wchmond Vc Shrevepor' 
Crouse-Hinds Company of Canoda Lid. Toronto Ont 


> hy, 


iL Lhe 


Photoelectric Control 
provides automatic operation 
of lighting circuits 


aL 
ba 
urge 
a) 
' 
oR! 


f Biiu 


Type EOL Single 
Obstruction Light 


Munna 


A Television Tower 
with Crouse-Hinds 
. . . Nat onwide 
Obstruction Lighting Dietvibution 
Equipment Through Electrical 


A 


4 


ruahine Sec rrastel Bence . B / 
AIRPORT LIGHTING - FLOODLIGHTS : CONDULETS : TRAFFIC SIGNALS 
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NEW PRODUCTS—continued 


electrical outlet, according to the man 
ufacturer. The unit is designed to give 
noise free communication by screening 


] 


out hum and noise. More stations may 


be added to the unit if wanted 


HEAT-FAN 


Thermador Electrical Mfg. Co., Los 
Angeles 22, Calif. 





Radiant heat-fan is designed to give 
direct warmth through “spot” heating 
while simultaneously heating the air 
set in motion by a fan. The center 
compartment, equipped with a radiant 
coil and chrome reflector, is a source 
of the heat. Special safety features in- 
clude a device that automatically turns 
turned 
120 v 


it is accidently 
1320, 1650 w.; 


oft heater if 
listed: 


Arion ORVER compopanion 
- anne i 


HAIR DRYER 


National Dryer Corp., 
Adams St., Chicago, Ill. 


over ULI 





616 W. 


Automatic electric hair dryer is op 


erated by a universal type, 4,9 hp, 


7,500 rpm motor. It delivers 152 cu 
ft. of air per minute through a 2,140 
watt heating element capable of rais- 
ing the temperature of the air to 130 
One 


pr yr- 


degrees in a degree room 


piece iron cover is finished in 


celain enamel. The dryer cuts off auto 


matically after three minutes. It is 
designed for use in gyms, schools, 


locker rooms, public and private 


swimming pools 
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IRON 





Landers, Frary & 
Britain, Conn. 
Ibs., 


nearly an hour on an 8 oz 


Weighing 314 iron steams for 
filling 
Switches from steam to dry instantly 
says the manufacturer. Soleplate meas- 
ures 32 sq. in. Indicator “window 
shows setting. An automatic heel-rest 


shut-off is designed to conserve steam 


LIGHTING FIXTURES 

Lightolier, Inc., 11 E. 36th St., New 
York, N. Y. 

Unique glass technique is featured in 
a new collection of lighting fixtures 


Series consists of 14 designs. Fixture 
illustrated has a pierced brass cone 


encircled with a “floating ring” of 
edge-fit glass. This design is set aglow 
by light flowing through meshed cone 
and off glass spheres fused within the 


glass ring 





FRYER-COOKER 


Broil-Quik Co., 2330 Fifth Ave. 
New York 37, N. Y. 


First electric fryer-cooker offered by 
this manufacturer features a round fry- 
ing well of brushed aluminum set in 
a rectangular chrome shell. Unit may 


also be used as a chafing dish or server 
Tapered shape of frying well permits 
largest amount of shortening to re 
Basket 


main on top is made of per 


forated brushed aluminum. Spout ts 


decanter Temperature 


Cooker is 


type ranges 
from simmer to 450 deg. I 


designed for 115 volts, ax 


VENTILATING FAN 


Marvin Mfg. Co., 3071 E. 
Los Angeles 23, Calif. 





12th St., 


Best features of squirrel cage blower 


and axial flow blade are combined in 


the ventilating fan according to the 


manufacturer. Parts are said to be 


easily accessible for fast installation 
Loosen one screw and cover slides out 
Motor 
Dis 


SO0 


leaving box open for 
110 


charge rating: 3 


wiring 
volts OO/S0 « LOO 


0 ctm 


watts 


free alr, 


PORTABLE RADIATORS 


Works, Men- 


Conco Engineering 
dota, Il. 
Line of 
comes in three 
tion models. The 8-section model de 
00 BTU's 9 Ibs., and 
measure 23 in. by in. by 19 in. All 


portable electric radiators 


Sizes », 8, and 10 sec 


livers 4 weighs 


models are U. L. approved for a.c. and 
d.c. operation. Smooth edge carrying 
handle doubles as a drying rack 





BULLDOG 
Cush matic 


ELECTRI-CENTERS 


..- give 


Push-button 
Control 


Complete protection plus unequaled convenience — that 
tells the story of the constantly growing demand for 
BullDog Pushmatic Electri-Centers. 
For only Pushmatics give you simple-to-operate push- 
button control of light and power circuits. Only Pushmatics 
enable you to tell by touch which circuit breaker is “OFF” 
. a priceless advantage when circuit failure plunges a 
room into darkness, 
When a short circuit or overload occurs, the Pushmatic 
automatically breaks the circuit; the push button snaps for- 
ward and the word “OFF” appears. To restore service—once 
the trouble has been remedied—simply push the button! 
Available in sizes up to 42 circuits, BullDog Pushmatic 
Electri-Centers fill every industrial, commercial or home 
requirement. Write today for free Bulletin PM-355, giving 
complete information. BullDog Electric Products Company, 
Dept. WH83, Detroit 32, Michigan. ® BEPCO 


VISIT BULLDOG BOOTH NO. 5 
IAEI SILVER JUBILEE * EDGEWATER BEACH HOTEL 
SEPTEMBER 21-26, 1953 


LLDOG 


THOROUGHBRED IN ELECTRICAL EQUIPMENT ELECTRIC PRODUCTS COMPANY 
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NON-METALLIC 
SHEATHED CABLE 


in the new 


“GRAY” FINISH 





more economical on the job! 


y easier, cleaner stripping —in less time! 


3-ply insulation resists corrosion... 
extreme temperatures! 


1 gray outer sheath is smooth, 
| hard, flexible ...won’t 
crack or deteriorate! 


the perfect cable for residential 
or industrial construction! 


1 packaged in handy cartons 


Representatives and warehouses in the following principal cities: 
Atlanta, Ga Denver, Col. Louisville, Ky. Portiond, Ore. 


Boston, Mass. Detroit, Mich. Minneapolis, Minn Son Franscico, Cal. 


Cleveland, O. Greensboro, N. C. New Orleans, La. Seattle, Wash. 

Chicago, Ill. Houston, Tex. New York, N. Y St. Lovis, Mo 

Dallas, Tex. Los Angeles, Col. Philadelphia, Pa. Syracuse, N. Y. 
Washington, D. C. 


SOLD THROUGH ELECTRICAL WHOLESALERS oer 


“ ETTCO WIRE & CABLE CORPORA 
“Sopa Ones 46-50 Metropolitan Avenue * Brookly New Y« 
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F OTHER PREMIUM 
quality electrical 
products by 


LE 


© TW Building Wire 





- 


@ Bushed Armored Cable 


@ Flexible Steel Conduit 
@ Service Entrance Cable 








s % 
i 


i) 


— 

ll 

ee gl 
— ll 


3) 


. 
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WATERTITE-HAZAPRENE CONTROL CABLE 


DESIGN DOESN'T COST...IT PAYS 


Good design is just about all that matters in control cables. If you start 
with good design it will pay off in dependability, long service life and economy. 


Watertite-Hazaprene control cables are designed with the following features: 


SHEATH: Tire-tough Hazaprene ZBF: neoprene 
compounded to Hazard's exclusive formula. Offers 
superior resistance to flame, oil, acid, moisture, 
sunlight and mechanical damage. Pressure- 
vulcanized in a continuous meta! mold for a smooth, 
dense surface that resists abrasion and tearing. 


INSULATION: Long-lived Watertite, a firm, elec- 


trically stable, rubber insulation that resists moisture 
and heat, prevents deformation. 


FILLERS: Rubber, to prevent the wicking-in of 
moisture and to add firmness to the construction. 


CONDUCTORS: Strong and flexible; tin coated 
to resist corrosion. 


There’s a Watertite-Hazaprene cable for every control circuit requirement. See your 
Hazard representative or write for complete information. Hazard Insulated Wire Works, 
Division of The Okonite Company, Wilkes-Barre, Pennsylvania. 


ZARD Wy insulated cables 


1650 
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ENGINEERED TO SAVE YOU TIME 
‘AND MONEY- 


ANY WAY you look at it, Federal Noark 
entrance equipment gives your customers the most for their 
dollars. Take the Noark 100 Amp. Main-and-Range Pull 


Switch! This switch is unusually attractive and low-priced. 


—— 


tusible service 








It meets the load requirements of modern residences. 

In the 100 Amp. Main-and-Range Switch, bus extension 
lugs permit sub-feeding to other centralized load panels 
Split neutral bars, located beside the rows of plug-fuse 
terminals, save wiring time; simplify wire identification 


Base is molded in one piece and 





whole interior is removable for 


) Jit, | 


quick wiring. The switch is com 
pact... completely dead front 
Sell Federal Noark fusible 
service entrance dey Ces, It pays 
to help your customers cut their 
costs and installation time. 
Products Co 


50 Paris Street, Newark 5, N. } 


Federal Electric 


WIRING DIAGRAM 
Note how split solid nevtral 
saves wire and wiring time. 








FEDERAL NOARK FUSIBLE SERVICE ENTRANCE EQUIPMENT 








TYPE D SAFETY SWITCHES ~— supplied 30 
through 400 amps. Raintight and g»neral 
purpose enclosures. 


RESIDENCE PANELS — complete range of plug 


60 AMP. MAIN-AND- 
RANGE PULLOUT 
SWITCHES —260 Series— 
available with 4, 6, 8 
lighting circuits and with 
off-peak hotwater heater 
pullout. Surface, flush, 
and raintight enclosures. 


MAIN SERVICE AND LIGHT- 
ING PANELS— 160 Series— 
available with 2, 4, 6, 8 
branch lighting circuits. 
60 Amp. puller head can 
be used as main or branch 
circuit. Flush, surface, and 
raintight enclosures. 


100 AMP. MAIN, RANGE 
AND WATER HEATER PULL- 
OUT SWITCHES — 12610 
Series—available with 10 
and 16 branch lighting 
circuits and with pullout 
for off-peak water heater 
circuit 


“AT WIRING TROUGHS —4 


sizes 


1, 2, 3, 4, 5-ft. sections. Have hinged 


fuse lighting panels for flush or surface cover, ample knockouts; keyhole slots for 


mounting. easy mounting. 


Federal Noark products: Stab-lok Circuit Breakers, 
Motor Controls, Safety Switches, Service Equipment, 
Industrial Circuit Breckers, Panelboards, Switch- 
boards, Control Centers, Bus Duct * Sales offices in 
principal cities. 
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and Ivan Jacobsen (center), President of Illinois Warehouse and Sales Company, Mattoon, I/lin 


gineer Kerth Smith 


“Honeywell Controls have sure been a 


top profit-maker for us!” 


says Ivan Jacobsen, President of Illinois Warehouse and Sales Co., Mattoon, Illinois 


“Two years ago, we added Honeywell Controls 
to our regular electrical lines. And today, we're 
sure happy we did. Demand for Honeywell Con- 
trols was good right from the beginning—and 
we started to make money on them right away 

“We originally decided to stock Honeywell 
Controls as a convenience for our regular cus- 
tomers, who wanted to buy heating controls at 
the same place they got their electrical items 
This not only increased our average sale with 
our old customers —but before long, we noticed 


Take on the Honeywell 
Plus-Profit Line! 


HONEYWELL 


we were getting new customers, too 
“Now that we're doing a nice volume on 
heating controls, we've discovered other advan 
tages of handling Honeywell Controls. For ex- 
ample, customer acceptance of Honeywell is 
tops. There’s no ‘price haggling’ or other ‘dis 
count’ problem common to some items 
“Honeywell sales are still increasing. In fact, 
we have just about doubled our volume this year, 
compared to our first. And I feel this is only 


the beginning.”’ 
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“Good profits without inventory problems is Honeywell's record with us” 


“There's no storage problem with Honeywell Your electrical customers are doing a lot of 


Controls, because you can sell them right off 
your shelf like tape, wire or switches. And de- 


heating control installations these days. If you 


don't have the number one line — Honeywell 


mand for Honeywell products 1S steady, so Controls — you're Missing some good business 


there’s a nice profitable stock turn-over. So why not take advantage of this profit 


Honeywell Put the number one 


“Cooperation from has been packed opportunity now 


splendid. We get suggestions when we need Order your stock 


control line to work for you 


them—and good service at all times.”’ ot Honeywell Controls today 


Six popular Honeywell Controls that have fast-selling records with electrical wholesalers today ! 





Chronotherm TM850 Line Voltage Thermostat 144 


Line Voltage Thermostat TA42 


There's nothing like the Honeywell electric 
clock thermostat for any standard oil, gas or 
etoker installation. It has automatic night 


set-back and morning pick-up, which gives 


futy chet 


muon jot lependable heavy 


can't be beat tor light or an accurate 


This snay 


luty line voltage installations. It really solve mos to control line voltage devices in 


either heating or cooling applications, elec- 


1 TA42 the 


consider the 


the problem tor electricians where direct con 
Honeywell 


trol 1s needed for small motors, unit heater tricians 


homeowners a nice warm house to get upin line-starters, and other similar equipment 


WRT 
* 





Universal Relay R182 Electronic Relay R7012 
l he 
Ihe 


then 


Here are tw rit ised in ‘ oney we tre oduflow systen 


Weathercaster, outside, sigt ‘ ther stat outdoor temperatures change 


This relay is used where the job involves 
control of line voltage loads, from low volt 
age thermostats or controllers. One of a ] fr mostat also measure nside tactor na t t rere pom and 
complete line of switching relays, it's avail signals the Electronic Relay, which cycles burner a lingly i ults in inside tem 


of switching actions peratures weather char and Ti requirements 


il 


WE 


able with a variety being varied 


EAP Oot: Ss 


For detailed information on these and other 
famous Honeywell Controls to sell your dealer 
call your nearest Honeywell office 
M inneapolis-Honeywell, De Fw’-8-1 


VUinneapolis 8, Minnesota 
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Remember that Red Hot 1949 Briegel Combination Indenter and Fitting Deal? It broke all 
records then so here we go again! 

For three months only, August, September and October, a Special Package Offer of 200-14” 
B. M. Couplings and 400-14" B. M. Connectors. Free of extra cost in this package will ‘be 
1 No. 606 Briegel 13” Indenter! 

Stock up today ety this Deal that sold out the last time it was offered. 








O 


Cross Section 
Showing 
indentations. 











@ not & 


GALVA, ® oe 


ELECTRICAL WHOLESALING—August, 1953 





THE BRIEGEL METHOD 
TOOL CO.’S AGENTS 


MILLS & TALBOT 
1 Flint Street . Rochester 8 
GENESEE 6337 
. 
J. H. AKERMAN 
813 Sistine ° Coral Gables 46 
Phone 67-3864 


* 
tL. D. HOOD SALES AGENCY 
1133 West 8th Ave ° Denver 
ACOMA 800! 


TOM HODGES & COMPANY 
120 South Cheyenne . Tulse 
Phone 2-427) 
407 Broadway ° 
Baltimore 4716 
406 North West 7th St + Oklahoma City 
Centro! 2048! 
* 
FAIN & LEVIN 
410 Notre Dame Street * New Orleans 
TULANE 8480-8489 
s 
FRANK W. GARNER 
110 Arlington Street * Boston 16 
LIBERTY 2-7488 
* 
ERNEST F. HAUCK 
1282 Folsom Street * San Francisco 3 
HEMLOCK 1-1828 
- 
WALTER S. NASH 
2101 Tulo Street, N W . Atlanta 
ELGIN 8071 
* 

RUTKIN ELECTRICAL SALES CO. 
935-37 Stratford Ave * lLosAngeles 2! 
TUCKER 1224 
” 

W. W. WHEAT & SON 
560 Fist Avenue South + Seottie 4 
SENECA 6222 
a 
G. B. VALKUS 
1711 Kelly Avenue ° Dollas 1! 
DALLAS 48-7388 
a 
EARL F. MILES 
2618 Delizell Drive . indianapolis 
GLENDALE 1963 
* 

B & M ELECTRIC SALES 
4378 Lindell Bivd ° St. Louis 8 
LUCAS 3132 
7 
R. A. HANKE 
2660 North Clybourn Ave «+ Chicago 
EASTGATE 7-2234 
= 
R. C. HANDY SALES CO. 
1645 Hennepin Ave. * Minneapolis 3 
MAIN 2660 
i 
R. L. CUNNINGHAM ELECTRIC CO. 
600 South Delawer Ave. + Philodelphio 47 
LOMBARD 3-3109 


Konsas City 


Briegel Warehouses and Sales Offices from Coast to Coast 


For Faster Delivery Service! 








w. BECK 








L. H. BECK ELECTRIC SALES CO. 
13050 West Chicago ° Detroit 28 
WEBSTER 3-0940 
* 
Lt. J. CREWS 
202 East Cory Street . 
Phone 2-812 


Richmond 


. 


erectaic ba 


R C. HANDY SALES CO 


we 
RL. CUNNINGHAM 
*) 
PR adelphic 
wv \ 
- 


ne 





' 
TOM HODGES & COMPANY 


pa) 





win 








G 8. VALKUS 


SALES OFFICES ¥& 


WAREHOUSES © 


BRICGEL 3 


GALVA, * ILLINOIS 
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WIRE BY PHELPS DODGE 


MEANS WIRED FOR LIFE! 


You can build a better business re putation 
for dependable, top quality work by speci- 
fying Habirshaw building wire—a product 
of Phelps Dodge Copper Products Cor- 


poration, The name “Habirshaw” stands 


for skilled workmanship and the finest 
materials, both rigidly controlled and care- 
fully Inspec ted to meet the most exacting 
Spec ific ations—youl assurance of trouble- 


free, continuous service! 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 
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Dimensional characteristics are 
continuously checked right on 


thre produc tion line. 


Pesting flame-retardant properties 
of fibrous coverings—one of thie 
many steps in Phe Ips Dodge 's rigid 


inisp ction system! 


Here’s a « raftsman with over 35 years 


of experience devoted to the careful 


control of quality : 
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Your contractors can merchandise their work 


by installing 


Z \ 


{ 
‘\\ 
ie 


CIRCUIT BREAKER LOAD CENTERS 


—Hidence of superior wiring the user can SEE and USE 


A home equipped with Trumbullite looks like 
more house, more electrical installation for the 
money, and that’s exactly what it is — quality 
circuit breaker convenience and protection right 
at the housewife’s finger tips. 


Are your contractor customers and _ specifiers 





TRUMBULL 


posted on Trumbullite advantages, including 
the low cost and easy installation? We have 
display material and literature that will help you 
tie up profitably with our consumer and trade 
advertising. Write us today, or speak to the 


Trumbull salesman. 


CQuick Fact 


2 to 20 circuits, 40-100 ampere mains. 
10, 15, 20, 30, 40 and 50 amp., 120-volt breakers available. 
Famous TQL plug-in circuit breakers. 


Two-pole operation of adjacent breakers, through extension 
handles. 


Disconnecting means and overload protection for each circuit 
in one device. 


Primarily for residential and commercial applications. 

No external disconnect needed with 6 circuits or less. 

Covers clearly show ON, OFF, TRIPPED and RESET positions. 
Flush, surface or raintight enclosures. 


Underwriters’ Laboratories listed. 


— 


ELECTRIC 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
PLAINVILLE, CONN. 
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CBM..Uowr Shiold of Hiotostion 


in Fluorescent Lighting 


Q, What do the initia! CBM” stand for? 


A. “CBM” stands for CERTIFIED BALLAST 
MANUFACTURERS. Nine of the country's 
leading manufacturers of fluorescent ballasts 
comprise the CBM group. 


« What does “CERTIFIED” mean ? 


It means that ballasts carrying this 
diamond-shaped shield have been built to 

rigid specifications designated by CERTIFIED 
BALLAST MANUFACTURERS. It means that 
Electrical Testing Laboratories, Inc., has 
periodically tested these ballasts and found they 
meet or exceed the exact specifications 


designated by CBM. 
« What's the need for specifications ? 


Ballasts are the heart of fluorescent lighting. 
CBM specifications make certain the ballasts 
provide best possible performance for the 
lamps they operate. 


How do CERTIFIED BALLASTS benefit you ? 


When fluorescent lamps do not perform in 
accordance with published ratings, low quality 
or improperly designed ballasts may be the 
cause. However, most lamp manufacturers 
waive this possibility if the ballasts 

involved are CERTIFIED. 

The CBM Shield is their assurance that the 
ballast is delivering proper electrical values to 
their fluorescent lamps. 

CBM specifications protect the public interest 
because they provide: 

FULL LAMP LIFE RATED LIGHT OUTPUT 


LONG BALLAST LIFE FREEDOM FROM OVERHEATING 
QUIET, TROUBLE-FREE OPERATION 


Write for complete information on the types of CERTIFIED CBM BALLASTS available from 
each participating manufacturer. 

Participation in the CERTIFIED CBM BALLAST program és open to any manufacturer who 
complies with the requirements of CERTIFIED BALLAST MANUFACTURERS 





; 


é RTIFIED BALLAST MANUFACTURERS 


j 
jf 





Makers of Certified Ballasts for Fluorescent Lighting 
2116 KEITH BLDG., CLEVELAND 15, OHIO 
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foremost in contemporary lighting 


AL J 


Y ar] 
+f : 
p cam 


i met | SF 
oo 
There is a Prescolite for any commercial or residential in- 
Stallation. Easy to install, Easier to sell! Exclusive features, 
pre-wired units. Wide range colors, styles and finishes — 
unit packing, easy to stock and reship. 


\ 


Write for complete new catalogs to: Prescolite 
2229 Fourth Street, Berkeley 10, 
California. 


A-1 Architectural 
R-7 Recessed 
S-2 Swivel 


PRESCOLITE MANUFACTURING CORPORATION 


Berkeley, California Neshaminy, Penn. 


26 





Pre-wir 
US Pat 
US Pat. No 


other patents pending 


ess 
emovable acc 
tes make wiring - 
Oasy under ali condit 


60° wired unit 


Pry-out knock-outs 


inge 
Exclusive Swing-way hing 


See your distributor or your near- Det sit 
est Prescolite sales represcntative. ancwitectuea 


Atlanta, Ga.—-Charles L. Woodyard, 161 Simpson, N.W 

Baltimore, Md.—1. H. Bailey, Jr., 409 National Marine Bank Bidg 

Boston 10, Mass.—John W. Fay, 176 Federal Street 

Cedar Grove, N. J.—P. M. Sales Co., 118 Sunrise Terrace, Box 14 

Chicago, Iilinois—Rudolph H. Soukup, 1585 Merchandise Mart 

Cleveland, Ohio—-Cam Norton Company, 2725 Derbyshire Rd 

Dallas, Texas—-John Hancock Company, 2921 Fairmount 

Dayton 2, Ohio——Gary Roof & Assoc., 1147 Third National Bidg 

Denver, Colo._Kenneth B. Schumann, 1073 Galapago St 

Detroit, Mich.—t.H. Beck, Electric Sales Co., 13050 W. Chicago, 2F 

Erie, Pa.—D. S. Poliock Co., 622 W. 9th Street 

Flourtown, Pa.-Bond & Kyack, 1510 Bethlehem Pike 

Kansas City, Mo.—-Car! W. Thorsel!, 1195 E. 77th St 

Knoxville, Tenn. E. Pitner, P. 0. Box 693 

Los Angeles, Calif.—Barney DeRamus & Assoc., 125 S. Santa Fe 

Milwaukee, Wisc.—-Willis H. Murphy, 4520 N. Woodruff Ave 

New Orleans, La..-—£. J. Hagen, 3820 Louisiana Ave 

Oklahoma City, Okla. Tom Fielder Company, 313 N.W. 4th St 

Omaha, Nebr.—-Geo. C. Mittauer, 111242 Farnam Street 

Richmond, Va.-—W. H. Lassiter Sales Company, 300 E. Main Street 

Salt Lake City, Utah—J. R. Christensen Agency, 247 E. 5th South 

Sacramento, Calif._A. L. Perdue, 4305 Ravenwood Ave 

St. Louis, Mo.—J. A. Noser, 3204 Bailey Street 

St. Paul, Minn.—Charles L. Schwab, 345 N. Wheeler 

St. Petersburg, Fia.—-Frank C. McPherson, 6417 - 7th Ave., North 

San Diego, Calif.—John Allen Ware & Assoc., 301 West G Street 

Seattle 5, Washington—Gleasons Mfgs’. Reps., 657 E. 45th Street 

Syracuse, N. Y.—Fay-Sullivan, Inc., 1117 Cumberland Ave 

Vancouver, 8. C.-.). S. Edwards, 1206 Hamilton St 

Mexico City, 0. F._Egon Mabardi, 45 Uruguay 

Export Agents: Uniworld industrial Mart, 21 E. 10th St., New 
York 
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with re-designed 


\ high efficiency 
feeder busduct 


IT’S THE LAST WORD in efficient, 
flexible and economical power distribu- 
tion from service entrance to distribution 
center, from generato” to switchboard 
and from switchboard to distribution 
center. 

Re-designed, inside and out, to assure 
maximum efficiency, @ High Efficiency 
Feeder Busduct has proven, in actual 
tests, that it will -reduce voltage loss to 
less than 2 volts per 100 feet at 80 percent 
power factor. 

Made for either indoor or outdoor in- 
stallation, this new, more efficient method 
of power transmission has smaller size 
enclosures, less weight, and perforated 
sectional covers — top and bottom — for 
maximum heat dissipation. 

Conductors are insulated with var- 
nished cambric tape and plastic type 
tape for maximum protection. Joints are 
electrosilver plated (by immersion) for 


better low resistance contact and secured 
by either two or four brass jam bolts that 
tit into elongated fastening holes to allow 
tor expansion, and phosphor bronze- 
cupped washers to maintain pressure 

The fact that sections can be run either 
vertically or horizontally, up and around 
pipes and other difficult angles and 
through walls, floors and ceilings, makes 
this type @ Feeder Busduct even more 
desirable. 

( High Efficiency Feeder Busduct is 
available in capacities, from 600 to 4,000 
amps., 600 volts single phase for welder 
service, three phase for power, three- 
phase, four wire service for light and 
power. 

For additional details, consult your 
nearest @ representative listed in Sweets 
He'll gladly tell you more about this 
modern, more efficient system of power 
and light distribution 


Frank (dam Electric Co. 


P.O. BOX 357 ST. LOUIS 3, MISSOURI 
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“XDUCT JR.” ELECTRICAL METALLIC TUBING 


FISHING IS EASY WITH 


“X DUCT” CONDUIT 


Proved best by actual tech test! 














They te new on the ineide...new on the outeide! 


"XDUCT” RIGID STEEL THREADED CONDUIT 
Here’s what these new conduits mean to you! 


1. EASY FISHING “\Duect’s”> new aluminum protective coating that adheres positively to the basic 
enamel inside coating (patent applied for) was devel- steel possesses superior corrosion resisting qualities, 
oped through intensive research in connection with 
important government projects. [It provides lubrication 


3. THREAD PROTECTION Sharp clean threads of 
“X Duet rigid steel conduit are machined before 


galvanizing to assure complete protection from end to 


as friction builds up between conduit wall and wires. 
The result: Actual fishing tests conducted with five 
other leading brands of conduit prove “XDuct” is 


end, The result: every ill and valley of threads are 
66'° easier to fish on constant pull more than twice 


as easy to start as the sec ond best conduit. comple tely galvanize d 

2. SUPERIOR CORROSION RESISTANCE 4, SUPERIOR BENDING © High-ductile steel is used 
National Electric's revolutionary new patented elec- to assure easy bending 

trogalvanizing process electrolytically deposits pure 

zine uniformly over the entire outside surface of 5. DESIRABLE COLOR X Duet's ilvery color is 


“Duct” conduit, including the threads. The result: a highly acceptable for installation in exposed locations. 


EVERYTHING IN WIRING POINTS TO 


National Cleetic Products 


PITTSBURGH, PA. 
3 Plants *« 7 Warehouses + 34 Sales Offices 


LISTED BY UNDERWRITERS’ LABORATORIES, INC. * STOCKED BY LEADING ELECTRICAL WHOLESALERS EVERYWHERE 
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We are tel'ing your customers that 


“For NO-SLIP GRIP, 
it’s U.S. RAINBOW" 


), W-BELTS!” 


It’s no secret why U. S. Rainbow V-belts are selling so 
well! More and more industrial users read Rainbow 
sales stories in Rainbow ads. Here’s one in the series: 


Why U. S. Rainbow V-Belts are superior: 

There is no slipping on the drive with a U.S. Rain- 
bow V- Belt. Straight sidewalls grip the grooves the 
full height of the belt, providing the complete con- 
tact which results in much greater pulling power 
and eliminates slippage. 

Every ounce of excess stretch has been worked 
out mechanically before leaving the factory, yet the 
belt still remains sufficiently elastic to withstand 
heavy shock loads. 

Every U. S. Rainbow V-Belt has the extra ad- 
vantages of the unique Equa-Tensil Cord Section 
a scientifically developed ‘"U. S.”’ construction that 
brings together in a balanced unit the concentrated 
strength of the multiple pulling cords, distributes 
the pulling of the load so evenly among the cords 
that each carries its full share. The U. S. Rainbow 


UNITED STATES 


RUBBER 


f 





V-Belt absorbs shocks with ease and still retains a 
sturdy no-slip grip. 


“U.S.” backs you up with immediate shipments 
from a nationwide chain of warehouses — plus sales 
engineering help and selling aids and catalogs. Con- 
tact any of our 25 District Sales Offices, or write 
to address below. 





Top rubber cushion 
eng ered bhaiance & 


tech and tr 


Equa-Tensil Cord Section 


{ sturdy level cushion for the 
} 1 Cord S 


t 








A COMPLETE DRIVE SERVICE 


MULTIBLE V-BELTS « F.H. P. V-BELTS « SHEAVES 
FLAT BELTS AND BELTING « SPECIAL PURPOSE BELTS 


COMPANY 





MECHANICAL GOODS DIVISION +» ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hose ¢ Belting * Expansion Joints * Rubber-to-metal Products « Oil Field Specialties « Plastic Pipe and Fittings +« Grinding Wheels + Packings « Tapes 
Molded and Extruded Rubber and Plastic Products « Protective Linings and Coatings « Conductive Rubber «+ Adhesives « Roll Coverings « Mats and Matting 


30 
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Highest quality in the lowest 
price range. 


Good profit margin. 


Few sizes to stock—6 lugs 
cover a wire range from No. 
14 to 1000 MCM. 


Outstanding sales features — 
easier to sell. 


Backed by national advertis- 
ing and promotion. 


Jasper Blackburn Corporation Mail Coupon for Sample and Full Details 


Send me sample and further information on BLACKBURN HI-Strength 


Terminal Lugs: 


! 
35 MADISON ST. ST. LOUIS 6, MO. tee Sie 
1 
! 





Phone CEntral 3007 Your Nome 
Compon 
: , wre 
City & Stote = 
Mail to Jasper Blackburn Corporation « 35 Madison St. @ St. Louis 6, Mo. 
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POSITIVELY EXCLUDE: 
Water, Grease, Oil, 
Chemical and Acid 
Fumes and Dirt 

from: 
Electrical Systems 
on Machinery 


NOTE THESE 


@ Increasing sales prove that there is greater and greater 
EXCLUSIVE FEATURES 


need in industrial plants everywhere for Appleton “ST” 
Series Connectors . . . the connectors that avoid shutdowns ® Positive ground between 
due to wiring failure. And all parts used with the “ST” flexible conduit and 
Series are available from one .dependable source . . . connector. 


Appleton! Here, indeed, is an item that opens the way © Less than 10 millivolt 
ess rnan MIIVOlTs 


for you to make profitable volume sales. 
voltage drop. 


Appleton “ST” Series Connectors come straight, 45° 
and 90° to fit flexible conduit sizes from ¥%" to 114". Also, ® Will not vibrate loose. 


1'/.” and 2” straight. For complete information, write today. 


Sold Through Electrical Wholesalers Only 





APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue «+ Chicago 13, Illinois 


Also Manufacturers of: Meet UL and JIC Standards 


Explosion- 


Proof Fixtures Cut conduit (1) to desired length. Pass nut (2) over 


conduit. Screw ferrule and sleeve assembly (3) 

industrial : into conduit. Insert ferrule assembly in connector 

Lights ; body (4). Tighten down the nut (2) os far as 

possible, thus collapsing sleeve wall and forming 

@ liquid-tight seal. (When liquid-tight connection 

Unilet is required for knockout of steel junction box, a 
Fittings Reelites gasket ossembly (5) and locknut (6) are used.) 
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Warhiugtou 
STRAWS. 


COMMERCE DEPARTMENT SHAKEUP e The much-ballyhooed Office of Distribution, 
which has been strictly a paper outfit up to now, will become a unit in the Commerce 
Department's new Business Services Administration, peacetime successor to the Emer- 
gency National Production Authority. The idea of a special distribution office—to 
represent viewpoints of retail and wholesale businesses in government—was originated 
under former Commerce Secretary Sawyer and has been supported by Secretary Weeks. 
But the proposal has never really gotten off the ground. 

BSA will finally open up shop later this month after a two-month delay. BSA's 
organization has been held back by Congressional budget cuts, lack of industry enthu- 
siasm, and Justice Department concern about possibilities of anti-trust law violations 
by BSA's proposed industry advisory councils. 

Congress appropriated almost $3 million less than Weeks said he would need to 
convert NPA to BSA. This will force him to scale down his plans for the new agency 
considerably. BSA will have less than 400 employees and under 20 industry divisions. 
The Office of Distribution will be apart from the industry division setup. It will 
be on an organizational level with the offices of business economics, technical services, 
and small business—old-line Commerce agencies transferred to the new BSA—and an 
Office of Mobilization program coordination. 

Included in the BSA organization will be an electrical power and equipment divi- 
sion and a construction and building materials division. The latter wiil contain branches 
for construction, heating, prefabricated buildings and house trailers, nonmetallic 
building materials, plumbing (including a plumbing code standards staff), metal 
building materials, and builders’ hardware. 


HOUSING OUTLOOK e Dr. Arthur F. Burns, the administration's top economist, expects 
well over one million housing starts to be chalked up in 1953. He told Congress last 
month that the housing dip in May was not necessarily the start of a downtrend 
and that, despite arguments to the contrary, he figured new mortgage financing was 
reaching new heights. 

Washington economists, however, say the housing boom is at a peak and will gradu- 
ally taper off from here on out. But they're not forecasting a building depression. 
They believe that repair and modernization work will take over once the level of new 
housing turns down. Loans for refurbishing could be eased to stimulate this kind of 
activity, they say. 


CONGRESSIONAL RECORD ¢ During its scramble for adjournment, Congress appropri- 
ated $2.25 billion for federal construction during fiscal 1954; passed a new housing 
law adjusting regulations and giving the president authority to shift down-payment 
limits; and authorized 20,000 public housing starts (15,000 less than the president 
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requested), leaving the Public Housing Administration to pick among 62,000 units 
already contracted for with local authorities. 

Congress also passed a Korean Reconstruction Bill. Details on how much construction 
there will be must still be worked out. But about $200 million has been set aside 
for the first leg of a proposed three-year $1 billion program. 

House and Senate judiciary committees approved legislation clamping down on the 
practice of general contractors on federal projects who shop for bids among mechanical 
specialty contractors. Opposition from the Associated General Contractors and gov- 
ernment construction officials, however, helped keep the bills from reaching the floor 
for a vote. 


TRADE-INS ON HOUSES e The Federal Housing Administration and the National Asso- 
ciation of Home Builders have worked out a system of home trade-ins similar to prac- 
tices in the automobile business. For a fee, FHA will assess the house of an owner 
who's toying with the idea of buying a newer or bigger home. FHA will tell the builder 
of the new home under consideration how much equity the owner has, what repairs 
are needed, etc. After the assessment, the builder figures how much repair work is 
needed, subtracts that from the owner's equity, and takes the difference as down payment 
on the new home. 

The scheme is being tried now in New Orleans, Shreveport, Columbus, Hartford, and 
Washington, with tests confined to trade-ins on two-bedroom houses. FHA and NAHB 
hope the trade-in idea will catch on. They think the scheme could help offset current 
tight money effects on housing and have a stabilizing influence in the long run. Builders 
are confident home owners want to buy newer and bigger houses—particularly those 
who bought two-bedroom houses when that was all the family needed or could afford. 


NEW SMALL BUSINESS AGENCY e A Small Business Administration (not to be con- 
fused with Commerce’s Business Services Administration) has been set up to replace 
both the Reconstruction Finance Corporation and the Emergency Small Defense Plants 
Administration. SBA will have a revolving fund of $300 million, half of which will be 
for small business loans up to $150,000. The rest of the fund breaks down to this: $100 
million to help small companies land procurement contracts from other government 
agencies; $25 million for disaster loans; and $25 million to help states, municipalities, 
and public corporations in essential public works. Small outfits will be able to get 
construction loans from the new SBA under much the same conditions established 


by RFC. 


ALUMINUM SQUABBLE e Attorney General Brownell’s request that the federal court 
cancel Alcan’s 600,000-ton aluminum pig sale to Alcoa has bolstered the prospects of 
would-be primary producers, Olin Industries and Wheland Co. When the recent Alcan- 
Alcoa deal was made, the Olin-Wheland plans to become new domestic producers were 
just about killed. Now the government is considering the guaranteeing of private loans 
for Olin and Wheland, something the two companies say they need to start operations 
and which the Office of Defense Mobilization has previously refused to grant. 

In the meantime, Harvey Machine Co., one of the two companies actually brought 
into the aluminum business since Korea through government aid (the other: Anaconda 
Copper) has encountered a serious bottleneck. Harvey was just about set to start con- 
struction of its new plant at The Dalles, Ore., with firm power commitments from the 
Interior Department. 

Last month, however, Congress killed funds for the $1 million transmission line 
from the Bonneville power project to the Harvey plant. But Congressional leaders have 
implied that the necessary funds may be appropriated next year. 


(Washington, D.C—August 5, 1953) 
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A Line of 
Insulating 


3 hi te 
cy —- 
a ee 


that will help do 


Better Jobs 
Quicker 


Listed by 
Underwriters Laboratories, Inc. 


“BETTER” because 


They meet, in full, the requirements 
of the National Electric Code. . . 
they are made of approved insulat- 
ing materials and their smooth, 
rounded edges prevent any damage 
to wire insulation, eliminating 
possibilities of grounds or short 


circuits. 


"QUICKER”’ because 


The strong material in these bushings reduces breakage. 
Their ribbed outer surface provides a firm grip and permits 
screwdriver tapping. Threads are deep, clean and smooth 


running. All this speeds up installation. 


PITTSBURGH 33 : PENNSYLVANIA 


ELECTRICAL BOXES AND WY KINDORF DEVICES FOR 
CONDUIT FITTINGS eet INSTALLING CONDUII 
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PLAN NOW FOR 


THE FUTURE 


Each year more and more transformers are used in industrial and 
commercial buildings to save money, provide better electrical 
service to fulfill a special installation. Look to these applications 
for a substantial part of your program to increase sales. 


To insure your future in the sale of transformers, start investi- 
gating your market now. Know the Acme Electric lines, how STEP DOWN TRANSFORMERS 


they can be used and then see how many applications you can For providing 115 volt service from a 230 
volt source. Small, compact and complete, 


make. You'll be surprised at the sales and profit opportunities. soudy to ose. Pomtdhed with oud ond 
plug and integral secondary receptacle. 
85 to 2000 watts. 


FLUORESCENT LAMP BALLASTS 


Ballast replacement can be a profitable 
portion of a dealers sales. Millions of 
fluorescent fixtures in service. All owners 
want heavy-duty ballasts to replace burnt- 


DRY TYPE TRANSFORMERS VOLTAGE ADJUSTORS out units. That's why Acme Electric ballasts 


are easy fo sell. 
These transformers are used for many More and more equipment, 


purposes; eliminate double wiring; dis- especially electronic devices, CONTROL 


tribute power at high voltage; provide depend upon proper voltage TRANSFORMERS 
3-wire secondary circuits; operate 120 air Giais f Und 
volt equipment from power circuits; boost we ects vs son prtaa Adaatl 


voltage; balance voltage; insulate circuits. voltage reduces perform- 


ance. Ove Itage often 
To help dealers take orders for quick de- ea 


livery, we maintain a factory stock in sizes 
from 1/10 KVA to 167 KVA, single phase, Acme Electric manual volt- 

60 cycles. All standard primary voltages age adjustors can correct Available in a 
600 and below. Three phase transformers this. Available in sizes from variety of styles 
3 KVA to 75 KVA can also be shipped 150 to 10,000 watts. . to meet most pop- 
from stock. Prompt shipments can be ular machine tool or control panel require- 


ts. E design built for hea duty, 
effected on transformers up to 500 KVA, as a ode . , saliecatias 


damages electronic tubes. 


ACME ELECTRIC CORPORATION 
Main Plant: 678 Water Street * Cuba, N. Y. 
West Coast Engineering Laboratories: 1375 W. Jefferson Bivd., Los Angeles, Cal. 
In Canada: ACME ELECTRIC CORP. LTD. © 50 North Line Rd. © Toronto, Ont. 
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BATTLESHIP GREY 


COLUMBIA 


NON-METALLIC SHEATHED CABLE 


Cer TOUGHER —*~ CLEANER TO HANDLE 


SMOOTHER eR — EASIER TO PULL 
Electricians & Contractors are Insisting on this New and Improved Columbia Flex 


Approved by Underwriters Laboratories 
Serving the Electrical Wholesaler Since 1912 


é 
@ Columb CABLE & ELECTRIC CORP. 
255 Chestnut St. Brooklyn 8, N. Y. 


SSS oss cous 
—— ieee ee zs \G 


NON-METALLIC SHEATHED CABLE FLEXIBLE STEEL CONDUIT E. M. T. A.B.C. ARMORED CABLE 


Sales Representatives in Following Cities: 


ncinneti, Ohie Detroit, Mich. Kansas City, Mo. New Orleans, La. Portiand, Ore. Seattie, Wash. 
Glessport, Pa. Los Angeles, Calif. New York, N. Y. St. Louis, Mo. Thernweed, WN. Y. 
Houston, Tex. Minnecpolis, Minn. Philadelphia, Pa. San Francisco, Calif. Tulse, Okla. 
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Be 4 


SUPERIOR SERVICE. The Roebling Wire and HIGH QUALITY PRICED FOR SALES 
Cable line is complete . . . meets every require Roebling manufacturing standards and quality 


ment. Strategically-located warehouses assure control insure the best priced competitively to 


prompt deliveries boost sales 


CONSTANT ADVERTISING BUILDS DE- ROEBLING ENGINEERS WORK FOR YO 
MAND. Full page advertisements, in color, ... their technical assisfance is available when 


reach all your prospects, every month, ever needed to help sale 


Ask us about Roebling distribution in your territory 
JOHN A. ROEBLING’S SONS CORPORATION 


Trenton 2, New Jersey 


A subsidiary of The Colorado Fuel and tron Corporation 


WW 
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CHICAGO 


ERTIP 


¢% 


~ BOSTON 4 


"ee ior your 

Fequirements - 
SOLD ONLY THRO os! Piscated warehouses supplement 
RECOGNIZED W xO Columbus’ fast factory shipments. This 
, 1 & CONDUIT of Columbus quality products avail- 
SEES able to you for both regular and emergency needs. 





Look for this label 
] when you buy fittings. 





CONDUIT PIPE PRODUCTS CO., 


PIPE COUPLINGS + PIPE NIPPLES + ELBOWS, RIGID & E.M.T. 
RUNNING THREAD ° GOOSENECKS Ls WALL PLATES 


- 
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ALL-STEEL EQUIPMENT Inc.—s00 Kensington Ave., Aurora, Illinois 


""A BOX FOR EVERY NEED** 
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For every Electrical need 


CHLOK General 
fr ELECTRICAL 


thy 


fet 


AUTOMOTIVE - AIRCRAFT COMMUNICATIONS CONSTRUCTION GENERAL INDUSTRY MFRS. ELECTRICAL APPARATUS 


MINING-EARTH MOVING MUNICIPAL RAILROADS SHIPBUILDING - SHIPYARDS 


GENERAL CABLE 


a 


“More Power. ~ ‘to Yoo" 
and R* 
Executive Offices: 420 Lexington Avenue, New York 17, N. Y. 
Sales Offices in Principal Cities of the United States 
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\ Copper, bronze and aluminum conductors 
in thousands of different sizes and types of 
product. Constructions and insulations 


of every modern variety. 


This is General Cable, a prime source of 
supply for everyone who generates electricity, 
distributes electricity or utilizes electricity. 


Whatever your electrical wire and cable 
a wenener you a it—say ‘General ONE Source of 

- ° to your purchasing agent, your Complete Supply 
distributor—or call on the nearest 
General Cable office. 


/ 
/ ONE Completeness 
/ of Service 


/ ONE Standard of Quality 


For Quicker Service Anywhere in the United States ...General Cable maintains 


22 Sales Offices 

14 Resident Sales Representative Locations 
Over 600 Distributor Sales Locations 

6 Regional Stock Distribution Points 


6 Manufacturing Plants and Stocks 
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PYLET 
PRACTICAL DESIGN J 
FEATURES A Modern Line of Improved 


Heavy-Duty Conduit Fittings 


A Full Range of Types and Sizes for Industrial Wiring 


Accurate, ferrous alloy castings made 
in Pyle-National’s own foundry. 
Double weather-proof protection— 
first, BONDARIZED, and then finished 
with baked sprayed aluminum. 


Smooth interiors, round edges and large 

wiring spaces pravent damage to wires 

Ribbed sidewalls provide extra strength. 
Ty 


Strong Domed Covers are warped and 
Body Cover Joints are ground flat for tight 
gasket seal. Heavy hub sections of ample 
cross section are tapped straight and true 
with accurate, cleancut, TAPERED threads 


\ 


©)00))) me OP 
p| 


1. FS AND FD PYLETS AND COVERS —1, 2, 3 and 4 gang, 
square corner types, take all standard switch and receptacle 
plates. 


2. ROUND BASE PYLETS AND COVERS—Ideal for Vapor- 
tight junction boxes—Flush and surface mounting. Take stand- 
ard 4-inch outlet box cover; also vaportight fixtures, plug 
receptacles and Flexible fixture hangers. 


3. VAPORTIGHT LIGHTING FIXTURES—With heavy cast 
metal bases, weathertight sealing and sturdy guards. Complete 
line, for 10 to 200 watt lamps, for conduit or wall mounting, 
universal 4 and 5 hub types, two and three gang, handrail and 
outlet box types, also midget fixtures. 


4. FLEXIBLE FIXTURE HANGER PYLETS— Universal joint 
hub allows easy removal of fixture, free swing movement of 
fixture with stop to prevent wire injury, also cushion type for 
protection against vibration. Also rectangular Pylets with 
suspension hanger. 


5. CAST METAL SAFETY SWITCHES AND CIRCUIT 
BREAKER PYLETS—Heavy duty safety switches and fuse 
boxes with or without plug receptacles and circuit breaker 
Pylets with all features for reliable service under severe 
conditions. Safety switches have quick make and break, inter- 
locked cover and weathertight gaskets on both cover and hub 
plates. Available with interlocking plug receptacles. 


eeeeeeaeeeoeeeeeeeeeeeeeeeeeeeeeeee 68 


Refer to your Pylet Catalog 1100 for complete listings includ- 
ing plugs and receptacles — explosion-proof pylets, cord and 
cable grips — flexible conduit couplings — unions — reducers — 
elbows and grip handles — portable hand lamps. 


THE PYLE-NATIONAL COMPANY 


1352 NORTH KOSTNER AVENUE, CHICAGO 51, ILLINOIS 
Dowl-pin type self retaining screws pro i DISTRICT OFFICES and REPRESENTATIVES in Principal Cities of the United States 
vide easy alignment of covers—hold cov- EXPORT DEPARTMENT: International Railway Supply Co., 30 Church St., New York SINCE 1897 
er and gasket together during handling CANADIAN AGENT: The Holden Co., Ltd., Montreal 


PLUGS and RECEPTACLES eo FLOODLIGHTS e EXPLOSION PROOF FITTINGS e MULTI-VENT AIR DISTRIBUTION 
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Business Index: NATIONAL PICTURE 


pitrnes n 
1947 -49= 100% estimated 1947-49 =100%— 
-— 390 — Full-Line Wholesalers 
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INDEX (above) 
May 1953 April 1953 May 1952 May 1951 May 1950 
Sales 106.6 116.0 114.5 107.0 100.9 
Inventories 163.0 160.5 156.4 183.9 109.6 
—_ aod 
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INDEX (above) 
Mav 1953 April 1953 May 1952. May 1951 May 1950 


Sales soe OT 169.4 139.0 147.5 110.8 
Inventories 177.6 185.5 157.2 166.0 112.8 
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INDEX (above) 
May 1953 April 1953 May 1952.) May 1957 May 1950 
144.5 143.0 133.0 135.3 167.2 
Inventories 178.7 179.1 156.3 232.8 136.1 


SOURCE: 'dex positions as determined by ELECTRICAL WHOLESALING are based on dollar sales and 


inventories reported to the Bureau of the Census. June-July projection is by this publication. 


August, 1953—ELECTRICAL WHOLESALING 





Business Index: REGIONAL ANALYSIS 





ELECTRICAL GOODS WHOLESALERS 
MAY 1953 


NEW ENGLAND 


Sales Inventories 


Per Cent Per Cent Per Cent Per Cent 
Change From Change From Change From Change From 
April 1953 May 1952 April 1953 May 1952 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


MIDDLE ATLANTIC 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


EAST NORTH CENTRAL 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


WEST NORTH CENTRAL 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


SOUTH ATLANTIC 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


EAST SOUTH CENTRAL 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


WEST SOUTH CENTRAL 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


MOUNTAIN 





Full-line 


Wiring supplies and 
construction materials 


Appliances and specialties 


PACIFIC 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


Source: Bureau of the Census 
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Aluminum 


ADDS A POWERFUL TOOL TO HELP. 
TRUMBULL DISTRIBUTORS 
SELL... 


_> 


> Soe 5 


FLEX-A- 


POW 


Busway Distribution Systems 


You can now offer a complete line of Trumbull 
Flex-A-Power to fit all busway applications. Alu- 
minum bus bars in Type LVD heavy-duty feeder 
and Type FVK plug-in busways resist corrosive 
atmospheres containing concentrations of sulfur 
dioxide or hydrogen sulfide. Their light weight—-up 
to 40% less than copper — means easier handling 
and installation, less expensive hanging, lighter 
floor loading. 


Flex-A-Power electrical distribution systems are 
always up-to-date, because of complete freedom to 
change layout, add or move equipment, rearrange 
circuits and make additions at minimum cost. 


Does your sales force need up-to-the-minute 
instruction on Trumbull Electrical Distribution 
Systems, copper and aluminum? Ask your Trumbull 


salesman, or write us for more details 


Cuick Foret ABOUT ALUMINUM FLEX-A-POWER 


* TYPE FVK. A plug-in busway with powe) 
outlets at one-foot intervals, tapped by 
Flex-A-Plugs of the fusible 
molded circuit breaker types. 
to 600 volts. (3-phase 4-wire 277/480 
volt type available in 225 and 400 ampere ratings.) 


switch or 
case 225-800 


amperes, 


*Also available with copper bus bars. Light 
and heavy-duty trolley 
with copper bus bars only. 


busways available 


Listed by Underwriters’ Laboratories, Inc 
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TRUMBULL 


* TYPE LVD. For high capacity, low volt- 
feede 


multi-story 


drop, applications, or a a 


age 


riser in buildings carrying 


high currents over long distances, 600-4000 


ampere ratings, to 600 volts. 


SBLECTRIC 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
PLAINVILLE, CONN. 













the new KILLARK flush switch fitting 


Viremlil SY Mjit 
in Modern 


ALUMALLOY 


..-featuring the exclusive Wiring Channels 
for easier wiring! 


Better Working Area on the Inside! 


Again, Killark has pioneered in the manufacture 
of conduit fittings—with the introduction of this 
modern, streamlined functional design! The big, 
roomy wiring channels mean faster wiring. The 
integral end-wall lug design for the cover means 
more room for easier splic ing, too. And the 
satin-smooth, burr-free interior means an end 


to scraped insulation—or fingers! 


Better Appearance on the Outside! 


The famous Killark sparkling-smooth Alumalloy 
surface offers a lifetime of overall beauty .. . 
enhanced by such practical design features as the 


inside hubs—stronger in use, easier to handle. 


Better Clear Through! 


Of course, all the exclusive advantages of Killark 
Alumalloy are still there: lightweight strong in 
service... safe and non-sparking ... never a 
worry about the elements or chemical fumes, 
because Killark fittings are rust and corrosion-free 
for a lifetime of de pe ndable service 

The new FS” Fittings come 

1 a wide range of styles and 


r with covers available 
for every application 





ELECTRIC MANUFACTURING COMPANY 


ENTRANCE FITTINGS © CONDUIT BODIES + FLUSH SWITCH FITTINGS + EXPLOSION.PROOF Fi 
Vandeventer and 


Atlanta 69 Mills Street, N. W. Dallas 
SALES OFFICES and Boston 156 Purchase St Denver 


WAREHOUSE STOCKS Buffalo 18 Quay St. Detroit 
Chicago 1528 West Adams St. Los Angele 


SALES OFFICES Baltimore 11 W. 25th St. Columbus, 
Cincinnati 49 Central Ave. Kansas 








Wholesale Price Index for 62 Electrical Products 





Product (1947-49-100) June 1953 May 1953 June 1952 


Copper Wire, bare. Unit: pound : 140.7 140.7 107.3 
Building Wire, type R. Unit: M feet 136.4 133.6 119.3 
Non-metallic Sheathed Cable. Unit: M feet 125.9 122.8 109.6 
Varnished Cambric Cable. Unit: M feet 147.0 147.0 137.1 
Flexible Cord, type SJ. Unit: M feet 131.8 131.8 128.3 


Lighting Panelboard, fuse type. Unit: each 111.8 111.8 119.6 
Lighting Panelboard, circuit breaker type. Unit: each 118.4 118.4 117.6 
Safety Switch, 2 pole, type A, 250 volts. Unit: each seine 132.9 132.9 132.7 
Safety Switch, 3 pole, type C, 575 volts. Unit: each 133.0 133.0 131.4 
Air circuit breaker 250 volts. Unit: each 142.2 133.6 129.3 
Power Panel, fuse type, 250 volts. Unit each 139.8 139.8 140.0 
Power Panel, circuit breaker type. Unit each 122.3 122.3 123.6 
Motor Control, a.c. 25-30 hp., 400-440 volts, combination starting switch. Unit: each 133.1 133.1 133.8 
Motor Control, a.c., 25-30 hp., 220 volts. Unit: each 131.4 131.4 131.4 
Motor Control, a.c., 50 hp., 440 volts. Unit: each 126.9 126.9 126.9 
Motor Control, a.c., 75 hp., 440 volts. Unit: each 131.8 131.8 131.8 
Motor Control, d.c., 10 hp., 230 volts. Unit: each 138.5 138.5 138.5 
Renewable Cartridge Fuse, 250 volts. Unit: each 110.4 110.4 110.4 
Non-renewable Cartridge Fuse, 600 volts. Unit: each 115.6 115.6 115.6 
Plug Fuse, 125 volts, non-renewable. Unit: each 101.1 101.1 105.8 


Motor, d.c., 1/6 hp., 115 volts. Unit: each 141.4 137.3 136.3 
Motor, a.c., '/4 hp., 110-115 volts. Unit: each . 111.8 109.3 114.1 
Motor, a.c., '/2 hp., 220-440 volts. Unit: each 121.1 117.0 117.0 
Motor, a.c., polyphase, induction, 3 hp. open sleeve bearing. Unit: each 122.7 122.7 112.1 
Motor, a.c., polyphase, induction, 3 hp., ball bearing. Unit: each 129.6 129.6 126.5 
Motor, a.c., polyphase induction, 10 hp., open sleeve bearing. Unit: each 129.1 129.1 123.2 
Motor, a.c., polyphase, induction, 10 hp., ball bearing. Unit: each 135.0 129.9 126.1 
Motor d.c., 5 hp. Unit: each 140.1 140.1 


Fan, under 12 inches. Unit: each . 108.7 108.7 
Fan, propeller type, 24-30 in. wheel diameter, direct connected. Unit: each 135.0 135.0 


Drill, production line, '/4 in. Unit: each 112.0 112.0 
Drill, production line, '/2 in. Unit: each 107.0 107.0 
Saw, production line, 6-8 in. Unit: each . 103.7 103.7 
Pliers, 6-in., long nose. Unit: each : 156.3 156.3 


Lamp, 60 watt, 110, 115, 126 or 125 volts. Inside frosted. Unit: each 136.9 136.9 


Distribution Transformer, 15 kva. Unit: each 130.5 123.7 
Distribution Transformer, 45-50 kva. Unit: each 125.5 119.2 
Dry Type Transformer, 15 kva. Unit: each 122.8 122.8 


Dry Cell Battery, flashlight, type D. Unit: each 124.4 124.4 
Dry Cell Battery, portable radio "B" pack, 67!/2 volts. Unit: each 104.4 104.4 
Dry Cell Battery, general purpose, No. 6 type, |'/2 volts. Unit: each 140.1 124.9 


Voltmeter, portable type, 3!/2-6!/2 inches, 0-300 volts. Unit: each 142.5 142.5 
Ammeter, portable type, 4-6'/2 inches. Unit: each 133.6 133.6 
Watt-meter, for instrument transformer, 110-150 volts. Unit: each 126.9 126.9 


Toaster, automatic, “pop up.” Unit: each 103.2 103.2 
lron, under 4 pounds. Unit: each .. 102.7 102.7 


Cooking Range, standard size. Unit: each 100.7 100.7 
Washing Machine, non-automatic, wringer type. Unit: each 107.0 107.0 
Washing Machine, automatic. Unit: each 105.4 105.4 
lroner, table model. Unit: each 118.7 118.7 
lroner, portable model. Unit: each 100.5 100.5 
Vacuum Cleaner, upright. Unit: each 107.1 107.1 
Vacuum Cleaner, tank. Unit: each 111.8 111.8 
Refrigerator, capacity 7.4-9.4 cubic feet and over. Unit: each , 105.2 105.2 
Home Freezer Chest, 8-12.4 cubic feet. Unit: each 109.7 109.7 
Water Heater, 52 gallon storage tank, 230 volt a.c. Unit: each : 112.2 112.2 


Radio, table model. Unit: each 95.0 95.0 
Radio, console model, radio-phonograph combination. Unit: each é 96.5 94.6 
Radio, portable model. Unit: each 95.0 95.0 
Television, table model. Unit: each 75.1 75.2 
Television, console model. Unit: each 74.7 74.6 
Radio-television-phonograph combination. Unit: each 75.7 75.7 


Source: Bureau of Labor Statistics 
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Durasheath: 


In heavily industrialized areas, util- 
ities can cut their installation and 
maintenance costs with light, tough 
This exible, 


handled cable may be run buried 


DURASHEATH" easily 
in the earth, in ducts or overhead 
(or in any combination) without 
needless thine-consuming jointing 
Its light weight and flexibility make 
duct) pulling fast even in zero 
weather. Aerial assemblies go faster 
linemen like to work with it. And 


\\ 


ae 


sd 


you need stock only one cable type. 


As one of several types of ANACONDA 
power cables, DURASHEATH is avail- 


able in all sizes, single or multi- 
conductor, copper or aluminum, 
from 600 to 15,000 volts. It is thor- 
oughly dependable for industrial 
plants, railroads, series or multiple 
street lighting, traffic control, and 
lighting, 


airport’ residential _ pri- 


maries and secondaries, as well as 


oe aN aw \\ AW \ 


——— 
a 


NEOPRENE-JACKETED CABLE 





cn 





all-purpose power cable 


USE cable 
for underground service entrance. 
Anaconda Wire & Cable Company, 


for such uses as Type 


25 Broadway, New York 4, N. Y. 


ANACONDA 


Primary and secondary distribution cables 
machine tool, control and com- 
munication wire portable cords and 
cables + bus-drop cabl * apparatus 
aluminum copperweld 


© buildin: 


cables « pper 


mductors « wire and cable accessories 














TIMES an 


The Salesman’s Break-Even Point 

The only thing standing between red ink and a profit 
able operation for most wholesale distributors today is 
high volume. That declaration certainly isn't startling 
news to anyone engaged in a wholesaling business at 
the present time. Nor is it news that the foremost busi 
ness problem among electrical wholesalers today is a fight 
tO Maintain profits 

The matter of determining and pegging the break- 
even point is the responsibility of the management in a 
distributor's operation. But there are two other groups 
who must take an active interest in the problem and 
contribute toward a solution: the manufacturers and the 
wholesaler salesmen 


The manufacturers who depend on distributors for the 


efficient transfer of their products to market should have 
a major interest in the wholesaler’s profit problem—for 
their own benefit 

Recently in New York a group of manufacturers, and 
wholesalers representing the drug, food and paper in 
dustries held a panel discussion on this very problem 
The panel suggested that some increase in gross profit 
margins together with greater emphasis on higher-priced 
merchandise to raise per-unit sales receipts were neces 
sary in order to overcome declining profits in the whole 
sale and retail fields 

Another group who must assume part of the task of 
widening the gap between profit and loss are the whole 
saler salesmen 

It would not be illogical for the salesman to view 
his company’s break-even point as consisting of many 
smaller break-even points. He, the individual salesman 
controls these smaller break-even points. Every product 
every customer, every account has a break-even point 


and it is the salesman’s job to recognize them and pace 
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TRENDS 


his sales effort to them. Every salesman should know 
now what sections of his territory, which lines, which 
products and which customers are uneconomical to 
handle 

A word of caution is necessary here. The salesman’s 
break-even point is simply the minimum volume that 
must be maintained in order to show a profit. It is 
assumed that this volume is based on standard prices 
Cutting prices can never be a successful method of 
extending the break-even point 

Here again, the manufacturer and wholesaler salesmen 
can contribute valuable assistance to the distributor man 
agement wrestling with a profits problem. There is only 
one way to overcome price resistance—sell quality. If a 
customer is really sold on the value represented in the 
goods offered, price becomes a secondary consideration 
If enough drama and enthusiasm is put into a genuine 
sales build-up of product value, the price will shrink 
in the prospect's mind as the benefits grow larger 

We cannot emphasize too strongly the importance of 
the above factors in solving the wholesaler’s profit prob 
lem. Since 1939 sales of electrical wholesalers have 
increased more than 7 times. During the same period 
however, taxes have gone up 14! times. There is a 
limit on reducing operating costs. In order to provids 
the service demanded by both customer and supplier, the 
wholesaler cannot reduce his warehousing, labor and 
transportation costs very much 

Increasing his sales volume is a solution only so long 
as the added sales represent profit 

The fight to maintain a profitable operation is requir 
ing all of the ingenuity and business acumen that the 
wholesaler can command. His own salesmen and the 
suppliers whose lines he handles can help reverse th 


dangerous trend toward a profitless prosperity 


Baers Meegon 


EDITOR 
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EXPERIENCE 





Leader, executive, diplo- 


and 
friend — that's Tristate's 


mat, fellow worker 


Sales Manager Alvey M. 
Reeder (right). His qualifi- 


cations and performance 
of duties offer an excellent 


answer to the question... 


What Makes a Top Sales Manager? 


COMPETENT sales manager can't 
be just a man in charge of a sales 
department or a head salesman, 

says Alvey M. Reeder, sales manager 
of Tristate Electrical Supply Co., Inc., 
Baltimore, Md. 

“In a manner of speaking,” he con- 
tinues, “he’s got to be ‘all things to a 
whole lot of people’. As a company 
executive—a part of management—he 
must help to form policy as well as 
interpret and enforce it. Then, too, 
he’s the link berween management and 
the sales force, and he doesn’t really 
belong to one or the other. To man- 
agement he is an executive and a lead- 
er. To the sales staff he is a friend, 
an adviser and a fellow-worker 

“To the inside staff he must be 
something of a diplomat. He can’t be 
the ‘moody’ type and still expect top 
internal efficiency to back up the out- 
side sales force.” 

The sales manager's most important 
responsibility is, of course, the com- 
plete supervision of sales department 
personnel and everything relative to 


By George D. Farley 


their operations. “That takes in a lot 
of territory,” says Reeder, smiling. He 
ought to know. Tristate has a staff of 
16 outside salesmen alone, and they 


cover Maryland, Delaware, Virginia 
and parts of Pennsylvania. They op 
erate out of three branch offices and 
two distribution points 
e Embryo  Tristater 
Tristate as an 


—Keeder first 


came to on-the-job 
trainee from a vocational high school 
im Hagerstown, Md. Majoring in elec- 
tricity, he began work and training in 
the warehouse of Tristate’s main house 
There he became thoroughly schooled 
in electrical lines and later was moved 
up to the counter 

Showing a definite aptitude for sales, 
Reeder 
salesman in the surrounding Hagers 
town territory. At that time, there 
were only six salesmen on the entire 
staff and a large territory 
“put you pretty much on your own 
that he formed 


was soon made an outside 


covering 


It was then some 


habits that aid him in his present job 


“When I came to a new town,” he 


remembers, “I used to look at it as 
a big sale. I made mental notes on in 
dustries, commercial establishments, 
sales possibilities, and later I wrote 
them down along with the names of 
purchasing agents, buyers, company 
officers, types of operation and so on 


He still 


constant fingertip knowledge of the 


uses this method today for 
market and Tristate’s customers 

"I loved selling from the start,” he 
recalls . and I was usually ready 
for any problem. But occasionally I'd 
run into something big and I'd need 


Well, we didn’t 


manager at the time 


have a sales 
frankly, | 
Stott 
( Tristate’s president, Robert A. Stott ) 
he'd 


come over and help you to crack a 


help 
and 
didn’t know what one was. Mr 
was out on the road, too and 
tough account, organize work and aid 
in bringing you over the hump. Later 
I began to realize that any salesman 
needs help sometime from someone a 
little more mature and with more ex 
perience—someone who could remedy 


his faults by helping him to see them 


ES To See a Top Sales Manager in Action, Turn Page io camesanemaly 
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DECIDING POLICY: Conferences with Sales Supervisor Wal CONDUCTING MEETINGS: Stressing teamwork, Reeder ex 


tersdorf and Purchasing Agent McCalley help shape policie plains latest campaign ar nte me of sales staff 


EXPEDITING: Making certain that a very important will-cal STUDYING TRADE: Reading magazine market 


rder is ready, Reeder ribs shipping clerk about writing reports give Tristate ale imager accurate sales picture 


RECRUITING PERSONNEL: Sales Manager Reeder talks ov TRAINING NEW SALESMEN: McPartland gets informatior 


ales aptitude test results with J. P. McPartland about best routes as Reeder tells him about his new territory 


TROUBLE SHOOTING: Teaming up with new man in field ADVISING SALESMEN: Keeder Cl . McPartland customer 


Reeder checks tough purchasing agent's name before the call file and monthly sales re / rakes helpful suggestion 





What Makes a Top Sales Manager? (cont.) 


qemu Reeder sees these as sales manager's basic functions 


and offering guiding advice. Since | 


became sales manager I've tried to 
perform my duties with that idea in 
the back of my mind. It’s made my job 
a lot easier and given me more direc 
tion.” 

e Lead—Don’t Drive—Reeder never 
believed his position called for a boss 


” he 


ways to 


A leader, yes; but not a boss 


emphasizes.” There are two 


get men to do something. One is to 


storm to rant and rave. Youll 


get the job done, but not very fast ot 


very well. The other is to show how and 
done, oftet 


You 


you re 


why it must be guidance 


and pitch in yourself can't get 
salesmen to sell if constantly 
fighting with them 

make it a 


That's why I point to 


thoroughly discuss any touchy sub 


jects with a salesman. I won't let a 
man get up and leave my desk unless 
talked out 
and reached some understanding 

But 


highly individualistic salesmen 


we've a dispute together 


bosses don't get results from 

Reeder’s close cooperation with th 
salesmen takes him on frequent field 
One of the 


when he 


trips first things he did 


became sales manager Was 


to travel with each Tristate salesman 


through his territory. He wanted t 


become familiar with each situation 


each problem Using his note-taking 
system of earlier days, he soon pained 


an up to-date picture of the market 
and his staft 
e Fact-Finder—H«¢ 


large part of his time in the 


still spends 


field be 


cause, a sales manager can find 


out more about a salesman’s problems 


and methods in one day than he 


can 


from a hundred call reports. If you 


know what the territory man 


and how he handles t. ve 
him over the rough spots 
"You 


swivel 


can't get those facts trom 


chair, and another thing 
salesmen listen a lot easier when they 
know you're out with them and really 
understand what they're up against 
Reeder's friendly, cooperative at 
titude is evident wherever he carries 
out his functions. He recruits and em 
ploys salesmen and sales trainees, using 
his own judgment backed by the find 
ings of recognized aptitude tests. He 
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also personally supervises the train 
ing program. This plan is a two-year 
course designed to give a prospective 
salesman enough basic knowledge and 
experience to handle a territory almost 
on his own 


The 


warehouse for eight months in re 


trainee usually works in the 
ceiving and shipping. He is taught to 
fill orders and learns products and 
company routine and procedure. For 
the next eight months, he works in the 
office, giving quotations and editing 
orders. For the last eight months, he 
IS at the countel 

Reeder makes certain 
that the man gets straight answers to 
all his 


mec Tings 


All this time 


attends all sales 
Reeder 


ind occastonally Roes Out with a sales 


que stions 
(which conducts 


man in the near territory for first 
hand knowledge of the goal he’s train 
Ing for 

e Personal Help—When the man is 
ready, Reeder goes out with him to 
help get him started in establishing 
Because he has sold 


Reeder 


most of the accounts personally ind 


his own territory 


in all the territories, knows 


his helpful tips give new salesmen ex 


tra confidence. He tries to provide new 


men with all available aid previous 


ill reports, previous monthly sale 


volume, Cumulative sales volumes tor 


everal years and any other pertinent 


ntormation. This treatment 1s usually 


ppreciated by experienced as well as 
salesmen 


new Reeder says 


Concerning there 1s one that 


Reeder 


men 


tips 
frequently repeats to all his 
Don't talk to 


igents, plant electricians of 


purchasins 


supe rs 


buyers about the weather or sport 


The reason. for two years Reeder 


Iristates general purchasing 


id after tstening to 20 or 
manufacturers representatives 
the weather or baseball, | 

man wht 


strangle the next 


Hot 
eder’s purchasing know-how also 


agent H. O 


new 


enough tor you? 


aids Trist it¢ 
McCalley in 


and 


purchasing 
selecting products 


turning over slow-moving, close 
out and obsolete 


Reeder 


ym the 


items 


encourages salesmen to be 


] ] 1 
lookout for new items mn 


field. He 


ventions 


attends trade shows, con 


and reads trade magazines 
to keep in touch with new products 
sales techniques, training methods and 
wholesaling industry news 

aide to Reeder Is 


W altersdort 


detail 


An important 
Sales Supervisor J. M 


who assists with much of the 


work and acts as a liaison between the 
salesmen and the sales manager. He 
Monthly Call Re 


other 


also prepares the 
sales 


Reeder 


WW ith Cae h sales 


port Recapitulation” and 


man activity reports, which 


talks 


man. If, for example 


uses in private 
the report shows 
that a man isn't using sales tools such 
as “will call” post cards or promotional 
material, Reeder can explain the ad 
vantages he’s missing by this neglect 
e Contests and Cooperation—Sales 
contests and sales campaigns play a 
big part in Tristate’s smooth operation 


Reeder 


consisting of one 


and supervises them. Teams 


outside and several 


inside men are entered in a baseball 


contest. It is usually based on Of ler 


volume during the 
When onc 
And Reeder 


t¢ imwork 


sizes ofr increase 


month man wins, the team 


wins finds that there 


more evident throughout 
result ot the 


work 


the organization as 


He constantly stresses 


1y-S Ree ilert ho 


/ 


changes in conditions » the uses ot 


materials by industries, in regulations 


ind in modifications. He constantly 


on his toc making 


checking 
ibreast ot 


ncow“ contracts 


with old ones, keeping 
market trend compre 
of th 


hensively as ssibl or om 


reas most ron ndependet 
vhole saler 

Ree deere 
coming 
man wit t! turn t the buye 
market days 
practi Sale 
rritories the ay 
to build 
up the smaller accounts by up-selling 
Many are to do ind 
they re 


A good sale 


hely read 


men cant 

they used they re trying 
finding that hard 
looking for hel; 
manager will have that 


That's what he there for 





A Typical Baitinger Selling-with-Sample Session 





Notice the locking arrangement on this switch. It means the switch 
cannot be opened except by someone authorized to do so. Go 
ahead, try to open it. It won’t break. 


His Basic Policy: 
Sell with Samples 


Henry J. Baitinger, president-treasurer of Baitinger Elec- 
tric Co., Inc., New York City, is a great believer in 
selling with samples. He's been doing it for 45 years, 
and it's been an enforced policy within his firm for 
30 years. The reasons: sample selling creates new 
business, instills confidence, keeps old accounts happy 


56 


Look at that ample wiring space. In this 
switch, wiring will be easier and the 
wires won't be jammed or crowded. 


ELLING by showing, a proven 
. practice that may have slipped 

somewhat during the recently em- 
balmed sellers’ market, shows signs of 
revival in a great many electrical dis- 
tributing houses across the country. To 
those in the industry who are realign- 
ing sales strategy and mending worn- 
out avenues of trade in an effort to 
strengthen their positions market-wise, 
the disinterment of sample selling may 
be the key that can not only open up 
new accounts, but protect those old 
customers from the clutches of com- 
petitors as well 

Some are naturally finding it difh- 
cult getting back into the groove after 
so many lush years in which selling by 
showing has been literally stored right 
along with those other obsolete items 
gathering dust on the back shelves of 
distributors’ warehouses. Now the time 
has come for a general housecleaning 
And instead of being dumped, the 
near-forgotten item of sample selling, 
like a discarded fashion that has sud- 
denly come into vogue again, is being 
prettied up, given a few modern alter- 
ations and returned into action 
e Not the Rule—This housecleaning 
activity is not the exception that 
proves the rule in the majority of 
those firms that have always kept the 
sample case fashionable — in good 
times and in bad. These are the com- 
panies that have never abandoned the 
process of sample selling to the level 
of a lip-service function. 

Such a firm is the Baitinger Elec- 
tric Co., Inc., of New York City. There 
the policy governing sample selling as 
an integral part of the sales organiza- 
tion has never wavered—irrespective 
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Those are the combination knockouts. 
They can take up to one-inch conduit 
without reaming or cutting holes. 


of changing economic conditions - 
since the company’s founding 30 years 
ago. 

Henry Baitinger, president-treasurer 
of Baitinger Electric Co.,.is responsible 
for inaugurating this policy. His is the 
guiding hand behind a continuous, un- 


interrupted succession of concentrated 


sample-carrying drives emanating from 
the company’s sales offices in down- 
town New York 


timate experience and association with 


Drawing on his in- 


the electrical distributing industry 
an association that goes back to 1908 

Baitinger has tried to impress upon 
his salesmen the importance of carry 
ing samples with them whenever they 
call on old or new accounts. As proof 
of its success, Baitinger has only to 
“pull out the record” of his own per- 
sonal experience with samples some 
45 years ago 
e From Tyro to Top Man—That 
was the time when Baitinger, as a tyro 
salesman for the old New York firm 
of Stanley and Patterson, raised him- 
self in three year’s time to the position 
of top salesman in the company. What 
was the secret to his success? Accord- 
ing to Baitinger, it was only one thing 
His persistence in carrying with him 
and displaying on all his calls a vast 
number of samples to back up his in- 
formal sales presentations 

Carrying through on this sample 
theme after he left Stanley and Patter- 
son in 1923 to form the Baitinger 
Electric Co., Henry Baitinger insti- 
tuted what can be considered a per- 
fected sales policy with respect to sam- 
ple selling—a policy, by the way, that 
is still in force today. Then as now it 
underlined the salesman’s position in 
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Those are the reinforced terminals to 
eliminate arcing and loose contact be- 
tween the fuse and clip. 


this important phase of selling—that 
of carrying samples at all times and 
displaying them until all his customers 
have been thoroughly covered. With 
some of the salesmen, this routine may 
take between one and three weeks, the 
period of time being governed by the 
character and expanse of the territory 
As a rule, the salesman is given 
permission to carry a sample which he 
thinks will suit the customer on whom 
he calls. When a salesman runs out of 
ideas, or is undecided on what sample 
to carry, the company will make sug 
gestions and recommend a product to 
be used. 
e Instructional Meetings—The sam- 
ple-carrying system and the recom- 
mendations are usually defined at 
weekly sales meetings during which 
one specific product is brought to the 
attention of the 12 outside salesmen 
Either Baitinger or a manufacturer's 
representative, or both, conduct the 
meetings. At each meeting, the con- 
application and __ selling 
points of the product under discussion 


struction, 


are stressed 

At the close of each meeting, fol- 
lowing a question-and-answer period, 
the salesmen are asked to carry samples 
of that product out to their customers 
and to educate them much in the same 
way as they were taught at the meet- 
ing. That week (or however long it 
may take) is then tagged as motor 
control week, switch week, or wiring 
device week, depending upon what 
product the current drive is trying to 
push. As soon as that particular prod- 
uct has received its share of attention 
(the drive lasts until all accounts are 


covered), the salesmen move on to 


Here's another safety device on this 
switch. Try to push the tripping device 
with the door open. it can't be done. 


another supply or appliance item 
sample selling has 
Bait 


answer, ac 


The reason why 


received so much attention at 
inger Electric 
cording to Baitinger. The simple fact 
additional 
Bait 


inger, the man who believes strongly 


IS casy to 


is that it creates business 
business and new business. To 
that a salesman should never be caught 
in the territory without a sample to 
show his customers, a thorough job of 
sample selling by the salesman does 
this 

How 


salesmen have reached the stage where 


e It instills initiative many 
they have become nothing more than 
writers—of the pen and pad variety; 
lax to such a point that they are con 
tent only to fill orders and not make 
just like any 

they like to 
see salesmen calling on them, take an 
the 


them? Customers are 


other people in business 
interest in affairs of their busi 
nesses and suggest products that will 
help them in their operations. When 
they see salesmen offering nothing but 
a curt, “Well, what'll it be today?” 
they begin to wonder if this “is the 
best we can do.” Carrying samples on 
every trip will not only answer that 
need for service over and above the 
meager line of duty, but will also in 
still in the salesman the desire to 
learn more about the products he han 
dies and to find the quickest and most 
successful method of moving them 


e Ir Many 


times a certain 


creates business 


salesman 


new 
will use a 
product as a means to gain entree into 
accounts he has so far been unable to 
crack. The salesman who approaches 


the purchasing agent or the engineer 


(Continued on page 102) 











PRODUCT SPECIALIST 


John Moneymaker (right) reviews 


tentative 


wiring plans for new facilities with 


Ray Holland, purchasing department, Hasting’s Instrument Co. Moneymaker’s techni 


cal knowledge makes him popular visitor with industrials as 


They P 


30 PER CENT 


ume so far this year over last and 


increase in vol 


a sales increase every month over 
the previous month for the five years 
business—that’s the 


it has been in 


surprising record of the Centralite 
Supply Co, Newport News, Va., an 
electrical wholesaling firm with a 90 
per cent contractor trade 

The big reason for this distributor's 
success is a unique sales specialist set 
up. Spearheading the main drive for 
contractor business is a smooth-work 
ing team of service, product and engi 
neering-wise salesmen. J. Fred Christie, 
owner and sales manager, is the serv 
ice coordinator. He's charged with the 
company's share of support for the 
effort; with tuning the internal organ- 
ization for maximum efficiency, ac- 
curacy and speed in handling orders, 
stocking, delivery, billing, etc 
e Outside Experts—Taking full ad- 
of this home office support 


Bill 


vantage 


are the outside salesmen, Lucas 


58 


well as contractors 


ool Their 


and John Moneymaker. Lucas, man- 
ager of the electrical department, is 


His 


long experience in electrical work on 


the procuct application expert 
almost every type of contractirg job 
thoroughly equipped him for the 
position 

His team mate, sales representative 
John Moneymaker, is  Centralite’s 
technical expert on product knowledge 
His background, also extensive, in 
cluded posts with the Chesapeake and 
Ohio Railroad and Mid-State Electrical 
Supply Co., Inc., electrical wholesaling 
firm of Lynchburg, Va 

An unusual feature of Centralite's 
specialist system is that Christie, Lucas 
and Moneymaker can work well sepa- 
rately or together. But for a contractor 
a tough engineering problem, 
they team for a quick solution. If 
they run into a particularly knotty 
situation, they call in a manufacturer's 


with 


man in a hurry. “No account is too 


adds 


small for this kind of treatment, 


SERVICE COORDINATOR 


| Fred 


} 


Christie Centralite owner 
, 


and ale manager, is respon ible for 
Caliber coc 


maintaining high peratior 


Specialties 


Christie. “That's another reason for 
our gpuccess 

Centralite salesmen don't work on 
a Commission basis, and that adds to 
the cooperation, Christie declares. The 
men draw a straight salary and a 
share of the 


Each 


yearly bonus as their 


profits. There are no quotas 
month's sales mark is topped by the 
next month’s selling efforts. The unit 
of experts makes its own quota, and 
the company's Customers seem to ap 
preciate the teamwork 

e Surveyed Contractors—This team 
idea and many other Centralite opera 
tions and service policies were con 
ceived before the company was born 
Back in 1948, a three-man survey team 
roved the Peninsula area of Virginia, 
methodically the possible 


market for a potential electrical whole- 


measuring 
saling company contractors 
primarily. If you were there you might 
have seen Christie asking an electrical 


serving 


contractor questions and heard the 
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through entire Organization. Christie 
left) shows fitting to E. T. Thoma- 


on, City Electrician of Warwick, Va 


To Service-Sell Contractors 


contractor reply somewhat as follows 

“Yes, I'll be glad to tell you 
what I don’t like about the service I'm 
getting. For one thing, when I need 
something in a hurry I can't get it 


Either delivery is slow or office pro 


cedure holds my order up or I get 
some other excuse, but I don't get 
what I need. See those three electri 
cians sitting over there? Well, 


I've got to pay them even though their 


work is held up. I'm waiting for a 


lelivery right now 

Another thing—why don't elec 
irical suppliers have bread and butter 
Seems like every 


items on the shelf 


time I send a man in for, say, solder 


less lugs, they're all out of stock 
Besides, when I need engineering 
help 


Comments like this were heard and 
recorded on paper many times, and 
eventually, on the basis of an analysis 
of contractor likes and dislikes, Cen- 


tralite was formed. And the 


company 
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APPLICATION EXPERT 


Bill Lucas 
Moss 


(right) points out inside 






has kept its ears open to Contractor's 
recommendations ever since 

Vital—One mcthod of 
gathering and analyzing this informa 


e Confabs 


tion is the sales 


that Christie calls. They are not meet 


frequent meetings 
ings in the usual sense, however. In 
formality and free expression are the 
bywords. Christie finds that this en 
courages understanding and coopera 
I don't believe salesmen should 


tion 
be restricted,” he says. “They are out 
talking to the customer—I want to 


hear what's on thew minds. Even a 
gripe can be turned to better service 
somewhere in the organization.” 

The internal workings of Centralite 
play a vital part in the service and 
selling campaign. A few years after 
company was formed 


volume began to outstrip Capacity to 


the increasing 
process and handle orders quickly and 
accurately that a 
fitted operation couldn't remain static 


Knowing service 


Christie called in representatives of a 









details of a range rec 
Wide experience in electrical work 


makes Lucas the man contractors want to talk to f 





eptacle to contractor C. 
type ft < 


their 


n alr t every ntracting jot 


r help witt problem 


Ne Ww Yor k 
George S May Co 
They'‘analyzed his problems and th 


business engineering firm 


entire inside organization. They set uy 


definite office procedures and recom 


mended specific remedies: an inven 


tory control system ifomatic com 


puting and invoicing by machine as 
well as spelled-out methods for each 
individual job, et 


Once the plan was in action, invoi 


ing and delivery bottlenecks were 
broken, stock control made purchasing 
easier and provided quick answers 


about items to waiting customers. Be 
cause of these greater efhciencies in 
operation and service, the company’s 
net profit soon incre ised by 214 per 
cent 

Today, Centralite stands as an ex 


imple of how an electrical wholesal 


ing firm can better serve its Contractor 


trade by backing team sales with rean 
service that’s tailored to its customer 
wishes 








New System 


Speeds Up 


Invoice Mailing 


Faced by customer dissatisfaction 


with slowness in receiving invoices, 
Elgee Electric Co., Columbus, Ohio, 
decided to do something about it. 


Partners Sam Lubin and Jerome 


Gross revised their invoicing system, 


had new invoices tailored to their 


specifications. Now invoices go out 


the day after orders are delivered 


VER been told by your customers 
that your system is 
pretty poor, or that they don’t 
like to wait one or two weeks after 
the order is delivered to know what 


invoicing 


prices to charge their customers, or 
worse still, that if something isn’t done 
about your system, they'll shop around 
for another supplier? This happened 
to Elgee Electric Co., Columbus, Ohio, 
until something was done about it. 
The problem at Elgee was one that 
great many small or 
electrical distributors 
accounts number more 
than any other single customer group. 
These accounts—many of them large, 
efficient business operations—depend 
upon the distributor to furnish them 


contronts a 
medium-sized 
whose dealer 


promptly with accurate prices of each 
item they buy so that they in turn can 
move the delivered merchandise im- 
mediately to counters without fear of 


any pricing mixups 


60 


On his firm's new quadruple-form order book, 
lists the goods he i e 


the Elgee Electric Co., 


Cliff Y 


der, salesman for 


ng to Lou Rauch, part- 


owner of a large Columbus, Ohio, hardware store 


e The Big Question—Sixty per cent 
of Elgee’s customers hardware 
dealers. They that 
bolted on the old pricing setup. What 
they couldn't understand—and what 


are 


were the ones 


Elgee was trying to remedy—was this 
why, when an order was taken one day 
and shipped to their stores the next, 
they were forced to wait so long a 
time (because of the lack of price in- 
formation on 
merchandise on their counters. 


hand) to set up this 

When the order was shipped, the 
shipping clerk would insert the pack- 
ing slip noting what was delivered 
and what was on back order. When 
the customer received the order, he 
could check the salesman’s original or- 
der copy against the packing slip to 
see if all the merchandise ordered ar- 
rived intact. That was as far as he 
could go. 

He had no unit price to go on. If 
he wasn't familiar with the changing 


price patterns, he would then have to 
set the merchandise aside until such 
tirae as the invoice would arrive by 
mail. This may have taken anywhere 
from a week to two weeks depending 
staft 
was 


upon how busy the Elgee office 
was. This, the customer figured, 
too much of a delay in shelving—and 
selling—time 

e The Solution—Elgee partners Sam 
Lubin and Jerome Gross came up with 
the solution that so far has been sat- 
customer and 
their 
new 


isfactory to both dis- 


revised whole 


had 


forms tailored to their own specifica- 


tributor. They 


invoicing system, invoice 
tions, and did away with many of the 
old unnecessary steps in the handling 
and billing of an order 
First, they changed the salesman’s 
order book to conform as much as pos- 
sible with the company’s new invoice 
And the salesman 


making out 


sheets instead of 


one original and two 
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? Jerome Gross, Elgee Electric partner and office manager, 3 
as passed on to him by Yoder——for 
along with order, sends 


checks Rauch’s order 


accuracy. He writes in unit price of each item on the order 


Salesman Yoder’s original order copy is then passed on t¢ 
Ruth Henson, comptometer operator, who extend 


prices and totals up the entire order 


copies of each order (one for his rec- 
ords, one for the office file and one for 
the customer), he now makes it out 
in quadruplicate. The additional copy 
is used as the packing slip 

When an order is written by the 
salesman, a copy of it is turned over 
to the customer, and another copy is 
left in the order book. The original 
and another copy is then mailed or 
sent the office. When it 
ceived in the office, the office manager 
inspects the order form for accuracy- 
catalog number, quantity, credit, back 
orders. Then he unit-prices the order 
item by item. 

The priced order copies, with car 
bon inserted between them, are sent 
to the shipping department where the 
merchandise is packed. The shipper 
indicates on the order forms what has 
been shipped and what is on back or- 
the salesman’s 


into is fe- 


der. He inserts one of 


order book copies—on which is noted 
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the unit 


the unit price of each item—in with 
the merchandise in the packing case 
to serve as the packing slip. Then he 
sends the original order form back to 
the office manager for a re-check 

The salesman’s original order copy 
is next passed on to the extension 
clerk, and unit prices are extended and 
totaled. The completed copy is then 
given to the typist to be typed on the 
invoice 

The completed invoice is returned 
to the office manager to be checked 
for accuracy. The original invoice and 
duplicate copy, if necessary, are mailed 
Back orders are indicated on the sales 
man’s copy and filed alphabetically in 
the salesman’s folder according to cus 
tomer name. This back ordered mer- 
chandise is added to the next trip, or 
if it is needed urgently, is sent to the 
customer as soon as it is received by 
the distributor 

Since invoices are all numbered, the 


Ralph Thompson, shipping clerk 
copies in gathering items for 


5 After extensions 
manager Cross 


Final step is mailing 


uses salesman’s order book 
hipping. He sends a 
to office manager 


copy 


riginal back 


verified by ffice 


types the invoice 


been 
clerk 


ustomer 


and totals have 


Wanda 
of invoice to « 


Sutton 


Each 


details of the in 


filed numerically 


pt rtinent 


office Copy 1s 
night all 
voice are entered in daily journal and 


accounts receivable ledger from the 
othce COpy 

e Speedier Service—The new oper 
ation, streamlined to fit Elgee's special 
needs, can be performed much more 
quickly than under the company’s old 
Invoices are usually 


invoicing system 


mailed out the next day after the or 
ders are delivered. With adequate of 
fice help, the job can be performed the 
very same day 

To the average Elgee customer, the 
new system means that on the very 
same day an order is received from the 
distributor's warehouse, he can tell at 


the unit price of each item 
The delay ot 
‘ 


oracr ind 


ad glance 


ordered a week between 


checked 


and the customer can begin his own 


Invoice has been 


pricing and shelving—and selling 


/ 


the minute the order reaches his store 
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Pominton ELEC 


ONALLY KNC 1 
«DISTRIBUTORS OF NATI 
Cn SUPPLIES & APPARAT 


WHO 


f A fo, 
1G, 
a 


LAMP DIVISION 


lid 


WITH special truck and service-merchandising talents of Bill Des Jardin, Dominion Electric is . . . 


Getting the Most 
Out of the Lamp Market 


Dominion Electric Supply Co., Inc., of Arlington, Va., sells 
and completely services dealer lamp accounts with a one-man-one truck 
operation that's smooth, profitable, and popular with customers 





























HE PROVIDES THESE SERVICES 





Checking customer's stock .. . Dusting . . Replenishing lamps . 
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HE COVERS THESE DEALERS == 





PAINT+ GLASS aie 
j - hi 
; 


Supermarkets . 


Groceries 

















= iar 


Pricing lamps . . . Maintaining storage stock . Selling related items 








oe Story Continues on Following Page 
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Story Starts on Page 62 


Over 200 Accounts: 20 Minutes to a Call 


1E young man stepped from the 
gray truck and strode briskly to- 
ward the supermarket entrance. In 
hand he held a feather duster 
In the other was what resembled a 
carpenter's tool box, containing two 
dozen sticks with rubber- 
stamped ends, a bottle of indelible 
ink and a pad 


one 


wooden 


Entering the huge store, he made 
directly for two large gondola type 
lamp displays, each at the end of a 
row of brand-name canned foods and 
household items. Striding down the 
aisle, he waved to the busy store man- 
ager who smiled a welcome in return 
The young man quickly checked the 
lamp short 
stocks and writing up corresponding 
quantities on a large order pad. 
Feather duster in hand, he began to 
clean the displays, neatly rearranging 
the lamp sleeves and cartons as he 
dusted. 

This done, he went back out to his 
truck and quickly selected several lamp 
carton boxes. He took these back into 
the supermarket, opened them, and 
began stamping prices on each lamp 
before putting it into the rack. The 
empty spots in the lamp displays were 
quickly filled, and the two gondolas 
were ready another busy weekend as- 


merchandisers, noting 


sault by impulse-buying consumers. 
On his way out, the young man gave 
the order pad to the busy manager who 
signed it. Then he went out, got into 
his truck and started out for another 
account—a hardware store. The elapsed 
time: 20 minutes. 

e Daily Occurrence—This was just 
one of 15 calls made that day by Bill 
Des Jardin, lamp merchandising spec- 
ialist at Dominion Electric Supply Co., 
Inc., of Arlington, Va. He services 
over 200 accounts from his special 
truck, covering all of Arlington Coun- 
ty, much of the District of Columbia 
and as far away as Kensington, Mary- 
land, which is 20 miles distant. 

These accounts include all manner 
and sizes of lamp dealers: supermark- 
ets, hardware stores, groceries, drug 
and 5¢ 10c stores. For 
large accounts, he maintains 


stores and 


some 
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back-of-store stocks in addition to dust- 
ing, display, pricing and promotion 
services. 

Des Jardin’s lamp line is as com- 
plete as he can make it. For his vari- 
ous types of customers, he carries al- 
most every kind of lamp from the 
largest specialty or flood-light down to 
the small appliance and flash lamps, 
plug in items, extension cords and 
related merchandise. 

Incidentally, selling items like ap- 
pliance lamps gives Des Jardin many 
selling points for adding new accounts. 
For example, the drug store pictured 
on the preceding page has a hardware 
store next to it. Des Jardin didn’t 
service it, but he was after the account. 
Putting his feather duster and price- 
stamp box in the truck he walked into 
the store. He smiled, said hello to the 
owner and glanced at a waffle iron on 
the counter. 

“How does this work?” he asked. 

“You turn it on and this light goes 
on.” He pointed to an off-on indicator 
light. 

“Well, why doesn’t it go on?” in- 
terrupted Des Jardin. 

. 40 think the bulb is 
burned out,” the embarrassed dealer 
replied 

“Don't you have another good one?” 

“No. I don't carry a stock.” 

“You know, Mr.— , you could 
do a much better selling job with a 
waffle iron that could be demonstrated 
as it really works. By the way, don’t 
you ever have customers come in for 
replacement bulbs for their appli- 
ances? 

“Sure, but what can I do? 
carry them.” 

“All right then,” said Des Jardin, 
smiling: I'll take a 50-100-150 watt 
three-way bulb.” 

“I'm sorry, fella,” the dealer said. 
“I'm afraid I dont carry them either.” 
e Pitch Begins—It was then that 
Des Jardin started his pitch. He told 
the dealer about the potential market 
for a store with a complete line of 
lamps and the rewards for carrying a 
comprehensive line. He stressed the 
service that he could and would pro- 


I don’t 


vide the dealer, emphasizing the fact 
that all he need do is sign an order 
each time Dominion’s lamp specialist 
called. He pointed out the attractive, 
eye-catching, self-selling displays that 
the dealer could have, the heavy pro- 
motion and consumer advertising 
done by the manufacturer. Most im- 
portant of all, Des Jardin explained 
the impulse-buying-fostered high profit 
per square foot which he would gain 
for stocking adequate lamp supplies 
and using these modern merchandising 
methods. The pitch was a revelation 
to the dealer, and salesman Des Jar- 
din made the sale 

This was only a sample of the crea- 

tive selling job done by this person- 
able salesman every day. On the job 
slightly over one year, he's always alert 
for new accounts and new angles for 
selling them. But he's also mindful of 
his responsibility to his established ac- 
counts, service-wise. The high stand- 
ard of service he maintains is all the 
more surprising when Dominion’s 
previous lamp selling set-up is con- 
sidered. 
e Old Way Loose—Before Des Jar 
din took over, the system called for 
three men. One was a regular sales- 
man who operated from a car. He 
visited accounts, sold and took orders 
that were then put through Cominion’s 
regular order processing procedure. 
The order was filled and packed by 
another man, and delivered by still 
another truck man. Involving the time 
and efforts of three men, the system 
was ungainly, unprofitable and un- 
popular with dealers. There wasn't 
that “personal service touch.” There 
were some delays in deliveries—in- 
voices had to be typed up, etc. The 
system wasn’t as tight as it should have 
been. 

Dominion’s President M. H. (Mick) 
Sharlin decided to try it with one man 
Des Jardin was the one. At the time, 
he told Sharlin that he'd do his best. 
If his customer’s comments today are 
any indication, he has done more than 
his best in a job that calls for that 
“personal touch” as many as 15 times 


a day. 
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A at BUNKUM Ay 


It Ta kes a wet hgh, Xara 


All 
Kinds... 


. . . of salesmen to make a THE CRY-BABY THE CHATTERBOX 


. . 

profession. But it's too bad 
Here's a sweet morsel of manhood. He Here is the man of whom it is said, 
° ” just ‘‘can’t take it."’ And when he lose ‘Many a sale is killed by the jawbone 
there aren t more profes an order, you can hear his cries at the of an as: When he gets a customer's 
° ‘ top of the mountain. A good salesman i: ear, he holds it—-and practically chews 
sionals—the service MenN— also a good sport. He can lose an order it off. He never gives the customer a 
and still face the customer with a smile chance to have his say. And even if the 
and a lot less pretenders The reason: he’s already set his sights customer manages to get a word in edge- 
on the next order. But not the cry-baby. wise, it serves only to ‘“‘remind’’ him of 
He greets the customer with wails and a something. As a result, he probably talks 
face as long as his legs. himself out of more sales than he makes 


THE ORDER-TAKER THE SERVICE MAN THE PRICE-CUTTER 


What is he—a man or a mouse? Actual- He's a real MAN, this salesman. Every The average price-cutter gets that way 
ly, he’s just a tourist, traveling through spark of his personality, every word of because he has neither the courage nor 
the territory on some other man’s mo- his sales talk flashes human interest. He the ability to sell good products at regu 
mentum. His usual shocker is, “Anything spends his time talking about “‘you,”’ not lar prices. Price-cutting is just a flimsy 
doing today?’’ He lacks aggressiveness; about “‘me’’; talking about cooperation crutch for the fellow who is too weak to 
he offers no suggestions; he shows no and resale helps, not about cut-price walk straight. It is a vicious circle that 
initiative; and he indicates no creative- deals and overstocking. And he doesn't in the end leaves everyone worse off than 
nes In plain English, he ‘hasn't got talk to his prospect as if he were addres they were before——himself, his company 
what it takes."’ What a tremendous loss ing a public meeting. He talks to him even his customers. And fine products 
to the Ladies Aid Society and works with him as a friend too, wind up tarnished by his tactics 
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THIS NEW REPAIR ORDER INVOICE is an appliance service station's answer to the problem of achieving . . . 


Better Control for Appliance Repairs 


LECTRICAI wholesalers whose 
customers are plagued by the pa 
in handling 


their 


per work involved 


might ease 


showing them 


appliance repairs 


burden somewhat by 


the “short form” above. This new re- 
pair order invoice has been adopted 
by Golden Rule Electric, Inc., of Cin 
cinnati. It performs all of the functions 
of three separate forms previously 
used by the firm, and provides addi 
tional information as well 

The new system was designed by 
Palmer, of Golden Rule 
Electric, and installed by Moore Busi 
The Moore 
Speediset provides a repair order in- 


check, 


card notice, an appliance tag, and a 


Raymond 


ness Forms five-part 


voice, customer's claim post 


label and packing slip 
Rule 


for a quarter of a century, 1s a factory 


Golden Electric, in business 


authorized service station and _ parts 
distributor for several leading appli- 
ance manutacturers. Repairs made by 


the firm involve orders from dealers, 


66 


direct from and repairs 
covered by manufacturers’ warranties 
e Lacked Control—With the firm's 


former system, when an appliance was 


customers, 


brought or sent in for repairs, a serv- 
ice card was written and attached to 
the appliance. When repairs were com- 
pleted, the service card was sent to the 
office where a four-part invoice was 
prepared. An individual post card was 
then made out and sent to the cus- 
tomer. This system lacked control and 
was uneconomical since too many form 
made. Good 
identification was not possible since 


writings were customer 
no claim check was issued 

With the new system, the five-part 
Moore Speediset provides all required 
records with one form writing. Part 
five is made of heavy tag paper and 
is perforated into four sections, one of 
which contains a metal eyelet. These 
sections are all prenumbered with the 
invoice number and become a claim 
check, appliance tag, service workcard 
and post card 


e How It Works—When an appli 
ance is received for repair, the Speedi- 
set is written out down as far as the 
boxed area used for recording “Quan 
tity, Part and 
Charges.” The Speediset is not sepa- 
rated but part five only is detached 
from the set to leave the top section 


No., Description, 


(post card) with the set. Parts one 
through four and the post card section 
of part five are sent to the office and 
placed in a numerical pending file 

five is dis 


The remainder of part 


tributed as follows: The identification 
card (the customer's claim check) is 
separated and given to the customer 
The appliance tag (with eyelet) and 
the service work card (the center sec 
tion) are attached unseparated to the 
appliance which is sent to the repair 
shop 
The 
used, describes the work done and lists 
the work 


repair man records the parts 


work 
card. When the job is completed, the 


104) 


time on the service 


(Continued on page 
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THE Nall CUTLER-HAMMER 
UNIT BREAKER 








rn ¢ 7 t\ 


~— [¢ Modern Low-Priced Circuit Protection 


It Simplifies the Contractor’s Job 
It Solves Distributor’s Problems 
It is Boosting the Profits of Both 


CUTLER-HAMMER 
UNIT BRI = 
= T BREAKER = turn PAGE FOR 


a — [02] — at MORE DETAILS ® 














THE NEW CUTLER-HAMMER UNIT BREAKER 
Spells Convenience for All 
and Sales for You 


* Convenience for 
the USER 


because restoring service is 
like snapping on a light-switch. 
No fuses to buy—no fuses to 
replace. 


* Convenience for 
the CONTRACTOR 


because it makes selection of 
equipment and installation 
fast and easy. 


The UNIT BREAKER is fundamentally 


Three Components * Convenience for 


the DISTRIBUTOR 
because now he carries min- 
imum stock for maximum needs 
and fills orders fast. 


A case 
1. with bus bar 


A few 


ai; ® circuit breakers | 
g A cover , 
3. (surface or flush) 


The UNIT BREAKER is fundamentally an ‘‘Assemble-it-yourself” Unit 


The contractor installs the case. He selects the proper capacity breakers. He pushes 
them into place, tightens terminal screws, puts on the cover. That is all. 











The UNIT BREAKER is the most convenient, 
easiest to install, fastest to complete 


With nothing in the case but the bus bar assembly, there's 
plenty of space for wiring. The individual circuit breakers just 
PUSH into place and each has but one straight-wire terminal. 


The UNIT BREAKER is the easiest to stock 


Only 6 case sizes accommodate any circuit combinations from 1 to 32 
circuits. With a minimum stock you can meet a wider range of appli- 
cations. No slow-moving, no “dead” items. No tied-up inventory. 
Also raintight and special types available. 





ral 








In addition to CUTLER-HAMMER QUALITY you get these plus features — at new low prices 


The Unit Breaker won’t construction arelightweight yet extremely rugged. 


No 


Ambient compensated. 


pre-trip in hot climates or atmospheres. 
tricks. No kicks. No trouble. 
Thermal-magnetic. It protects both ways against 
heavy overloads and short circuits. 


Compact and strong. Today, bulk no longer 
means strength. Materials used in Unit Breaker 


Quick make and break. For long, dependable 
contact life. 

Free Handilog. Send today for free copy Handi- 
log pocket catalog, selection charts and all in- 
formation. CUTLER-HAMMER, Inc., 1327 W. 
St. Paul Avenue, Milwaukee 1, Wisconsin. 


CUTLER-HAMMER 
= UNIT BREAKER = 





gegregess. 





wi 


By 


Loeb supplies salesman Davis and Loeb Unistrut salesman Heyl are part of a . 


Successful Sales Relay Team 


Take on a semi-electrical line and put it in the hands of a ca- 
pable salesman. Get this specialist and the regular supplies 
salesmen to spot leads for each other. Then watch the sales of 
all lines climb. That's the formula at Loeb Electric, Columbus 


HE problem of how best to meet 

if not to beat, the advances of its 

business rivals in the progressively 
competitive trading area around Co 
lumbus, Ohio, has been given a lor of 
thought these days by The Loeb Elec 
tric Co., Columbus distributors. A. | 
(Art) Loeb, Jr., president, thinks the 
company has come up with something 
that's at least a step in the right direc 
tion 

It's the formation of a new sem: 
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By Thomas F. Preston 


electrical department last February 
called The Loeb Electric Co 


Division 


Unistrut 
Unistrut, distributed exclu 
sively by Loeb Electric in the Colum 
bus area, is an adjustable, all-purpose 
metal framing system manufactured 
by Unistrut Products Co 


The 


Loeb division is the merchandising of 


primary function of the new 


these metal framing systems that have 
such numerous industrial, commercial 


and institutional applications from 


supporting power duct systems in the 
plant to hanging fluorescent lighting 


fixtures in the schoolroom. The sec 


ondary function of the division ts its 


position as a Clearing house for the 


exhaustive supply of ups and leads 
helpful to the electrical department 
e Quotas Reached So far, 


functions have met with a great deal 


b« th 


of success. Sales of Unistrut equipment 


have already exceeded the minimum 


quotas set by the manufacturer during 





Successful 
Sales Relay Team 


, 


WHILE PROMOTING UNISTRUT to R. W. Pirrung, chief engi- 
Columbus contractor, Fred Heyl 
does some fast promoting for electrical department cal 


Huffman-Wolfe Co.. 


neer of 
also 


the first five months since the new di- 
vision has been in operation. Loeb will 
that the 
taken on, he thought it would take 
months before 
workable 


admit when new line was 


any semblance of a 


setup could be produced 
Here in five month's time alone, the 
division is already a smooth-running, 
efficient operation well on the way to 
becoming a sizeable portion of his 
business 

Not only that, but it has definitely 
been instrumental in increasing in 
many instances the company’s sales of 
Although 


figures to date are hazy as to just what 


electrical supplies as well 


percentage of the electrical business 
has been generated by the effects of 
the new division, there is a consistent 
relationship between sales of Unistrut 
and sales of electrical products to ac- 
counts never before reached 

Most of the credit for this showing 
goes to a comparative youngster in 
the selling profession—an aggressive 
young man who came up through the 
ranks of the organization in two short 
years. He’s Fred Heyl, the division's 
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To Help Each Other Sell, 


a, 


supplies. 


combination sales manager, salesman, 
and sales engineer. Heyl és the Uni- 
strut division. He does the ordering, 
the stocking, the selling, the engineer- 
ing—all in consultation with Loeb. 

e Living with the Product—This 
is Heyl’s first selling job. He came up 
through the shipping room to the 
warehouse to stock records. It was 
from this last position that he jumped 
headlong into selling. To prepare him 
for outside sales work, Loeb had him 
live with the product for a month be- 
fore he ever took over the division's 
one-man Operation or went out into 
the field. 

He studied the product's design and 
characteristics, its applications and en- 
gineering standards, its selling features, 
its pricing. He talked with the manu- 
facturer’s representative and read every 
piece of promotional literature fur- 
nished by the factory. He charted his 
territory and prepared his sales pres- 
entations. He even went so far as to 
make up his own sample kit from 
which he could display to the customer 
the basic fittings used in the building 


SUPPLIES SALESMAN Jerry Davis takes over selling chores once 
it is established that Huffman-Wolfe is in the market for electri 
Neither 


salesman tries to sell other's product 


material, such as lock nuts, channels. 
His two years’ background as inside 
man at Loeb Electric gave him added 
weight in his new position since the 
complications of stocking, inventory 
and ordering were not new to him 
Too, his adeptness at recognizing most 
of the electrical products in the Loeb 
warehouse—and many of their ap- 
plications—showed he would not be 
at a loss in talking these products up 
to his prospects 
e Question Marks — His territory 
management to flush 
out leads for the electrical department, 
though, were the two most prominent 
question marks in Loeb’s mind. After 
all, this was his first taste of selling, 


and his ability 


and Loeb naturally conjured up all 
sorts of things that could go wrong 

This was quickly dispelled as Loeb 
came to learn of his newest salesman’'s 
methods. This is what he found out 

On calls to accounts that are serv- 
iced by the regular electrical supplies 
salesman, Heyl will compile as much 
information as he can from that sales- 
man on who to see, what to stress, and 


ELECTRICAL WHOLESALING—August, 1953 








Heyl and Davis Cooperate, Coordinate 


FREQUENT MEETINGS, Iike the 


to map Out strategy for the 


4 


has already exceeded the manufacturer 


how to go about selling this particular 
account. In the course of his sales pres 
entation to the prospect, he keeps his 
mind open to situations where, in the 
application of a Unistrut assembly, 
there may be an opportunity to also 
Take, 


for example, a case where a Unistrut 


sell an electrical “by-product 
assembly is used to support the steel 
beams along a power duct installation 
Heyl will tell the customer that his 
company is a distributor for a certain 
quality power duct line and he'd be 
only too glad to remind the electrical 
salesman that the Customer is contem 
plating such an installation. When the 
interview is over, Heyl jots down the 
details, or makes a mental note of the 
conversation, and reports it back to 
the electrical salesman that night 
Heyl, himself, will not attempt to 
do the selling. Not that he isn’t quali 
fied to do so, but the understanding in 
the company is that he will report any 
incident like the one mentioned above 
to the regular salesman. The salesman 
then follows this up by calling on the 
account aS Soon as possible to discuss 
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one above 
mutual benefit 


quota 


are held in President A. £ eb ftice 
f both 
during the first five month 


salesmen. New Unistrut div 


the anticipated installation. In the 


same manner, the electrical salesman 


will inform Heyl about any conversa 
tions with Customers concerning Uni 
strut products so that Heyl can do the 


This 


satisfactory to all concerned 


selling himszlf arrangement is 
even to 
the customer. It precludes any over 
lapping or costly mistakes in handling 
customers and gives each an opportu 
nity to work his own particular field 
e Passing up the P. A.—On calls to 
accounts that have never before been 
cracked by salesmen in the electrical 
department, Hey! talk up the 


company name and the electrical prod 


will 


ucts carried. On Unistrut applications 
Heyl is in an enviable position. He is 
usually admitted into the inner circle 
of most of the industrial communities 
he visits—past the purchasing agen 
because the nature of his product 
Its application naturally appe il 
engineers and maintenance men m 
so than purchasing agents or buyers 

These are the men 


every supply 


know 


men Heyl 


salesman would want to 


mately. These are the 


Sales Relay Results 


At a plumbing and heating contractor's 
shop in Waverly, Ohio, while trying 
to sell Unistrut for a storage rack in 
stallation, Heyl overheard a conversa 
tion about the company's plans for 
relighting the office and warehouse 
Heyl mentioned that he represented 
The Loeb Electric Co. and that his 
company is a distributor of the light 
ing fixtures specified. From that one 
incident came a large order for fix 
lamps and supplies. Strange to 
no Unistrut was sold to the 
contractor 


tures 
report 


At a plant in Yellow Springs, Ohio 
there was an application for Unistrut 
to support steel beams along a power 
duct installation with chain hoist 
Hey! promptly informed the electrical 
supplies salesman. He followed up the 
tip the next day and sold the account 
Loeb’s line of 
power duct equipment. Heyl sold his 
Unistrut tor that application 


a sizeable order of 


A Loeb salesman called on Norman 
Products in Columbus, Ohio. It came 
up in conversation that the company 
was thinking of installing storage 
racks that could be altered or rebuilt 
to suit the changing needs of the 
maintenance department. Told about 
it by the salesman that night, Heyl 
met with the engineer the very next 
day and sold him on his line 


n contact with every day in the week 
to work out the engineering details of 
each Unistrut installation. So that not 
only himself but his company will be 
promoted at these plants, Heyl makes 
sure to question these men about thei 
electrical problems and suggest a visit 
by an electrical salesman to help solve 
them 

If the plant already has a source of 
supply, Heyl will press the point that 


calle d 


distributor 


his company can be upon to 


items the prime 


supply 
may be temporarily out of. But on all 
regular 


Loeb 


company Cat 


calls to accounts that are not 


supply customers of 
Heyl leaves the 


ilog in the eng 


Wert s 


electrical 
Electric 


inecrs or maintenance 


office with the suggestion that 


salesman 


yet Linted 


il supply 
him 
effort and the 


division 1s pros 


concentra 


ion along with 
electrical reve 


Hey! 


ronal 


that in 





“Pitchman” Bill Buckner stresses this kind of emotional selling to dealers 





Too bad you couldn't open it like this. You 
all knew the numbers that spring the lock, but 
you didn’t know the right combination. 


This cashbox contains a $50 bill. The lock’s 
numbers are 3, 7 and 10. Whoever can open 
the box in five minutes keeps the bill. 


Don't tell your customer this toaster’s price— 
show her its beautiful style and how easy it is 
to clean. Make her want it! 


To sell appliances, you've got to know the 
right combination as well as the customer's 
number. Let me show you with this iron. 
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Sales Training with a Sizzle 


Tower-Binford Electric and Manufacturing Co., Richmond distributor, 
teaches sales personnel to reach the emotions for sure appliance sales 


NE of the 


tributors in the South has taken 


oldest electrical dis 

a progressive step toward getting 
dealer sales people hepped up about 
selling appliances. Tower-Binford Ele« 
Manufacturing Co., Rich 
mond, Va., has shaped a dealer person 


tric and 


nel training program based on Elmer 
Wheeler's Selling 


showing retail appliance sales 


idea of “Sizzle 
pers mn 
nel how to sell by appealing to cus 
tomer emotions with convincing, pro 
vocative, tested selling sentences rather 
than with ofttimes fruitless appeals 
to cold logic 

The program has directly resulted in 
increased sales, rapid movement of 
merchandise and a revitalized interest 
in appliance selling by dealer sales pes 
sonnel who are making more money 
for their new efforts 

Basically the program rests on a 
sales training film explaining Wheel 
ers five “Sizzle points 

e Sell the Sizzle not the steak 
( The 


appeals to the emotions. ) 


Sizzle is the magic word that 


e Don't write —telegraph! 
short, pointed selling sentences 
(Get the 


customer to participate in the 


e Say it with flowers! 
dem 
stration. Use showmanship 

e Don't ask #f ask which! 
(Which style do you prefer? Which 
day shall we deliver? ) 


e Watch bark! 


the customer away or 


( Don t 
talk ye 


scare 


urself 


your 


out of a sale ) 

Vice President and Sales Manager 
William Buckner, Jr, and Walter 
Smith, appliance sales manager, used 
the film, the Sizzle points and the 
emotional-selling idea to work out 
clever appliance sales presentation for 
their staffs 
After the film 


interest among the 


dealer-customers and 


Here's how it works 


stimulates selling 


viewers, Buckner steps up behind a 


table containing several appliances. In 


his hand is a small metal cash box 
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lock. The 
lock are 


better audience visibility 


scaled by a combination 


numbers on the face of the 
oversize for 
The pitch begins 

‘The film you've just seen stressed 
some very important points. Selling is 
a lot easier and more effective if you've 
got the customer's number—if you can 
touch the right emotional mainspring 
In this « ish 
The correct numbers 


7, and 10. Whoever 


box in five minutes 


that will open his mind 
box isasd 18) bill 
lock are 


open the 


on the 
can 
keeps the bill 

Five minutes later, Buckner reclaims 
the unopened box and as he quickly 
twirls the dial and opens it he Says 
Too bad no one could open it. Yi 
ll knew the 


combination 


numbers—but nor the 
And 
just like selling these appliances 

Buckner 


picks up a toaster and starts his train 


you know, that 


e Emotional Clinchers 


ing presentation. He points up the 


emotional style, beauty and conven 


ience features that will appeal to 
women as well as making the delicious 
toast that will convince their husbands 


Next he 


goes over its emotional selling features 


picks up a steam iron and 
presentation, Buckner 
refers to Wheeler's five 
He works them skill 


into each individual pitch for 


During the 

constantly 

Sizzle 
fully 


the specific appliance he holds in his 


points 


In this way he retains the film 


audience 


hands 
created attention and shapes 
it into a stimulated desire to do a bet 
ter job of selling the appliances that 
Tower-Binford supplies 


When the 


sales people seem surprised at appli 
peo} I PI 


presentation 1s finished 


ince sales potentialities. They evidence 
new enthusiasm for their jobs and ask 


Buckner many more detailed questions 


about the specific products demon 


invariably ask that th 


{¢ ivain 


strated. They 
presentation be ma and soon 
And yet 


pres¢ ntation 1s 


nothing in the film or the 


new, says Appliance 


Sales Manager Smith. “It's just tha 
this wonderful film has helped us to 
form a thought-provoking presenta 
tion of selling help that perhaps isn't 
available in one effective, digestible 
package. The emotional-selling princi 
ples are broad and general, but 
Wheeler 


an inspiring and tremendously inter 
We've simply 


has concentrated them into 
esting plan ef action 
tried to follow through on his ideas 
and adapted them to the precise prob 
lem of getting retail sales people to 
sell more appliances, and these items 
lend themselves particularly to emo 
tional-selling 

we have 


You see,” adds Buckner, 


a large appliance trade and many of 


the stores that we serve maintain 


good-sized sales staffs. Even though 
some had their own training programs 
our aid was requested to create new 
interest among appliance sales person 


nel. We tried to fit 


to the problem and from the reactions 


our prese ntation 


seem to have succeeded 
Results 


dealers and department stores 


so far, we 
© Fast Tower-Binford 
served 
ll report quicker appliance turnovers 
from Sizzle point, sales-conscious stafts 
eieht 
Rich 


iding department stores with 


since the presentations began 


months ago. Recently two of 


mond’s |e 
large appliance sales forces have asked 


the wholesaler’s permission to use the 


film and presentation in their own 


regular training programs 
well ac 


Company salesmen are 


quainted with the program and are 
primed to follow up on their regular 
calls with any further aids requested 
by dealers or their personnel 

We're 
rogram results so tar 


| 
retall 


extremely satisfied with the 


says Buckner 


Getting sales people interested 


a real selling job has always 


been a big headache. This method has 


ri 


viven us most of the answers and later 


we plan to use it on 
effort 


a larger scale. It 


worth the 





PLANNING and promotion pulled 1,500 guests to Gilson Supply Co.'s 


“Manufacturers’ Exhibit,” proving .. . 


it Shows Don't Just Happen 


HEN nearly 1,500 customers and 
prospects respond to a whole 
saler’s invitation to spend a few 
and new 


takes 


more than good lines, good facilities, 


hours viewing his lines 


facilities, that's a hit show! It 
and good weather 


takes 


good reputation 


to stimulate such a turnout. It 
real planning and promotion 

That behind 
cess of Gilson Supply 
facturers’ Exhibit This exhibit 
Gilson Supply's answer to the 


call to the 


the suc 
Manu 


Was 


is what was 


Co.s 


need 
for an 
attention 


“open house to 
of customers and prospects 


the opening of the concern’s new 


headquarters outside the congested 
Oakland, Calif., but 
the arterial highways connecting with 


Bay Market 


OVCT-SOnK ial open 


area of close to 


all sections of the East 
But, unlike che 
house, Gilson’s Manufacturers’ Exhibit 


achieved a constructive purpose in 


giving to the visitors a close-hand 


view of the distributor's major prod 
ucts, supplemented by the availability 
of the best professional advice from 


the manufacturers own specialists 


This was accomplished by inviting 
suppliers to participate 


taking 


each of the 


in Gilson’s promotion by 
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booth at nominal cost, outhttng the 
booth with displays, literature, and 
samples, and manning it with their 
own personnel. The response to this 
original idea of Gilson partners 
Charles W. Martin, William C. Fig- 
roid and B. Herb Dowd was beyond 
it was hopea to get 16 
end 


expectancy 
suppliers to cooperate; in the 
there 3 exhibitors of electrical 


products, plus others from the valve 


were 


and fittings field in which Gilson is 
also a jobber 

e Lane of Exhibits—Gilson person- 
nel constructed booths 6 feet deep 
by 10 


through 


feet wide on both sides of a 


driveway, which is one of 


the major features of the concern’s 


new headquarters. As guests passed 
ilong this lane lined with displays of 
most of Gilson’s electrical and valve 
excellent im- 


feature. Be 


line, they received an 


pression of the drive-in 
cause 90 per cent of the visitors were 
and 


executives, purchasing 


others who influence what and where 


agents 
their companies will buy electrical 
goods, but who never call on a whole- 
saling house personally, the trip em 
phasized what Gilson describes in a 


brochure as i specially designed 


through’ driveway that permits trucks 


to pull directly into the building 
ire served at any one of 


pick up 


where they 


four 


loading platforms 
f and con 


merchandise or supplies 


tinue on” out the other end of the 


building and on their 


Way 

The visitors who accepted Gilson’s 
invitation were greeted by girls from 
the Gilson staff at a registration desk 
wel 


were given a sheet 


exhibit and list 


where they 


coming them to the 
ing each of the booths and the names 


of the people manning the booths 


Then they moved through the lane of 


exhibits where the displays of elec 


trical equipment and valves were stag 


gered with the booths of Gilson’s 


electrical houseware suppliers, who 


added 


continuous demonstrations of the small 


variety and interest through 


appliances. From the exhibit area, 


where 
light refreshments were served. (The 
featured as a family at 


visitors passed intO a room 


exhibit was 


fair, and announcement was made in 


advance 


that no hard liquor would be 
on the 


e Extra 


premises 
The follow 


success of 


Inducements 
ing features added the 


the aftair 
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THERE were two motives behind Gilson’s holding a show: one was to show a close-hand view of its major 
customers and prospects its new headquarters, the other to give them .. . products. To create interest . 





GILSON SUPPLY COMPANY 


By Howard J. Emerson 


] 


| 


I} lant IFACTURERS 


oe 
(_ XHIBII 


GILSON 


e Prizes were announced for men, SuPPLY Company 


women and children, with items from 


be- 


Gilson Supply's housewares lines 
ing used. 
e A special room with a profes 


sional baby sitter and a TV set was 





ES 


made available to the visitors who 1148 Ect Eighteenth Street 

took the family night announcement ' 

seriously Gilson sent a teaser postcard, an and then a 4-page brochure that 
e Another TV set was in operation engraved invitation (above) .. . told about its new facilities. 

downstairs because the event coin 








cided with a championship fight tele 








Cast. 
e Build-up and Follow-up — Gil- Queso» SUPPLY CO. 
son's used four mailings tied in with L 
the manufacturers’ exhibit. The first 
was a teaser postcard which showed 
the location of the new Gilson head- 
quarters and suggested that something 
would happen there on May 15 and 
16. The second mailing was the en 
graved invitation. The third, just prior 
to the event, included a new, four- 
page, two-color brochure which told 
in words and pictures the value of 
the new Gilson facilities to its cus- 
tomers. After the exhibit, Gilson mail- 
ed a letter to each person who had 











tlds 











registered, thanking him for coming 
and giving a list of the recipients At the show, guests got list of As follow-up, Gilson sent thank- 
of the door prizes booths and people manning them. you letter, named prize winners. 
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1 Diverting the prospect's attention to a minor point in 
an attempt to get the buying signal. 


“Those fans attract attention anywhere. All they need is good 
display. Do you think that five displays spotted around the store 
would be about right?” 


Isolating the major objection to the sale—after clear- 
2 ing away the minor obstacles—and disposing of it. 


“Is the fact that our price seems a little high the only thing that 
keeps you from taking this line and making money on it? Well then 
let me tell you about the value of this line to you.” 


There's More Than One Way 


Part Il 
By Francis W. Sullivan 


OLLOWING our successful sale of apparatus and sup 
plies to Bronson Electrical Contractors, Inc., 1 decided 
to spend the rest of the week with salesman Jerry 

Quayle. He needed more help, and if he needed more help 
that’s where I stayed. My job wasn't primarily to sell 
goods, but to help solve the problems of men; find ways 
to give them more skill and confidence and thus make 
them happier in their work. If, as a result, they became 
more successful (and they usually did), that was a bonus 
all around. 

Jerry Quayle was suffering from poor ability to close 
sales. Due to some early and costly failures, he had become 
afraid to ask for the order. The Bronson deal had allayed 
that fear somewhat. There he had learned how to use the 
order book as a closing device where a complicated stock 
order was involved. But now as we continued calling on a 
variety of dealers and contractors, we encountered differ- 
ent situations requiring the use of different methods. After 
one or two unsuccessful attempts, Jerry began to slip back 
into his old habits and was frankly relieved when I 
offered to take over this part of the sale for a few days 

Like all salesmen, we met the usual selling obstacles 
and objections—aggressive competition, complaints about 
prices and mark-ups, special deals and promotions, 
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franchise tie-ups and unethical tie-in sales, fly-by-night 
chiseling and wails about poor business. But we began to 
close a fair share of calls on prospects, and we did it by 
using the method which seemed best fitted to each 
situation 

For example, in the Bentley case I tried for the order 
indirectly by diverting the prospect's attention to a minor 
point and so got the buying signal I needed 

Bentley's was an average appliance store located in a 
poorer section of town, and—although it was a bit late 
in the season—we had decided to make our pitch on a 
new line of eight- and ten-inch fans carrying a strong 
price appeal. As expected, Bentley was already well 
stocked with fans in larger sizes and, as usual, they 
weren't moving as he had hoped. (Did you ever know 
any article to move as a dealer hoped? ) 

Bentley tried to get rid of us at first with a couple of 
brush-offs, but Jerry, who handled that kind of thing 
easily, soon had him interested in two important reasons 
why he should buy mow—the fact that the line was 
specially priced for his customer trade; and that he would 
realize immediate sales with the arrival of the first hot 
spell. 

By way of demonstration, and to heighten Bentley's 
desire, Jerry produced two gleaming chrome and black 
fans of different design, one called “Classical” and the 
other “Modern.” “This means that your customers will 
have a choice,” he said, “and that doubles your sales pos 
sibilities.” He pushed the fans across the counter to 
Bentley. “And notice how those designs make the fans 
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could make sales... 








Introducing a threat to pride and prestige when the 
3 appeal to profit and gain had failed. 


“In today's situation every merchant faces a basic law of life: he 
must either grow or die . . . For 40 years your store has been the 
leader in this area. Wouldn't you like to have it stay the leader?” 


To Close a Sale 


look larger than they are. Your customers will like that, 
too.” 

Bentley picked up each fan carefully and examined it 
with a mechanic's keen interest. He was clearly impressed 
It was a favorable moment to try for action 

“Those fans attract attention anywhere,” I put in. “All 
they need is good display and they begin to move. Do 
you think five displays spotted about the store would be 
about right? 

I had no intention of giving him five displays—in 
fact, he couldn't have used them—but I knew his answer 
would indicate the degree of his interest and our chances 
for a sale. 

Oh, no, nothing like that,” Bentley answered quickly 
I'm selling other things here besides your fans 

Well, how many displays do you suggest? 

Two would be plenty.’ 

Fine. We'll work out the locations before we go. Now 


This was the buying signal 


which of the two designs do you think will be more 
popular with your customers? 

He considered a moment, looking from one to the other 
of the samples. “The modern design, I guess; modernistic 
stuff is kind of a fad now 

“That is a wise choice,” I agreed. “Then suppose we 
divide the order sixty-forty—three dozen modern and two 
dozen classical for a starter. Most dealers who take on 
this line find that their first order is sold out before they 
have to pay for the goods. This means that they have no 
capital outlay and no problem of excess stock.’ 

By this time I had entered the quantities and prices in 
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Summarizing on paper the advantages of a proposition 
4 for comparison against the prospect's objections. 


“Now, Mr. Abbott, if you will put down opposite these advantages 
that I've listed any disadvantages that you see in this proposition, 
then we can discuss them.” 


the order book which had been lying open between us 
Now, if you will just O.K. this order,” I said, placing it 
in front of him, “we can get the fans here in time for 
the week-end business. And Jerry will be around to help 
fix up your window and inside displays 

After a moment's hesitation he signed 

But it looked so smooth and easy!” Jerry exclaimed 
when we were analyzing the sale later, as we always did 
after each call 

Most closes should be easy. One of the greatest 
mistakes salesmen make is to think that closing a sale 
is like a tug-of-war or a fight to the death between a 
salesman and a prospect. Nothing of the kind. If your 
presentation and demonstration make a prospect want 
your product badly enough the close should follow easily 
and naturally 

But when should you make your play?” he asked 

Watching you, | know now that I have missed a lot of 
chances to close 

There's no one rule, and there is no all-important 
psychological moment to ask for the order. The best guide 
[ know is to watch your prospect, and when you think his 
interest and desire have reached a high point, then try 
for the order 

You mean make a trial close? 

Yes. It will tell you whether he is ready. One of the 
best ways is to ask selective questions. Don't give your 
man a chance to say ‘No,’ but give him a choice of actions 
he can take. If he selects either you know the sale can be 
made. I got at it with Bentley by first suggesting too many 
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displays—a minor point—and then asking which fan 
design his customers would prefer. When he didn’t put 
up a fight I proceeded to close him.” 

But there are some sales situations where you can't get 
far enough along to ask selective questions, as we learned 
that afternoon in calling on the Purcell Radio and Appli- 
ance Co. Here we had to use entirely different methods 

Mr. Purcell was an elderly Yankee who, with his 
brother, had opened a hardware store 40 years before and 
had slowly changed the business to its present status. And 
I mean slowly. He was a new prospect for us, and I soon 
saw that we had to deal with a procrastinator, a character 
with an ingrown habit of postponing action. His store 
was located in an old-fashioned part of Montalta that had 
once been the exclusive residential section before the ar- 
rival of the automobile and the Country Club. His cus- 
tomers were largely conservative, well-to-do families who 
for generations had had cottages at Albert Lake, a 10-mile 
body of water in the hills to the north 

He carried mostly quality, branded merchandise for this 
trade, and his store had almost become an Institution; 
it was known for miles around. With these facts in mind, 
Jerry and I had decided to approach Purcell with a new, 
very small refrigerator of excellent make that was ideal 
for summer camps, lodges, trailers and the like, as well as 
for small kitchens 

“Your proposition looks good,” Mr. Purcell said cor- 
dially after Jerry had outlined its advantages, “but I want 
to think it over.” 

“I can understand your feeling that way,” Jerry agreed, 
smiling, “but why postpone adding several hundred dol- 
Jars a month to your gross sales? That's what these 
refrigerators can do for you right now.” 

“Well, there’s another thing,” Purcell objected. “Your 
prices are out of line with competition.’ 

“True, we may ask a little more, but you get a lot more 
Here, let me show you.” Jerry reviewed his profit and 
turnover story briefly and then said: “Mr. Purcell, you 
referred to the price of our product. Well, actually it has 
two prices—the one I have quoted you, and the one you 
will have to pay if you wait as you suggest.” 

“What do you mean? Is the factory price going up?” 

“No, what I mean is that every month you are without 
these refrigerators will cost you several hundred dollars 
in sales. You will be paying for them without having 
them because the profit will be going to some other dealer 
That's rather expensive economy, don’t you think?” 

Then, to my delight, Jerry tried for the order. 

“By the way,” he said, “the Memorial Day holiday is 
coming up in a couple of weeks, and your customers will 
be opening their cottages at the lake for the summer. It’s 
a perfect time to start with this product. How many do 
you think you can sell immediately? Six, let's say, or, to be 
safe, wouldn't a dozen be better?” 

The trial close whizzed harmlessly over Mr. Purcell’s 
head. 

“Whoa, now! Don't rush me!” he exclaimed, throwing 
up his hand. “I never take on a new line like this without 
talking it over first with my brother.” 

The old boy was certainly slippery, and what made it 
rough was that his objections weren't good, honest ques- 
tions about the product or the manufacturer or what help 
we could give him; they were invalid excuses designed to 
avoid action and get rid of us, if possible. 

Jerry stood up to it manfully. “Fine!” he approved 
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We want you to talk it over with your brother. Suppose 
we do it now while we're here together.” 

Mr. Purcell bridled. “I think, under the circumstances, 
this being a policy matter, I should talk to him myself 
first.” He glanced at the pile of papers on his desk as a 
hint at dismissal. 

I could see Jerry weaken, but again he came back 
Leaning forward he said in his friendliest tone, “I quite 
understand, but I'm only trying to save all of us time 
Now, if this situation were reversed and I were going to 
talk to somebody about your business, 1 would certainly 
want you along. You could do a lot better job than I 
could because you know all the details. That’s how | 
could be of help now. 

Mr. Purcell looked uncomfortable and shifted in his 
chair. 

“As a matter of fact,” he confessed, “my brother isn’t 
in the office today. I planned to see him tomorrow. Sup- 
pose you come back and see me in a few days 

Jerry was smart enough to see that pressing this point 
further might easily result in an argument and thus en- 
danger the present still friendly situation. Uncertain what 
to do next, he signaled his retreat by starting to reach for 
his papers. I decided to move in 

“Isn't it a fact,” I asked, looking Purcell in the eye, 
“that you have the final word on purchases of this kind?” 
As always, we had made sure of this point before calling 

Purcell didn’t look away, and he knew I knew. “Yes, 
that’s true,” he admitted readily, “but I would still like to 
get an outside viewpoint 

Ic was clear that we would get nowhere along this line 
Only a different and drastic new urge could possibly over- 
come his deadly inertia. The time had come to lay the 
facts of life on the line. If we couldn't sell Purcell the 
rewards he would gain from handling our merchandise, 
maybe we could frighten him into action by showing him 
the penalty for not taking it. 

“Mr. Purcell,” I said bluntly, 
moving fast. I don’t need to tell you that competition is 
keener, profits are smaller and expenses are higher. It’s 


American business is 


tougher to stay in business and have anything left. Isn't 
that so?” 

He was looking at me hard, and he nodded without 
speaking. 

“In today’s situation,” I went on, “every merchant faces 
a basic law of life; he must either grow or die. The 
country is full of new products and better ways of oper- 
ating that will help him grow, such as this new refrigera- 
tor line, for example, and how we can merchandise it for 
you. Dealers who aren't smart enough to take advantage 
of these things will gradually die. Leaders in every line 
are making their choice now; next year may be too late 
For 40 years your store has been the leader in this area 
Wouldn't you like to have it stay the leader? 

“Yes, of course.” He had long since quit thinking up 
foolish objections 

“Then we can help you if you will help yourself. Other- 
wise, nobody can help you. And there are a lot of young, 
ambitious concerns in this territory who would like noth- 
ing better than to take over your trade.” 

I pulled the order book towards me briskly 

“Now you should need at least a dozen of these boxes 
for the Memorial Day business. We can send you six im- 
mediately and the balance next week, or we can wait and 

(Continued on page 103) 
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So You're Going To Lead a Meeting? 


Two's company, three’s a crowd—and four might be a mob. A meeting often 
includes any number of persons and may be a round table discussion, a business 
conference or a political convention. But if any meeting is not conducted in 


an orderly manner, the result might be likened to an unruly mob, watered down 


To get action, to accomplish something worthwhile—that is the reason tor 
holding a meeting. The chairman, the man who is going to lead the meeting 
can make it or break it. What is accomplished depends on him more than any 
other individual in attendance. 


Any type of orderly meeting follows certain fundamental rules, no matter 
under whose auspices or for what reason it is being held 

@ Opens on time 
Brought to order, attendance recorded. 
Reading of the minutes of the last meeting There are some 
Reports of committees, announcements basic rules 

Future plans, new business. 

Adjournment on time if possible. 


‘he easier the job looks to the audience, the better the meeting is conducted 


The ultimate goal is to get something worthwhile done 


Don't let parliamentary procedure frighten you. Whether the meeting 1s 
to be held with four or four hundred persons, some form of parliamentary 
procedure is observed in a varying degree. It is a practical expression of the 
idea developed over the centuries in the parliamentary assemblics of England 
and the United States. Its basic tenets: 

@ Every argument has at least two sides. 

ti eee Parliamentary 
@ Everyone has the right to express his opinion 
) procedure—no 


@ Every member of a group has the right to vot bugaboo 


@ The majority rules. 

e@ The presiding officer is expected to exercise his authority with fairness 
judgment and responsibility. 

s Proceedings are a matter of record so that all might know what business 
has been transacted 

@ Both majority and minority rights are safeguarded 

In some form or another, nearly all these tenets are to be found in any typ 
of meeting. The essentials of all meetings are a main motion, a proposal tor 


I 
action by some member of the group and an outline for the study of the motion 


A luncheon or dinner is a good means of having an intormal get-together 
to discuss the coming meeting. The chairman makes note of announcements 
gives special instructions to the speakers, such as to length of time they 
talk and exchanges information which may be of use during the proce 
A brief inspection ot the meeting room, with spec ial attention to lighting Look over the 


seating arrangements and acoustics is advisable. Most meetings are held with layout 
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Mike technique 


Organizing the 
meeting 


Clock watching, 
audience reaction 


the chairman and speakers situated on a raised platform facing the audience 
If no platform is available those who are conducting the meeting should stand 
before the audience while making their remarks. Of course, this does not hold 
true with round-table discussions 


In case of a large room where amplification equipment will be used, the 
man who is leading the meeting would do well to check on the apparatus and 
on his own and any speaker’s microphone technique. Adjust the “mike” so 
that its height is just below lip level. Try not to lean towards it as such an 
action tends to distort volume. A friend in the audience, with previous instruc- 
tion, might be relied on to signal those speaking as to whether or not they are 
being heard properly. Soft note paper is often used when speaking before 
amplifiers to cut down on the racket created by the turning of hard paper 


Most important of all, the chairman should know his audience. He should 
have faith in his subject. It is very important that the composition of the audi- 
ence be taken into account. Why are they attending the meeting? What is 
their background? The leader must be enthusiastic about the meeting. If he 
isn’t, neither will his audience. 


The chairman calls the meeting to order. (A rap of a gavel looks good and 
saves the voice.) Introductions are a necessary evil and together with long 
drawn-out compliments could spell the poor picture of what is to come. An 
extremely long introduction by a speaker will have the same effect. It is best 
to get them over quickly. 


The chairman tells the meeting how the proceedings will be run, what 
speaker will speak, when questions and comments will be in order. He intro- 
duces the speakers, calls for questions, sees that the questions are clearly stated 
and understood by all, keeps the meeting on the subject 


If the gathering is small, the chairman may request any who ask questions 
or have comments to make to identify themselves. If it is a large meeting 
this procedure is not really necessary. The purpose of the meeting ts to ex- 
change ideas. Knowing the identity of innumerable questioners is secondary. 


The leader of a meeting tries to get participation from the audience, such 
as in the case of answering questions. He tries not to attempt to ram his 
opinions down the collective throats of those at the meeting. This causes resent- 
ment, no matter who the chairman may be. Remember that a meeting is made 
up of people, and human nature is a very funny thing. This should not dissuade 
the chair, or a speaker, from giving any additional information or to add 
further enlightenment on a subject. 


When someone is speaking, the chairman watches not only the clock but 
the audience so as to get their reaction to what is taking place. He looks for 
signs of drowsiness, boredom, agitation or laughter. The meeting must be kept 
moving. Speaking too slowly and deliberately—or too rapidly—will have an 
adverse affect on the ultimate outcome. 


Don’t bluff! If the chairman or any one on the platform does not know an 
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answer to a particular question, say so. Inquire if someone in attendance might 

have the information. If not, the chairman informs the questioner and the 

entire meeting that he will endeavor to get the information at the earliest Neither a pundit 
possible moment. The chairman must keep control and try not to become nor a pushover 
angry. This does not mean he should be a pushover for any who try to give 

him a-hard time. Let a questioner lose his temper—and become vulnerable 

Human nature again being what it is, the leader of a meeting does well to 

avoid the too witty retort. Man has a tendency to identify himself with the 


underd 4 


Usually in a discussion session those who do ask questions really air their 


own views rather than try to get additional knowledge. The real questions 


often come sometime after the meeting, in the form of give and take among 
those who were present. This is at least a sign that the meeting has accom 


plished something 


If the meeting is to end at a scheduled time, it should end as nearly as 


possible to that time. The speaker may say that due to the late hour or becaus¢ 
Keep to the 


the meeting is running overtime, he or a speaker will remain atter the con 
schedule 


clusion for further questions or discussion. This gives an out to those who have 
to leave or who are not interested in a certain point. The chairman thanks the 
audience and the speaker for participating and then adjourns, with the reminder 
as to the date of the next meeting. He also may give any particular information 


concerning that meeting 


The effective use of the body—walking, sitting, gesturing—all aid in con 
ducting a good meeting. Nervous habits such as fiddling with a pencil, the 
gavel or a tie are best curbed if they cannot be eliminated. Every truly animated 
speaker tends to develop some mannerism of his own. Warned of one, he will 


develop another 


The chairman stresses the use of such words as you, yours, we, ours; uses 


less frequently I, my or mine 


The use of visual aids in the torm of charts, film slides or a blackboard helps 
to make a meeting more interesting. Voice inflections, the citation of past 


cases, challenging questions or expert testimony help put over a point 


Perhaps the outstanding authority on the exact mechanics of conducting a 
According to 


meeting can be found in the public library. The books by Henry M. Robert 
Robert 


Parliamentary Law, Parliamentary Practice and Rules of Order Revised—cover 


practically any question concerning the structure of organization and meetings 


There are two parties at every meeting. Those who speak and those who 
listen. Since the purpose of the meeting is to arouse a worthwhile reaction, it 
thereby requires the orderly communication of ideas to the hearers 


The leader of a meeting knows what his audience wants or should want 
He does his best work whgn he conducts a meeting in such a way as to help 
in satisfying that want. By leading an orderly meeting, he contributes a great 
deal in showing those in attendance how they will profit in some form or other 
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Products you can sell with 
confidence +« Rome Cable has 
never had but one standard of quality 

. , the best possible, From the time 
of its inception, sound research and 





engineering, plus a rigid inspection 
routine completely divorced from 
sales or manufacturing pressures 
have formed the keystone of product 





quality. Your customer's confidence is 
what makes repeat business 





A complete product line + You 
can look to Rome Cable for a full 
line of standard wires and cables, as 
well as steel conduit.* Further, you 
have the advantages of a supplier 
equipped to design and manufacture 
wires and cables of highly special 
ized nature ...in copper or aluminum. 


*Conduit sold only in the West 


"distributor 
policy" 


To us at Rome Cable, “distributor policy” 
means a mutually profitable selling part- 
nership . . . recognizing the electrical dis- 
tributor as an indispensable factor in the 
servicing of our customers 

That is why we not only talk ‘distributor 
policy” but practice it unfailingly 

As a partner, Rome Cable helps build its 
distributors’ sales with high quality 
products, outstanding research and engi- 
neering assistance, a program of national 
advertising and an organization “geared” 
to quick action. Further, for the distributor 
there is the pride and satisfaction of repre- 
senting a well-established and forward- 
looking manufacturer . . . offering dependa- 
bility of product and service 

A distributor partnership with Rome 
Cable pays dividends. It can be mutually 


profitable. 


These are some of the reasons 
why it pays to be a Rome Cable 
distributor. 























You get personalized service 
* Your Rome sales engineer is ready 
to work with your men any time 
That's part of his job. He has fre 
quently helped distributor salesmen 
to get new business 

Whenever you need emergency 
help, call Rome 3000. Whether for 
technical advice, emergency ship 
you will 
talk with key personnel who will do 


ments prices or whatever 


their best to help you 


It costs less to buy the best... 
and it’s profitable to sell the best 


And there are others... 


Your selling job is easier 
because a strong program 
of national advertising 
helps build acceptance for 
and interest in the Rome 
products. 

You can depend on close contact and 
prompt service because there is a strate- 
gically located Rome sales office and Rome 
warehouse near you. 


Visit Us at the Silver Jubilee Show 


INTERNATIONAL ASSOCIATION 
OF ELECTRICAL INSPECTORS 
September 21 to 26, Chicago, Illinois. 


ROME CABLE 


Corporation 


ROME 


TORRANCE 


NEW YORK 


* CALIFORNIA 
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FOR CORNER PULL-IN ELBOWS, 3-PIECE CONDUIT COUPLINGS, 
PIPE STRAPS — CLAMP BACKS—NEST BACKS 


GEDNEY ALWAe/ 


GEDNEY FITTINGS have just the features tion and lower costs. Besides that, they are 
your customers are looking for. GEDNEY’S made of malleable iron which abolishes break 
are accurately machined and threaded . age losses. Feature Gedney Fittings and youll 
smooth finished . . . individually inspected to really cash in. They're best for jobbers’ sales 
ensure the quality that brings faster installa because they're the contractors’ best buy! 


TYPICAL OF THE COMPLETE GEDNEY LINE ARE: 





Corner Pull-in Elbows in '2", 4’ and 1” sizes. 
Ideal for space-saving, machine wiring, easy 
wire pulling. Cadmium plated. 


Now available in 1'/4", 1/2” and 2” sizes. 





3-Piece Conduit Couplings in a large range of 
sizes from 42" to 6”. Cadmium plated. 





One-Hole Pipe Straps, Clamp Backs, and the 
handy new Gedney Nest Backs. These supple- 
mentary spacers nest firmly behind the Clamp 
Backs — use as many as you need to hold pipe 
at desired distance from wall. Hot dip galva- 
nized to prevent corrosion. 











RKO BLOG. « RADIO CITY «+ NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn. 





GEDNEY FITTINGS FIT | 
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This New Premium is a 


> SALES: MAKING SENSATION! 


... smart “Modes-Royale”’ Apron Pattern 
sells Sylvania Bulbs like crazy! 


a 50¢ 


value for 


2 only 10¢ 


and the end of a 
Sylvania 4-Pack 


Here's the hottest Sylvania light bulb premium promotion ever 
offered! Light bulb sales will set new records. Women everywhere 
will want this pattern, because it makes a beautiful double-purpose 
apron. It’s smart, it’s easy to make and it provides a wonderful gift 
for all occasions. 


Backed by terrific Point-of-Sale 
Promotion plus National Advertising 


Dealers get big kit of FREE, colorful Counter 
Displays, brilliant Window Streamers, striking 
Tuck-In Cards for 4-Packs, Shelf Talkers, Shop- 
ping Cart Cards, plus a big detailed Plan Book 
with suggested light bulb displays. Big space 
ads in Good Housekeeping Magazine and 
Modes-Royale Pattern Book also back up this 
popular premium. 

For full details call your Sylvania Represen- 
tative or write to: Sylvania Electric Products 
Inc., Dept. 3L-2608, 1740 Broadway, New York 
19, N. Y., for Roxanne Apron Pattern Promo- 
tion 1-610. 


2X 
Roxanne, 
charming hostess of the ; 
Sylvania TV show 
“Beat the Clock,’ shown ee 
wearing the apron in ae 
hostess style. Apron 3 


also unsnaps to utility 2 
style. ° LIGHTING + RADIO + ELECTRONICS + TELEVISION 


In Canada: Sylvania Electric (Canada) Ltd. 
University Tower Building, St. Catherine Street, Montreal, P. Q 
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Set screw cannot fall out 


Lid 


is locked in 
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You can find the 
EXACT FITTING 


— =“ you need — in the 


CONNECTORs “UNION 
N- 
it Se x x er ealog (8 = : 9 


se CONNECTORS 


cE 
a 


The conductor fittings shown 
here can only suggest the wide 
variety. You'll find practically every 
good type, in a complete range of sizes. 
New connectors are constantly being 
added - « so when you need a special 
fitting for an unusual service, tell us about 
it. Most likely we have exactly what 
you want. 


Better design is a Penn-Union feature 
that you'll appreciate. For example, note 
the large gripping surfaces for wrenches, 

=o» Sa wa. on the service connector shown in the 
upper left corner. When you use any 


Penn-Union fitting, you are sure that 


 GunoINe CONNECTOR. it is dependable - = mechanically and 


electrically. 


Preferred by Leading Users, who have 
aA, oe, found that the “Penn-Union’’ mark on a 
connector is their best guarantee of 
a unfailing service. 
and 


fm 


M yor MORE ge 7 Sold by Leading Wholesalers 


PENN-UNION ELECTRIC CORP. 
ERIE, PA. 


% c da: Domi Cutout C pany, Ltd., 
A 4 We 250 Richmond St. West, Toronto 





al DENN- UNION 
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Over 200,000 feet of 


Sprite EMT 
thin wall conduit with the 


SPANGLEAM« inish installed in Miami 


Phe damp, salty atmosphere and year-around high tem- 


peratures of Southern Florida climate place high require- 
ments on the type of EMT thin wall conduit used in 
construction of new homes and buildings. 

For this reason, 205,000 feet of Spang’s new EMT thin 
wall conduit with the SPANGLEAM finish was chosen 
for use in wiring the new 350-unit housing project at 
Miami, Florida because the new SPANGLEAM 
finish, inside and out, assures high corrosion resistance 
and years of service life. 


Specially finished inside with a protective coating 


Ricmar Builders, Inc. 


SHANG 
CONDUIT 


Thomas J. Madden, Jr. 


Tri-City Electric Company, Inc. 
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Housing Project 


of resinous laequer compounded with Zirconium, 
SPANGLEAM provides easier wire pulling, assured 
vrounding and corrosion resistance, 

Spang top-quality EMT conduit is easy to cut, bend 
and install... it’s cleaner, easier to handle, easier to 
maintain. Ask any electrical contractor... he'll tell you 
why SPANG EMT thin wall conduit is better! 

Spang EMT with the SPANGLEAM finish is available 
at no extra cost immediately in a full range of sizes from 
ask for 


inch to 2 inches. See your distributor today 


SPANGLEAM. 


SPANG-CHALFANT 


Division of The National Supply Company 


GENERAL SALES OFFICE 
PITTSBURGH 30, PA 


District Offices and Sales Representatives 
in Principal Cities 





Cut labor Cut costs for your customers 
Build SALES — Build profits for you! 


lackhawk 
Jagustries FITTINGS 


B-I’s TIME SAVING SW 


“the strap with the built-in bump, 


Faster installations, more profit 
for your customers, more sales 
for you when you sell Black- 
hawk Industries’ Snap Strap. 
The exclusive self-holding fea- 
ture eliminates fumbling, makes 
difficult jobs easier. Heavy 
gauge steel, zinc plated after 
fabrication. Available in a wide 
range of sizes for both rigid and 
thin wall applications. 


B-| BEAM CLAMPS 








Fits up to 2" beam flange For straight runs . . . no offsetting into boxes 


Used with B-I Conduit Hangers for faster,more Designed by Blackhawk to save contractors 
efficient installations. Made of heavy gauge valuable labor in overhead installations. Car- 
pressed steel, plated with zinc. Comes com- riage bolt-locks tighten with one tool. May 
plete with case hardened set screw. Has 14-20 also be used with stove bolt. Made of heavy 
tapped holes. Maximum jaw opening 55”. gauge steel overlaid with zinc after fabrication. 


SPECIFY B=] WHEN YOU BUY 


Write for Free Catalog Sold only through Electrical Wholesalers 


BLACKHAWK INDUSTRIES, vusvaue, iowa 
Fiediowi™ Entrance Cable Fittings . Stoples . Yord Lights . Sill Plotes . Locknuts end Bushings . Wire Holders 





Fluorescent Brackets . Cable and Conduit Straps . Connectors . Box Supports . Conduit Entrance 
industries Cops . Grounding Assemblies . Grounding Clamps . Bar Hangers . Fish Tape . Conduit 
Hangers . Beam Clamps . Machine Screws . Wood Screws. 
att FEEDS SAN PIS) aia al 
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you put more | Don’t take your lamp business for granted. 


With CHAMPION Lamps you can outpoint 


your competition and get in some extra licks 


punch a that will win you new volume and profit. 


Champion’s give you a new line to talk about; 


se s 
into VOUur line | one that all the other fellows haven't got. 


Champion’s are easy to handle and sell—no 


when oll red tape, no inventory reports, no consign- 
| | ment detail. 


Champion Lamp quality wins the repeat 


* * | 
line up with orders. The Champion reputation for good 


lamp performance and value goes back more 


CHAM PION | than half a century. 


It’s good to have Champion in your corner. 








Just give us the chance to prove it. Get in 


lamps — ane 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 
A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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40 SECONDS 
WITH REGULAR E. M. T. 


20 SECONDS 
WITH NIKOH COLORLINE E.M.T. 


" ’ 
i i" ’ ‘ 
' t , ’ ’ Ey 
’ ‘ ’ , . 


NIKOH TUBE COMPANY s000 s. wuirpte st. CHICAGO 32, ILL. GROVEHILL 6-6500 


winom 
Be 
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RUDAL 


Shirly 
yews 


aa 


Thirty years ago 
a line of less 
than a dozen 
items 


——— 
6 / 
e 


SHEE) 
OX 


Today... a line 

of more than 

600 items, including 
the famous, job-proven 
TURN-TYTE line. 


Featuring a complete Quality Line 
of Proven Electrical Wiring Devices 
and Nationally - Used TURN -TYTE 
Interlocking Connectors. 
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HIS MONTH the Rodale Manufacturing Company cele- 
brates its thirtieth year in the field of electrical wiring devices. 
With an eye on the future, we would like to take a backward 
glance at the past —at the last three decades in which our firm 


has grown progressively until today it stands among the leaders. 


Our growth was made possible because of the loyalty of 
our wholesalers, the determination of our sales staft, the cooper- 
ation and keen judgment of the men and women who design, 
manufacture and assemble our products. But above all, our 
growth was made possible because of the foresight, courage, 
ability and dreams of a man who is no longer with us physically 
That man, a great force in our industry for the last thirty years, 
was our former president, my brother and friend, the late 


Joseph Rodale. 


I can remember Joe dreaming his great dreams of progress 
and expansion ...I can recall his belief in the industry he served, 
and his fond regard for it. When Joe died last year a little part 
of all of us died along with him, and there was a little more 
loneliness in the world. On this, our thirtieth anniversary, | 


would like to dedicate the future to the man who was our past. 


Our future is dedicated to Joe Rodale — with the hope that 
we may serve the industry with the wise faith, determination 


and abilities he gave to it. 


J. 1. RODALE, 
President 


RODALE MANUFACTURING CO., Inc. 


EMMAUS, PENNSYLVANIA 
Warehouses Located in Les Angeles & Chicago — Representatives in all Principal Cities 








MOLDED-ON 


ATTACHMENTS 
ON No. 18, 
16 or 14 
TYPE “'S” 
RUBBER CORD 


HEAVY-DUTY EXTENSIONS 
with MOLDED-ON caps and connectors 


@ for POWER TOOLS 
@ LAWN MOWERS 
@ HEDGE CLIPPERS 
@ PROJECTORS 


@ FLOOR POLISHERS 


@ MACHINES, etc. 





““POWR-KORD” TAKES THE CURRENT 
WHERE THE TOOLS GO! 


Lengths from 10 to 100 feet 
. . - Only “POWR-KORD” offers the complete safety 
of molded-on attachments... every component part 
fully Ul tested! 
ORDER FROM YOUR ROYAL WHOLESALER — TODAY 


ROYAL ELECTRIC COMPANY, Inc. 
PAWTUCKET - RHODE ISLAND 


Manufacturers of WIRE © CORD SETS © FUSES © WIRING DEVICES 
and DECORATIVE CHRISTMAS LIGHTING 
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For safety’s sake, use smooth 
Youngstown Buckeye Conduit! 


HERE’S A CONTRACTOR WHO DOESN'T 
TAKE CHANCES: “I'm never safe with 
conduit that dents, cracks or breaks easily 
and damages my wiring. That's why I 
onl always use Youngstown Buckeye rigid 
Youngstown manufactures full weight ’ steel conduit. Its smooth interior finish 
rigid steel electrical conduit from start to protects wires when pulled and its tough 
Re , : , : ‘ ‘ exterior of high quality rigid steel with- 
finish. There are many substitutes for stands hard treatment.” 
rigid steel conduit, none possess all the 


overall safety features essential to per- APARTMENT OWNER SAYS THIS: “As 

- t stecti Oo 7 = a landlord, I've got to look into every 

SS PEUISC en. n your next job, be angle for the safety and protection of my 

100% SAFE—be sure you get Youngstown - tenants. That's why I insist on Youngs- 

ee : / town Buckeye rigid steel conduit to pro- 

Buckeye conduit. ~ tect wiring. Buckeye is an investment 

that discourages amateurs and kids from 

fooling with wires. In my 25 years as a 

landlord, Buckeye has proved its value in 
resisting corrosion, dust and moisture.” 


Shipments of Buckeye rigid steel conduit are now being 
made from our conduit mills at Indiana 
Harbor and Youngstown 
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THE YOUNGSTOWN SHEET AND TUBE COMPANY “rcs __"sssottows 


Manufacturers of Carbon, Alloy and Yoloy Steel Export Office-500 Fifth Avenue, New York 
COLD FINISHED CARBON AND ALLOY BARS - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - WIRE - PIPE AND 
TUBULAR PRODUCTS - CONDUIT - RODS - SHEETS - PLATES - BARS - RAILROAD TRACK SPIKES 
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IT’S AN 


ABouite 


ALL-WHITE 
INSIDE 
AND 
ouT 





Cooler Lighting... 
Cleaner Lighting... 


l l Cif 

onger Lamp Life... 
OUTLET BOX _—~ 
REFLECTOR 

This original ABOLITE idea starts automatic air circu- ee eee : a 


. ° designs 
lation around the lamp and thru the ventilator slots 


of the ABOLITE reflector thus keeping lamp and reflec- JUFFY-LITE 


tor surfaces cleaner, longer. Lamp necks stay cocler No more unsafe ‘‘naked 
bulbs."" Two piece 

ride axi “ ife socket and reflector form 

to provide maximum lamp life. ee ee oe ae 
screws into any socket 


— . ° ° ° ° . 1 eeded 
ABOLITE is your first choice in lighting reflectors. First nag Beg 


with new ideas — ventilator slots, all-white porcelain 
finish. First with practical features for easy installa- 
tion—outlet box reflectors. First with the new designs 








FLOOD LIGHTS 
for new type lamps the Protecto-Shield for R-52 pdeitindiistnciniins 
, licat f rkin 

and R-57 lamps. There’s an ABOLITE for every lets, rellroad yards te 
sign lighting or sport 


lighting requirement. fields. 





7 SOLD ONLY 
OLITE eee 
ELECTRICAL 
gGhak 
ot 7 «717 DIVISION WHOLESALERS 
THE JONES METAL PRODUCTS CO., West Lafayette, Ohio 
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Augus 


to get in on the 
introduction of the 








sensational MEW 


4 a ( 
X A 
\ f ‘ 
A ae Never before such advertising 
f M pane f in the tester field! 
Bod : 
WU? Never before such merchandising 
in the tester field! 


VOLT-AMP TESTER me 


sold only through you, 
the wholesaler 


PYRAMID INSTRUMENT CORPORATION 


630 Merrick Rood, Lynbrook, N. Y., Export Div.: 458 Broadway, N. Y. 13,N. Y. * Cable: Morhanex 








‘ e va - 
A om, 
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Henry Krug 


a 
Joseph Kurzon 


Morris Starobin 


EARLY 9,000 people poured into 
the 69th Regiment Armory in 
New York City last vear to visit 
the first National Electrical Industries 
Show. Next month the second annual 
show will be staged at the armory, 
and judging from advance registra 
tions, a new attendance record is in 
prospect 
Sponsored by the Eastern Electrical 
Wholesalers Association, the show will 
include exhibits by more than one 
hundred and twenty-five manufactur- 
ers of electrical equipment 
e To Aid Salesmen—lIn 


1953 show, the committee 


planning 
the again 


has emphasized the importance of 
building a presentation that will aid 
the wholesaler salesmen. The object 
ives of the show, in the words of the 
committee members, is to give sales 
men an opportunity to become better 
acquainted with the merchandise they 


sell; to point out new ideas in selling 


96 


Dan Bloom 


N. Y. Show 
To Sell Safety 


Leo Siegel 


adequate wiring; to provide answers 


to many of the questions that the 
salesmen come up against in selling 

Adequate wiring in homes and busi 
theme of 
this year's “Safety 
Through Adequate Wiring,” the show 


launch a nationwide educational 


ness premises will be the 


show. Stressing 
will 
drive to bring all phases of the elec- 
trical industry, including manufactur- 
wholesalers, distributors, contrac- 
builders, 


ers, 


tors, architects, engineers, 
purchasing agents and utility compan- 
ies, into a program aimed at promot- 
ing modernization of wiring systems 
e Need For Program—Citing the 


latest available figures for the nation’s 


annual tire losses, the show's directors, 


Harold R and William § 
Orkin, pointed out the need for such 
a program. Fire destroyed $730,084,- 
000 worth of property in 1951 and 
more than $815,134,000 in 1952 


Based on past statistics, they said, ap 


Meyer 


Henry Baitinger 


Tom Gopsill 


Jack Korn 


proximately 12 per cent of these totals 
could be attributed to fire resulting 
from electricity and electrical power- 
consuming devices 
New York City’s Department of 
Water, Gas and Electricity, headed by 
Commissioner Dominick F. Paduano, 
will have a booth at the show. 
The complete committee for the 
show includes: Joseph Kurzon, Joseph 
Kurzon, Inc.; William Kahn, Tudor 
Electrical Supply Co.; Leo Siegel, Hobb 
Electrical Supply, Inc.; Henry Bait- 
Baitinger Electric Company, 
Henry Krug, Reliable Electrical 
Supply Co.; George Lichtenstein, Gar 
field Electrical Supply Co., Inc.; Morris 
Starobin, Bridge Plaza Electrical Supply 
Co.; Dan Bloom, Wholesale Electrical 
Distributors Co.; Jack Korn, Williams 
burg Electric Supply Corp.; and Tom 
director of 
Wholesalers 


inger, 
Inc.; 


the 
Asso- 


Gopsill, managing 


Eastern Electrical 


ciation 
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NEWS OF THE INDUSTRY 


Growing Competition 
For Building Contracts 
NEW YORK, N. Y.—More 


tractors in the field, plus the fact that 


con 


purchasers are in a position to demand 
more for their money, is the cause for 
a competitive surge in getting build 
ing contracts. Building contractors are 
doing close figuring and are shaving 
profit margins to get jobs 

A mid-year spot check by Engineer 
ing News-Record, McGraw Hill pul 
lication, finds contractors from Main 
to California talking about bids they 
won or lost by the skin of their teeth 
Business is still good but harder 
come by, the magazine says 

According to a count of contractors 
who signed up $100,000 or more of 
business, 1952's total of 7,420 
contractors topped the 1951 figure by 


new 


10 per cent. These contractors took on 
[1 per cent more new jobs than the 
year before, for a total dollar volume 
of nearly $10.7 billion, 12 cent 
higher than in 195] 

the 


per 


influx of new 


In addition to 
builders, a preliminary survey by the 
Magazine indicates competition being 
spurred by an increase in Capacity of 
contractors to take on more and bigger 
jobs and to complete them faster. Con 
have been engaged in 


tractors who 


relatively small projects have beet 


moved to bid on bigger jobs and dit 
A 16 per 


recorded in the 


ferent types of construction 


cent increase was 


number of contractors in the heavy 


construction field 


Ted R. English Joins 
Georgia Distributor 


Ted R 


Farmer Company 


MACON, GA 
has joined the C. W 
distributors, as 


Englist 


Inc., electrical vice 
president. He was sales engineer witt 


Noland for 


years 


the Company the past 
seven 

Mr. English is a graduate of Georgi: 
Institute of Technology, class of 1929 
He majored in electrical engineering 
and was with the U. S. Corps of Engi 
neers. He is a member of the Georgia 
Society of Professional Engineers 

The company expects to have a 938 
page catalog ready for circulation in 
the near future. It will contain infor 
mation on electrical as well as indus 
trial and hardware supplies 
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June Housing Starts 
Decline 4 Per Cent 
WASHINGTON, D. C.—Nontarm 


housing starts totaled 103,000 during 
June, a seasonal drop of about 4 per 
cent from May. Nearly the same num 
ber of units were started in June 1952 
Preliminary estimates of the U. S. La 
Labor 

halt 


) 


bor Department's Bureau of 


Statistics show that for the first 
it this year, activity is even with 195 

Privately owned housing starts were 
fown by 3,800 units from May to a 
June total of 100,400. The 2,600 pub 
lic units begun in June were about 
May 
leclines in June and May, total hous 


LOO.000 


300 under the estimate. Despite 


ing starts still exceeded the 


unit level for the fourth consecutive 


month 


The decline occurred mostly 


in New 


England, South Central and Pacific 


States. Building reports indicate con 


Middle Atlantic 


rate of 


tinued gains in. the 


States, although che increase 


was somewhat less than in earlier 


months this year 


The total number of new permanent 


nonfarm dwelling units begun during 


JOHN E. McAULIFFE present 
Triangle Round Rol 

Women Golfer 

Plains, N J Betty 


tfered $7,5 in 


Annual 
teur 
Jan t inner 
prize m y d 


G Cable Co., 


the 


Inc 


Triangle Conduit 


attendance. Proceeds of revenue 


was separate and not deducted from the revenue 


the Bauer Sister Betsy Raw 


were 


went to loc 


ang LOUISE 


halt of this 977.100) 


the 


the first yeal 


is about same as the final figure 


1952. Private house 


(549.200 


for January-June 


building this year units ) 
was 5 per cent ahead of 1952 during 
each of the first and second quarters 
New public housing declined sharply 
n volume in March. In halt 
of 1952, 44,100 started 
while in the 


8 OOO 


the first 


units were 
195 5 
The 


decline has been in federally subsidized 


first six months of 


only units were begun 


low-rent housing 


Submit Recommendations 
For Steel Outlet Boxes 

WASHINGTON, D. ¢ A 
posed Simplified Practice Recommen 
for Steel Outlet 


and cadmium coated ) 


pro 


dation Boxes (zinc 
has been sub 
mitted to producers, distributors and 
users for review and acceptance. This 
is a report of the Commodity Stand 
irds division of the U. S. Department 
of Commerce 

The recommendation was proposed 
Outlet 
i group of technical representa 


105) 


by the Box Technical Confer 
cnce 


(Continued on page 


al and 


intry 


nated 


e 
charitie The 
Utner ir t 


Suge 


irmament 


41 | 





FIRST COMMERCIAL INSTALLATION of the GE. fluorescent lamp dimming 


system is in the Ford Company conference room at Livonia, Mich. Mounted 


above semi-transparent sheets, the lamps give luminous ceiling type lighting 


Dimming system controls are located in the projection room 


right). Electrically operated drapes 


conceal 


(aperture at 


a motion picture screen 


Unveil Fluorescent Dimming System 


A new light dimming system, con 
trolling ninety-three 40-watt rapid 
start fluorescent lamps, was recently 
installed in an ultra modern meeting 
room of the Ford Motor Company's 
Livonia, Mich., division. The executive 
conference room measures 35 ft. by 40 
ft. and accommodates about 55 people 
It includes a 7 ft. by 11 ft 
room and is designed to handle prac 
tically any type of meeting 
e Controls Time—The dimmer con- 
trols the time during which voltage is 


projection 


applied. It does not depend on varying 
lamp voltages to control light output 
Changes in light output result from 
changes in the length of time that cur- 
rent flows through the lamp during 
each cycle. Sufficient starting voltage 
is present over the entire dimming 
range to initiate and maintain the arc. 
The cathodes are heated continuously 
to provide proper cathode temperature 
at low lamp currents 

According to engineers of the Gen- 
eral Electric specialty transformer and 
ballast department, fluorescent lamps 
on dimming circuits offer several ad- 

such as 
dimming 
range, lower operating costs and better 
They note that while 
filament lamps become increasingly 
red as they are dimmed, fluorescent 
lamps change very little 


vantages over filament lamps 


high efhiciency over the 


color control 


over their 


98 


entire brightness range 

e Luminous Ceiling Type — The 
ninety-three 1O0-watt lamps are 
mounted 34 inches above semi-trans 
parent plastic sheets to provide light 
ing of the luminous ceiling type. They 
are divided into three 
trolled individually or collectively by 
three Besides the 


lamps, components of the dimming 


groups con 


dimming units 
system are a dimming ballast for each 
operating lamp, a thyratron uait and 
an intensity The 
designed for 40-watt rapid-start lamps 


selector. circuit is 

A 240-volt supply to the electronic 
control is a requirement of the dim- 
ming circuit. Brightness is controlled 


by a selector. It consists of a small 


potentiometer, located either at the 


electronic unit or any convenient 
place. Special controls might make use 
of a selsyn-driven potentiometer which 
gives automatic control in either di- 
rection. A push-button unit with fixed 
resistors may also be used to provide 
pre-selected brightness 

Additional facilities in the confer- 
ence room include electrically oper 
ated drapes which conceal a motion 
picture screen and the projection room 
aperture. Conveniently located wall 
receptacle microphones and a portable 
speaker's stand, with projection room 
control signals, complete the arrange 
ment 


ELECTRICAL 
CONSTRUCTION 
AND MAINTENANCE 


ELECTRICAL URGE 


QUALIFIED 
CONTRACTOR 


whose combined circulation 


reaches many of 
important customers 


your 


ADS LIKE THESE every month 
CT MAIL 
... plus DIRE 
. plus PRODUCT SAMPLING 


; ent out to them 
explain and point 


1 & B product features. 


DS THEM, TOO, that T&B 

s are available only 

our authorized 
1312 


REMIN 
product 
from you - - 
distributor. 


General Sales Manager 


The THOMAS & BETTS CO. 


incorporated 
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with 


(22020 


connectors 


With T & B 2020 connectors you can substantially 
reduce the time it usually takes to wire boxes and 
hook up portable cords using ordinary 
locknut-type connectors. 

Just an easy finger squeeze — that's all it takes 
to snap a T & B 2020 connector into the box. 
Deep body grooves hold the connector in 
15-inch knockouts while the one-screw 
tightening clamp grips the cable tightly 
without damage to insulation — there are 

no loose parts to handle . . . no locknuts 

to lose. 

The wide-range adjustability and 

smooth, firm grip of the T & B 2020 
connector cable clamp makes it ideal 

for use on portable cords and 

small-diameter, plastic-sheathed 

cables as well as standard non-metallic 

sheathed cable in sizes 14-2 to 10-3; 

2 or 3 wire. The 2020 connector 

is fully approved by the 


Underwriters’ Laboratory. T&B 2020 CONNECTOR 


For complete details send (for non-metallic sheathed cable 


for descriptive folder. 


Installs fr , ; , ee 
_ Designed for installation from either inside or 


0 U T S | D E outside of the box, the patented T & B 2020 connector 


is particularly well-suited for work in old 
OR buildings. Working from the inside eliminates 


much of the damage often done to adjacent 
IN SIDE floors or walls... you keep costs to a minimum. 
q 4 1-39 
a junction box. 


LOOK FOR THIS SIGN — ry iv’S THE MARK OF AN AUTHORIZED T & B DISTRIBUTOR 
The complete line of T & B fittings for conductors and raceways is sold only by 
recognized electrical wholesalers. it's our way of assuring you the service and savings 
of a friendly local source. Call him for all your electrical needs 


THE THOMAS & BETTS CO. 


INCORPORATED 
20 Butler Street + Elizabeth 1, New Jersey 
Thomas & Betts itd., Montreal, P.Q., Canada 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 18986 
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THERE'S HOT NEWS AT THE 
2nd NEW YORK 


national 
electrical 
industries 
show 


SPONSORED BY 
THE EASTERN ELECTRICAL 
WHOLESALERS ASSN. 


SEPTEMBER 29th to OCTOBER 2nd 


INCLUSIVE 


69th REGIMENT ARMORY 
26th STREET & LEXINGTON AVE., NEW YORK 


® see the latest advances in product development and 


methods 


® see over 100 leading manufacturers’ exhibits covering 
every phase of the industry 


PARTIAL LIST 
OF EXHIBITORS 


Accurate Mfg. Co., Inc 

Acme Lanterns, tne. 

Adalet Mfg. Co 

Frank Adam Electric Co. 
All-Steel Equipment, tne. 
American Insulated Wire Co. 
American Metal Molding Co. 
Amplex Corporation 

Anchor Manutacturing Co 
Arrolet Corp 

Arrow Conduit & Fittings Corp 
Arrow, Hart & Heveman Elec. Co. 
Atlantic Conduit Fittings Co. 
Atlas Electric Products Co. 
Bent Giass Works, Ine 

Berko Electric Mfg. Corp. 
Berns Manufacturing Co 

Bernz. Otto R., Co., Inc 
Boston Woven Hose & Rubber Co 
Bridgeport Switch Co. 

Bryant Electric Co 


Buchanan Electrical Products Corp. 


BullDog Electric Products Co 
Burndy Engineering Co., Inc 
Bussmann Mfg. Co 

Cable Electric Products, Ine 
Centre Lighting Fixture Mfg. Co 
Circle F. Mfg. Company 

Clifton Conduit Company 
Columbia Cable & Electric Corp. 
Columbia Metal Box Co 
Commercialaire, Inc 
Commercial Enclosed Fuse Co. 
Conduit Pipe Products Co 
Crystal Mart, Ine 

Dossert Manufacturing Corp. 
Eagle Electrie Mfq Co 
Electrical Fittings Corp. 
Electromode Corp 


Ettco Wire & Cable Corp 

Fasco Industries, Inc 

Federal Electric Products Co. 
Fintand House 

Frigid, Ine 

Fullman Manufacturing Co. 
Gedney Electric Co. 

General Cable Corp. 

General Electric Co. 

General Switch Corp. 

Gill Glass & Fixture Co. 

Harvey Hubbell Co.. tne. 
Hatfield Wire & Cable Div 
Heinemann Electric Co 

Hope Electrical Products Co., tne. 
Ideal Industries, Ine 

Ideal Wire & Cable Corp 

lq Electric Ventilating Co 
tiseo Cooper Tube & Products, tne. 
Imoertal Lighting Products Co. 
International Register Co. 
Jenkins Bros 

Keystone Manufarturina Corp 
Kinney Electric Mfg. Co 

Kniaht Electrical Products Corp 
Leviton Monufacturing Co., tne. 
Lew Electric Fittings Co. 
Litecor. Ine 

Litecraft Mfa. Co. 

Maonl-Flood Ine 

M-Gill Manufacturing Co., Ine. 
Miller Electric Co. 

Multi-Amo Corp 

Murray Manufacturing Corp., tne. 
National Electric Products Corp 
WNikoh Tube Company 

Nutone, Ine. 

Paragon Electric Co. 

Pass & Seymour, Ine. 

John 1. Paulding, Inc 
Pittsburgh Standard Conduit Co. 
Plastic Wire & Cable Corp. 
Plymouth Rubber Co. 


Progress Mfg. Co 

Project Fixture Mfg. Corp. 
Pryne-Rittenhouse Sales Corp. 
Pyramid Instrument Corp 

Rab Elec. Mfg. Company 
Rawiplug Company 
Reel-0-Matic Corp. of America 
Remington Arms Co 

Republic Steel 

Revere Electric Mfg. Company 
Rhode tstand Insulated Wire Co., Ine. 
J. R. Richards Company 
Rodale Mfg. Company, tne. 
Royal Electric Co., Inc. 

The Ruby Co. 

Sangamo Electrie Co. 

Signal Electric Mfg. Co. 

Slater Electric & Mfg. Co. 
Spear Lighting Co. 

Square D Company 

Steber Mfg. Company 
Steelduct Co. 

Stocker & Yale 

Stonco Electric Products Co 
Superior insalating Tape Co. 
Swivelier Co., Inc 

Sylvania Electric Products, Inc. 
Teal Corporation 

Thompson Electric Co., The 
Tomic Sales & Engineering Co. 
Tork Clock Company, Inc 
Triangle Conduit & Cable Co., Ine. 
Trine Mfg. Corp 

Unistrut Products Co. 

Vaco Products Company 

Van Cleef Bros., Inc 

Victor Elec. Wire & Cable Corp 
Wadsworth Electric Mfg. Co., Ine. 
Ward Leonard Electric Co. 
Westinghouse Electric Corp. 
Wiremold Co 

Woodhead Co.. Daniel 
Work-0-Lite Company 





The American Electrical Industries Expositions, Inc. 


8 WEST 40TH STREET, NEW YORK 18, N. Y. 


OXFORD 5-1563 





CALENDAR OF EVENTS 


Western Electronic (Trade) Show 
9th Annual Show 
Civic Auditorium 
San Francisco, Calif 
August 18-2] 


Technical sessions 


display hooths 
National Electronic Distributors Assn. 
1953 Convention and Conference 
Chase Hotel 
St. Louis, Mo 
September 14-16 
Panel discussions, booths, education pro 


grams, entertainment, ladies programs 


IES National Technical Conference 
Commodore Hotel 
New York, N. Y 
September 14-18 


Technical sessions, entertainment 


Rocky Mountain Electric Association 
50th Annual Fall Convention 
Broadmoor Hotel 
( olorado Springs, Cok 
September 20-23 


Speakers, committee meetings, demon 


j 


strations, banquets, goil, entertainment 


International Association of Electrical 
Inspectors 

Silver Jubilee Meeting 

Edgewater Beach Hotel 

Chicago, II 

September 21-26 

Speakers, demonstration vhihits, enter 


tainment 


Eastern Electrical Wholesalers Assn. 
2nd National Electrical Industries Show 
69th Regt. Armory 
New York, N. Y 
September 29-October 
Exhibits 


Lake Michigan Club 
Annual Meeting 
French Lick Springs Hotel 
French Lick, Ind 
September 30, October | 
Speakers, golf tournament, ladies pro 


kram 


Porcelain Enamel Institute 
22nd Annual Meeting 
The Greenbrier 
White Sulphur Springs, W. Va 
September 30, October ) 
General sessions, discussions, recreation 


wuncpeon 


First Annual National Electronics Show 
Electronic Employers Assn 
Santa Monica Pier 
Santa Monica, Calif 
October 2-11 
Exhibits, spectal events 


Electric League of Western Pennsylvania 
Fourth Industrial Electric Exposition 
Hotel William Penn 
Pittsburgh, Pa. 
October 6-8 
Electrical supplies 


tions, awards, banquet 


exhibits, demonstra 
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Chattanooga Electric-Home Show 
Warner Park Field House 
Chattanooga, Tenn 
October 13-17 
Exhsbits 


The Electrical Association of 

Philadelphia 

Electrical Progress Show 

Convention Hall 

Philadelphia, Pa 

October 13-15 

Electrical equipment for power and light 

ing applications (industrial-commercial 


exhibits, demonstratior 


National Farm Electrification Conference 
U. S. Dept. of Agriculture Building 
Washington, D. C. 

October 2 23 
Speakers, technical 
stons, banquet 


Refrigeration & Air Conditioning 
Exposition 
Eighth Exposition 
Public Auditorium 
Cleveland, Ohio 
November 9-1 
Exhibits, discussion 


National Electrical Manufacturers 
Association 
Haddon Hall Horel 
Atlantic City, N. J 
November 9-12 
Conferences, € xhibit 
Southeastern Electrical Wholesalers 
Association 
ith Annual Industry Day 
Atlanta Biltmore Hotel 
Atlanta, Ga. 
January 14-15, 1954 
Speakers, meetings 


North Central Electrical Industries 
Electrical Industry Convention 
St. Paul Hotel & St. Paul Municipal 
Auditorium 
March 21-24, 1954 
Trade Show (Electrical suppiies-appls- 
ances), speakers, meetings, technical ses 
sions, panel discussions 





Modern Living Exposition 
Electric Association & Metropolitan 
Home Builders Assn. the branded 
Navy Pier 
Chicago, Ill. , 
April 3-11, 1954 protecting jacket of 


Exhibits, demonstrations appliances, ihe? 
radio, TV) all flexible BRONCO 60 RR Cy 
Pacific Coast Electrical Association Certified portable fe 
Annual Convention 
Hotel Del Coronado cord and cable is certified 
( oronado, Calif 


May 19-21, 1954 ’ to contain not less manufactured by 

Speakers, panel discussions, entertain Western Insulated Wire Co., 

ment, banquet, golf, ladies program than 60% Neoprene Los om specu sold 

‘ nationwide only through 
Radio-Television Manufacturers b : . Electrical Whelessie 
Association y weight. 

30th Annual Convention Distributors 

Palmer House 

Chicago, Ill 

June 15-17, 1954 

Meetings 
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THE ELECTRICIAN 
WITH INSIDE 

KNOWLEDGE 

SPECIFIES 


There is a great scientific and practical difference 

in renewable link fuses. WARE Hi-Lag FUSE superiority 

is winning happy new users...lowering plant maintenance 
costs... and winning more sales and good-will 

for the men who recommend them. 


Men Who Know 
STUDY FUSE PROBLEMS 

When current flow is distributed over the extra 
wide end surfaces of WARE Hi-Lag links, the 
full current carrying capacity of the links is 
used. The widths of the knife blades and links 
match each other, Current is not converged into 
hot pressure spots as in old fuse designs which 
secures links against knife blades with pressure 
from a small diameter washer. With WARE Hi- 
Lag the entire end surface of the link is gripped 
in never loosening conti th the knife blade 
by means of an exclusive bri ibly and 
extra wide spri 


Men Who Know 
STOP NEEDLESS BLOWS 
// Sure! Fuses are supposed to blow to give ade- 


~~ 1 fuses 


& quate pr 
“ b! long re ti should! Link contact 
lation re- 

sion and contraction of metals 

OF] {1 ON periods and 

t innecessary blows. 

WARE Hi-Lag design 


sive 
‘ ‘ 


1S tact points in 
tacts CANNOT HAP. 


Large spri sion 


V 
lit KS Sat 

Write now for all the fuse facts 

Ware Fuses Guaranteed to Meet the Severest Test 
UNDERWRITERS APPROVED 


Ware Fuse 4420 WEST LAKE STREET 


CORPORATION Seri eaes ze, Vterese?s 








Selling with Samples 
(Continued from page 57) 





ing or maintenance chief with nothing 
but a smile and a notebook can be as 
sured of nothing save the wasting of 
precious time for both parties. If he 
comes armed with a new electrical 
levice that can save the prospect tume 
and money, or show him a sample of 
a new type safety switch (going over 
it feature by feature) that can assure 
efficient protection for his electrical 
system, then he has at least an oppor- 
tunity to open a door that has here 
tofore been closed to him. 

e It keeps old accounts happy 
There's nothing like showing your 
old customers you're thinking of them 
and their business by carrying with 
you samples of electrical items you 
think will materially aid them. It 
shows them that you are familiar with 
nearly every phase of the electrical 
business and can be depended upon 
for recommendations on anything elec- 
trical. It shows them you are keeping 
abreast of the new products the indus- 
try is continually putting on the mar 
ket. They rely on your suggestions 
They lean more and more on you in 
solving their problems because they 
feel that you have more than a passing 


| acquaintance with their operations 


They look forward to your help and 
advice in reducing time in making in 
stallations and repairs, in assisting in 
the selection of equipment to increase 
production or improve the quality of 
workmanship, in maintaining the 
plant in operation without loss of the 
time which would hold up the proper 
functioning and coordination of all of 
their Operations 

The law of averages in making cails 
is still maintained. The first request of 
any sales manager is that the salesman 
make his calls and render his sales 
presentation concisely and intelligent 
ly. The important adjunct to this re- 
quest is that the salesmen see the right 
people—those people who write the 
specifications or start the requisition 
on the way to the purchasing depart 
ment where it develops into an order 
e Customer Impressions—It’s funny 
the way some customers look forward 
to these informal sample sales presen 
tations put on in their own offices. If 
they remind you of your obligations in 
that matter (having been periodically 
exposed to your sample showings), 
consider it a tribute to your ingenuity 

Baitinger recalled the time years 
ago when he stopped bringing samples 
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with him one week straight to see 
what reaction, if any, his customers 
would have—and also to see if they 
appreciated his interest in them. At 
almost every stop the same question 
would be put to him: “What! Nothing 
new?” Since that time, even on those 
infrequent field trips during the past 
few years, his samples and his catalog 
have been his inseparable companions 





Closing Sales 
(Continued from page 78) 





ship them all at once. Which do you 
prefer?” 

“Send the six now,” he replied fast, 
‘we ought to get started as soon as pos- 
sible.” And he reached for the book 

The threat to Purcell’s pride and 
prestige had succeeded where the ap 
peal merely to profit and gain had 
failed 

There was a lesson in that experi 
ence for both Jerry and me. We had 
almost lost the order because we did 
not dig out Purcell’s principal interest 
early enough in the interview. It 
showed that with procrastinators espe 
cially, you must be able to appeal 
quickly to a variety of motives until 
you find the right one, and then con 
centrate on it. It also proved again 
that with such buyers the shock treat 
ment, properly administered, is some 
times necessary to get action 

On the plus side that experience 
marked the turning point in Jerry 
Quayle’s progress. The narrow squeak 
seemed to restore his confidence that 
even the toughest situations can be 
handled successfully if the salesman is 
prepared to meet them. His confidence 
increased as he began to close sales 
that he would have mufted miserably 
a week before 

I gradually retired from the picture 
and watched him use methods we had 
worked out in advance to meet certain 
situations 

In one case the problem resolved it 
self down to a single price objection 
that kept popping up every time the 
sale seemed to have been made. This 
happened half a dozen times. Finally, 
with cool persistence, Jerry cleared 
away every other obstacle and pinned 
the man down to this one point 

“Is the fact that our price seems a 
litle high the only thing that keeps 
you from taking this line and making 
money on it?” he asked. The prospect 
said “Yes,” and Jerry went to work. 
In 10 minutes he had built up the 
value of the line to him, compared its 
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A Special Deal 


FOR YOUR CUSTOMERS 


= THIS No. 606-%/2" 
WAGNER B-M INDENTER 


in every carton containing 


200—!'2° Wagner B-M Couplings and 
400—'2” Wagner B-M Connectors 





Connector 


B-M 
Coupling 


* This package offer will be effective 
through the months of August, September 
and October. Your customers are being 
told about it. Stock up now with this sales 
stimulating deal. There is bound to be 
increased demand for the original B-M 


all steel thin wall Fittings and Tools. 


WAGNER MALLEABLE PRODUCTS COMPANY 


e 222 West Adams Street, Chicago 6, III. 
e Foundry and Factory, Decatur 69, Iil. 











NEW FRI BI 


Quick-Opening 


“504” CONDUIT THREADER 


for Power Drive use 


Threads 1’ to 2’ conduit with | set of dies 


You can’t beat this new ‘504’ for fast smooth threading with 


power drive! Changes instantly ‘rom size to size regardless of 
position of quick-opening lever . . . Release ball handle, move 
indicator line to 1’, 1%’, 1%” or 2” on size bar, tighten— it’s 
ready to thread! Quick-opening handle retracts dies instantly 
without stopping power drive—no slow backing off. 4-jaw work- 
holder centers conduit for accurate threading. No lead screw to 
jam. Easy-to-read size bar. Adjustable to over and under size 
threads. See it, try it— buy new ‘504’ at your Supply House. 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 




















price SO CONVINCINETY that the price 
became insignificant. With thar single 
objection disposed of, the close fol- 
lowed naturally 

In another case a hesitant prospect 
was involved. When we reached an 
impasse and thought perhaps we had 
a second Purcell on our hands, Jerry 
resorted to another device we had dis 
cussed. He pulled a sheet of paper out 
of his briefcase and, laying it before 
the dealer, quickly summarized his 
whole proposition. As he did so he 
jotted down each advantage the pros 
pect would gain by buying it. Then 
he said: “Now, Mr. Abbott, if you will 
put down opposite those advantages 
any disadvantages you see in this deal 
we can discuss them 

The prospect who was honestly 
trying to reach a decision, jotted down 
two or three objections which Jerry 
was able to show were minor in com 
parison with the advantages, and the 
sale was made 

That Friday evening as we drove 
back to headquarters for the Saturday 
morning sales meeting, I felt as if I 
was sitting next to a small, glowing 
sun. That was Jerry. And I did a little 
glowing myself You're entitled to feel 
good inside when you have just helped 
a man conquer fear, no matter what 
kind it is 





Better Control 
(Continued from page 66) 





card is sent to the office 

The pending invoice set is taken 
out and completed. The post card sec 
tion of part five is then mailed to the 
customer, advising him that the work 
is completed. The customer returns 
with his identification card to claim 
his appliance 

The invoice set is distributed as fol 
lows: Part one, the invoice, is given 
to the customer. Part two, label and 
packing slip, is used when the appli- 
ance is to be mailed to the customer 
Part three is the office c py for filing 
Part four is the factory copy used on 
repairs covered by a manufacturer's 
warranty. In such cases, “No Charge” 
is written in the charges column, and 
the cost of the repair is written in the 
factory column on parts three aad 
four 

All factory cop ire accumulated 
monthly by manufacturer and sent 
with a recap list to cach manufacturer 
as a monthly billing for repairs cov 
ered by their warranty 
e Plus Factors—Among the advan 
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tages that have been brought out in 
the new system are 

e One form replaces three forms 
and provides nine different accounting 
rece rds 

e Perfect control over all repair or 
ders is assured. The prenumbering on 
all parts and sub-parts ties the entire 
operation together into a smooth, eff 
cient, unified system 

e The job gets into the records 
when it first arrives. The prebilling 
method provides complete control and 
follow-up on all orders in process 

e Two form writings are eliminated 
and an additional claim check is pro 
vided tiving positive Customer iden- 
tification 

Construction of the form permits 
speedy, accurate operations without 
handling carbons. It also allows for 
subsequent entries on the four parts 
without carbon stuffing 

The extra wide “Charges” and “Fac- 
tory” columns allow the addition on 
parts three and four of the charges to 
factories for repairs covered by war- 
ranties made at no charge to the cus- 


rome! 





NEWS 


(Continued from page 97) 











tives of outlet box manufacturers. It 
covers the types and sizes of formed 
sheet steel outlet boxes, device boxes, 
covers, and supports, that currently are 
in general use and demand, and that 
are regarded as affording an adequate 
selection for ordinary use. It includes 
illustrations showing the size, dimen 
sions, location and arrangement of 
knockouts, as well as other details per 
taining to the items covered by the 
recommendation 


Florida Distributor 
Building $300,000 Center 
TAMPA, FLA.—A new brick struc- 


ture, covering a city block and costing 
$300,000, will serve as the future 
home office headquarters and ware 
housing center for Raybro Electric 
Supplies, Inc., this city 

Milton O. Hollis, secretary-treasurer 
of the firm, said that plans call for a 
parking area of 16,000 sq. ft. The 
building will be steel reinforced and 
will be serviced by a railroad siding 
Truck height floors are expected to 
expedite loading and interiors will 
Nave a ) fr. clearance. Offices and dis 
play rooms will be airconditioned 

The new location ts at Ellamae St 


ind Nebraska Ave 
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When You Sell 
QUAD LIGHTING 


You Sell Customer Satisfaction 


GYMNASIUM 


LIGHTING 
UNITS 


@ Here is a specially designed unit combining lighting efficiency with 
the ability to withstand shocks and rough treatment. Flush mounted, 
this unit is ideal for installation in many types of modern construction 
where suspended ceilings are used. 


The QUAD Gymnasium Lighting Unit has all of the features that make 
customers and profit. Installations have been made in various parts of 
the country, for combined gym and assembly halls, rinks, armories, and 
indoor arenas. 


It is serviced from above or below ceiling — has detachable porcelain 
enameled reflector — angle iron plaster ring — is adjustable for variable 
ceiling thicknesses — has heavy wire guard and a dust tight glass cover 
is optional. 


QUADRANGLE MFG. CO. 


3:2. ou FP EORTA-ST, CHICAGO7, ILI 





they're all 
time savers’ 


Buy with confidence 








The most complete 


line of quality secondary 
service materials available 


This is the line that will give you the 


eeinrnnennnnn 
“Bsesesteaesel 


biggest volume of sales on secondary 
materials. This is the line that will give 


you the biggest profit. 


Every design conforms with industry 


standards. Racks and house 
brackets are double hot-dip 
galvanized for longer service. 
Wireholder screws are sharp 
and clean, for quick, easy driv- 
ing. Dense, homogenous por- 
celain gives top strength, high- 


est insulation value and sparkling ap- 
pearance. Porcelain Products top quality 
secondary service materials install quick- 
ly under any conditions. If you are not 
already stocking this fast moving, profit 
making line, our representative will 


gladly bring complete details. 


FOUR-IN-ONE SPOOLS 
A wonderful new product 
ee 


WIREHOLDERS 
Standard and pipe-mounting 


SECONDARY RACKS 
Solidly constructed fer longer service 











HOUSE BRACKETS 
Standard and pipe-mounting 


wee 


SPOOLS 


CLEVISES 
For every application 


Porcelain Products, lic. 


FINDLAY, OHIO 


Battery Index Off Press 


CHICAGO, ILL.—The 1953 edition 
of the National Electronic Distributors 
Association’s Battery Index is now 
ready. Besides being a practical cross 
reference, the 
eliminate confusion in the numbering 
system which has been seriously ham- 


index is designed to 


pering the handling and sales of dry 
batteries. This year’s edition is revised 
to indicate new batteries and to correct 
errors on the original that was issued 
last August 


Wakefield Opens 
Canadian Offices 


VERMILION, OHIO—The F. W. 
Wakefield Brass Company has an- 
nounced the formation of Wakefield 
Lighting Limited. Factory and offices 
are located in London, Ontario and 
sales offices in Toronto. A new and 
modern plant is expected to be com- 
pleted in August 


New Motor Department 
Established By G.E. 
SCHENECTADY, N. Y. — The 
establishment of a direct-current motor 
and generator department in the Gen- 
eral Electric Company has been an- 
nounced by James M. Crawford, vice 
president and general manager of the 
G.E. motor and generator division 
Oscar L 
general manager of the new depart 


Dunn has been appointed 


ment which will be located in Erie, Pa 

It will assume all duties and respon- 
sibilities of the former d-c motor and 
generator planning study 





DARWIN CURTIS succeeds the late 
Melvin C. Wilt as president and 
treasurer f Curtis Lighting, Inc 
Ward Harrison was elected chairman 
»f the board and George Gilleard wa: 
named secretary. Standing (I. to r.) 
W. V. C. Foulks, vice president; G 
Gilleard; A. W. Carlson, vice presi 
dent, production; D. P. Well direc 
tor: G. T. Morrow, vice president 
sales. Seated (|. tor Kenneth Curtis 
director; Ward Harrison; and Darwin 
Curtis 
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Commercial Electric 
Remodels Display Rooms 


TOLEDO, OHIO — Commercial 
Electric Company, 1301 Adams St., is 
remodeling its main display rooms at 
a cost of about $15,000. The job will 
include redecoration of display and 
lighting fixture rooms and installation 
of new display equipment. The supply 
and lighting divisions were 
from July 6 to 18 for the project 

Standford C. Goldman, 
vice president, has been announced as 
1953 


closed 
executive 
co-chairman of the Toledo 
United 
also heads the special gifts division of 
the Lucas County March of Dimes 
campaign 


Jewish Fund Campaign. He 


Silex Buys Chicago Firm 
HARTFORD, CONN.—-S. M. Ford, 


president of The Silex Company, has 
reported that Silex has exercised its 
option to purchase all of the ourstand 
ing capital stock of The Chicago Elec 
tric Manufacturing Company. For the 
present the Chicago company will op 
erate as a totally owned subsidiary 


Fair Trade Statement 
Concerning Lionel Case 
GARY, IND.—John W. Anderson, 


president of the American Fair Trade 
Council, has issued the following state 
ment regarding the decision by a New 
Jersey Superior Court in the Lionel 
Corporation—Grayson-Robinson | suit 

“It is our understanding that the 
New 


the decision in the Lionel Corporation 


Jersey court that handed down 


—Grayson-Robinson suit was a Supe 
rior Court. We are informed that this 
is a trial court, a court of first impres 
sion, and its decision is binding only 
in this case and is not a precedent in 
any other case 

Mr. Anderson went on to say that 
the New Jersey itself 
pretty much alone in questioning the 
validity or applicability of the Mc- 
Guire Act. The U. S. Fifth 
Appeals has recently ruled in favor of 
the validity of the act in the Lilly 
Schwegmann case 

The McGuire Act has specific lan 
guage spelling out its applicability to 
non-signers and to commodities bear- 
ing the trade mark, brand, 
the producer or distributor. It is dis- 
turbing,” Mr. 


“that such specific language is ignored 


court found 


Court of 


or name of 


Anderson continued, 


Why PIERCE Fuses 


Mean REPEAT BUSINESS To You 


... plus consistently 
HIGH PROFITS 


“SCREENED | 
VENTING 


& Keeps them 10 to 40% Cooler Pe 


Note how air circulates freely through 
the fuse permitting it to handle safe 
overloads. The resulting cooler opera- 
tion prevents rapid charring and 
deterioration of the fuse case. One 
reason why Pierce Renewable Fuses 
have 6 to 8 times longer case life. Yes, 
Pierce fuses are easy to sell — and they 
stay sold! 


| The TOP 
me lty-Valm au o)) >) 

Above All 
LCOMPETITION. 


Pierce quality construction puts it in a 
class far above ordinary fuses. Only 
Pierce Fuses have the extra-strong 
tubular bridge which assures continu- 
ally correct knife blade alignment and 
perfect lifetime clip contact. Here's 
positive, economical, electrical protec- 
tion that users want and demand! 


All Pierce quality fuses dre equipped 
with the famous Balanced Lag Links. 


WRITE TODAY fos this 
helpful booklet on fuses 


iY . that positively avoid 


WE after blow 
oh 
B.ows 
Uma esau 


J ALSO A COMPLETE LINE OF QUALITY NON-RENEWABLE FUSES 

















RENEWABLE FUSES, INC. 


LEICESTER NEW YORK 


by the New Jersey Superior Court, and 
made by that 


PIERCE 


a confusing reference 
court to ‘commodities affected by the 


August, 1953—ELECTRICAL WHOLESALING 





ror Custom-Quality 
WIRING JOBS... SELL Se ibaseeantan 


It’s complete . . . every type 


of wireway in demand today, 
plus a variety of versatile 


fittings for any electrical dis- 


Wal late Wate VDE ab aal ti ct tribution layout. Look over this 
“All Star Lineup” .. . then take 


Steps to line up with Keystone! 





2% 


FLANGED HINGED COVER —1’ thru 5’ 
lengths—2'4” x 24", 4" x 4", 6" x 6", 


10” ELBOW 


goon 6Ox w : re “= Lin 7 (| 
a 1 | * 6) 

] ‘ t 1 > 
J : Y £ 


ELBOWS, Da ADJUSTABLE 
NIPPLE c TEE” FITTING TELESCOPE FITTING 
AND PULL BOX 


oO OBS & 


TROUGH COLLAR UNIVERSAL CLOSING PLATE UNIVERSAL 
BRACKET HANGER ween DROP HANGER 





FLANGELESS SCREW COVER—1’ thru 5’ 
lengths—2'4" x 244", 4" x 4", 4” x 6", 6” x 6", 8” x 8". 


“U" CONNECTOR 45° BBOW 90° ELBOW TEE” FITTING 


AND PULL BOX AND PULL BOX 
CUTOUT AND. 
PULC BOXES 





TYPE “A” HINGED 

COVER SURFACE TYPE “SC” SCREW Olt BURNER 

CUTOUT BOX COVER PULL BOX CUTOUT BOX 
There’s the picture . . . typical of the versatile, profitable Keystone line. You can 
get the whole story, including specifications and prices, from the new Keystone 
catalog, just off the press. Now, while you're thinking about it, drop us a note 
asking for your free copy! You will be under no obligation at all. 


KEYSTONE MANUFACTURING COMPANY 
23328 Sherwood Ave. @ Centerline (Detroit) Mich. 


Sold Through Leading Electrical Wholesalers Coast-to-Coast 


public interest such as public 
utilities.” 

The court had said, “I am led to the 
conclusion that a court of equity may 
not issue an injunction to compel 
nonassenting retailer to a price-fixing 
schedule by a manufacturer of a com- 
modity not affected by the public in 
terest and to that extent the McGuire 
Act is ineffective 

The Lionel Corporation is appealing 


the dec ision 


City Electric Expands; 
Names R. F. Handel 
SYRACUSE, N. Y.—Formation and 


operation of an industrial division for 
City Electric Company, Inc., was re- 
cently announced by Samuel Wein- 
stein, vice president in charge of sales. 
Rudolph F. Handel was named sales 
engineer for the new division 

Mr. Handel has been with The Sea 
board Industrial Research Laboratory 
ind the consulting firm of G. Kirke- 


Rudolph F. Handel 


gaard and Associates He also coordi- 
nated a group of 26 engineers as con- 
sultants to The Smaller War Plants 
Corp., Philadelphia office. The organ- 
ization specialized in electrical and 
production problems. During the war 
Mr. Handel was associated with the 
Eastern Aircraft division, General Mo- 
tors Corp. During the postwar period 
he has acted as consulting engineer in 


Washington and New York 


1.E.S. Announces 
New Officers 

NEW YORK, N. Y.—New officers 
of the Illuminating Engineering Soci- 
ety have been announced. Those 
elected were 

President—A. H. Manwaring, ex- 
ecutive vice president, Philadelphia 
Electrical & Manufacturing Co., Phila 
delphia, Pa. Vice president—R. F. 
Hartenstein, superintendent, electric 
and steam heating sales, Ohio Edison 
Co., Akron, Ohio division. General 
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W. C. HENGES (left) president 
Graybar Electric C and R. M. Dar 

rin, commercial vice president, Gen 

eral Electric C recently attended 
the meeting of the New York State 
Electrical Contractors and Dealers, 
Inc The session were held at the 


Saranac Inn, Saranac, N. Y 





Secretary—M. N. Waterman, assistant 
manager of commercial engineering, 
Westinghouse lamp division, Bloom 
field, N. J. Treasurer—Kirk M. Reid, 
head of section, engineering division 
General Electric Co., Cleveland, Ohio 
Vice President—(2nd year of 2 year 
term) D. M. Jones, eastern Canada 
representative for Curtis Lighting of 
Canada, Ltd 


S.E.W.A. To Hold 
September Meeting 
ATLANTA, GA The Southeast 


ern Electrical Wholesalers Association 
will hold its annual meeting for mem 
bers only on September 25 at the Bilt 
more Hotel, this city 

The meeting will be devoted to 
business of the association and prob 
lems of the industry. New officers will 
be nominated and elected. Members 
of the board of governors for Florida, 
Georgia, North Carolina and South 
Carolina and Tennessee will also be 
elected 

The annual “Industry Day” meeting 
will be held January 14-15 in Atlanta 


Engineers Petition FCC 
On Color TV Standards 


WASHINGTON, D< The Fed 
eral Communications Commission has 
been asked to adopt new, improved 
standards for commercial color tele 
vision broadcasting by the National 
Television System Committee. The 
petition was filed by Dr. W. R. G 
Baker, NTSC chairman. 

The proposal consists of technical 
signal specifications which produce a 
“compatible transmission in that, 
when a color picture is broadcast it 
can be received in color on home 
TV color sets, and in black and white 
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... the line with PLUS VALUES 


PLU 


VALUE 


PLUS 
VALUE 


® 


Just one 
of Paine's 
family of 
products. 


For a line 
on the full 
line write 

for catalog. 


PLUS 


One Source for all of your require- 
ments in hanging and fastening 


VALUE devices. Saves you paper work — 


can save you on freight. 


Ss Top-Flight Quality. The newest and best in manu- 


facturing methods and quality control give you flaw- 


less products your customers like to use 


PLUS 
VALUE 


Strong, Colorful Cartons with complete easy 
reading content identification. 


Customer Demand stimulated 
with abundant promotion that 
includes advertisements like 
this 





Send me complete literature and details on the Paine 


story for distributors and dealers. 


Nome 





Company 





Address — —_ 


— « 
eee t 


THE PAINE COMPANY, 3 Westgate Road, Addison, Illinois 





Eye-catching ads like this 
in the Sept 26 = 


onats ragiele POST 
-CaSN registers 
jinglng.. Vatk sparks 


Owww! / CQ, 


It’s WHO MOVED 


THAT BATHROOm! 
MONOWATT’S 
Money-Making 


FALL 
SALES 
FESTIVAL 


This advertisement is 

merely the first in a 

dramatic new cam- 

paign scheduled for A NIGHT LIGHT 
LIFE and the POST. WOULD sHow you 
Continuing national ITS RIGHT WHERE 
advertising plus ITS ALWAYS BEEN 
sparkling new prod- 

ucts, display packaging, 

reliable sales ratings, 

display material and 

sales helps are all 

part of the Monowatt 

program to help 

you sell more elec- 

trical supplies. Put 

this Fall Sales 

Festival to work 

in your store. Penis counters everywhere 
Order now! tn type illustrated for obeer soy sim the Plug 


UP type with plug ond 6 fr phi, 


ONOWATTI 


Wiring Device Department 


General Electric Company 
Providence 7 RI 


ee 


WIRING DEVICE DEPARTMENT ® GENERAL ELECTRIC COMPANY 
Providence 7, R. |. 


BILL HERZOG is the new office man 
ager for Tristate Electrical Supply Co., 
Baltimore, Md. He was one of the 
company’s most successful outside 
alesmen prior to his new position 





on the 25 million standard receivers 
now in use 

In its petition, the NTSC pointed 
out that transmission under its pro 
posed standards will “produce a color 
picture which has a high quality of 
color, fidelity, adequate apparent def 
nition and good picture texture.” No 
changes in present sets would be nec- 
essary to permit them to continue to 
receive a black and white picture from 
transmissions in color 

Dr. Baker said that, in the judge 
ment of the members of NTSC, the 
new technical standards would be in 
the public interest because they would 
encourage development of competi- 
tively designed color receivers. The 
proposed standards also would allow 
growth of color telecasting compar- 
able to the growth and development 
of black and white broadcasting 

If the color television standards as 
proposed by the committee, are ap 
proved by the FCC, they would sup- 
plant the present incompatible color 
standards 


Trend Of Prices Upward, 
No New Inflation Wave 


NEW YORK, N. Y.—The economy 
is not taking off on another great 
wave of inflation, states the McGraw 
Hill Department of Economics. The 
general trend of prices will be upward, 
but some let-down in business is antic 
ipated before another rise 

Unless some new international crisis 
touches off another stampede to buy 
before war requirements make it too 
late, not much of any increase in the 
general level of prices is expected in 
the next year 

Principal reasons for the feeling that 
another new inflationary wave is not 
in the making are 

Industrial wage and price increases 
in recent months, while numerous, 
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have been relatively modest 

Farm prices are expected to drift 
downward, unless the drought in the 
Southwest becomes more general. Lat- 
est reports indicate above average 
crops for the nation as a whole 

The federal deficit in prospect for 
the coming year will have a relatively 
mild inflationary potential. The in 
crease in total money supply will not 
be much more than in the past year 

Consumers are not buying and show 
no signs of buying in a way which is 
required to create an alarming wave 
of price inflation 


Boone Joins Elgee 
COLUMBUS, OHIO—AI Boone has 


joined the sales staff of the Elgee Elec 
tric Company, 219 N. Fourth St., this 
city. Mr. Boone, who lives in Newark, 
Ohio, has had 15 years experience sell- 
ing for wholesale electrical suppliers 


Pyle Optimistic For ‘53— 
Sees High Cost Menace 
NEW YORK, N. Y.—Nothing has 


taken place in the first half of this 
year, or is in prospect, to change 
Charles G. Pyle’s opinion corcerning 
business prospects for 1953. Mr. Pyle, 
executive director, N.A.E.D., earlier 
this year said that he believed sales 
volume would be 5 per cent ahead 
of 1952 

The first six months, he says, saw 
production at a higher level and in 
ventories of distributors and dealers 
normal. After some recent spot check- 
ing, Mr. Pyle believes this phase of 
business will continue 

However in the high cost of doing 
business, Mr. Pyle does see a menace 
The level of sales volume cannot be 
maintained indefinitely at present 
heights, therefore lower levels will bc 





ALBERT RIS! (right) Wesco 
Island City, and Franklin Greene 
(center) of Remington Corp., explain 
now a newly installed room air con 
ditioner works. The unit was won by 
the McAllister family n the “Beat 
the Clock’’ TV show 
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KNOX PORCELAIN CORP. 


KNOXVILLE 1, TENNESSEE 


reached sooner or later. Mr. Pyle con 
cludes, “What will be important to 
survival then will be ‘cutting costs 
not cutting prices 


RTMA Changes Name 
WASHINGTON, D. C—The Ra 


dio-Television Manufacturers Associ 
ation has changed its name to the 
Radio - Electronics - Television Manu 
facturers Association. A reorganization 
plan has been approved which will 
expand the board of directors and 
provide larger representation for new 
segments of the industry, especially in 
the advanced electronics field 


Graybar Opens Branch 
At Green Bay, Wis. 
GREEN BAY, WIS A 20,000 


square-foot branch of the Graybar 
Electric Company will open in this 
city on or about August 17th. Located 
at 1140 North Irwin Ave., the new 
building will include an office, display 
room and warehouse 

John W. Peterson has been an 
nounced as manager of the new branch 
by W. E. Guy, central district manager 
He joined the company 18 years ago 
in Minneapolis, Minn., and worked 
there and in St. Paul until appointed 
lighting specialist at Milwaukee in 
1949. Since 1951, Mr. Peterson has 
been manager of lighting sales at Chi 
cago. He attended the University of 
Minnesota 

Ralph Wethern is operating man 
ager of the new branch. He was with 
the Madison, Wis., branch and is a 
graduate electrical engineer of the 
University of Wisconsin 

Fred Smith and Harold Baruth, 
Green Bay representatives, will con 


tinue to represent the company in that 





KRUG DISTRIBUTORS were recently 
named to distribute Capehart-Farns 
worth television and radio Henry 
Krug eft gn the franchise a 
James Walker, Capehart regional sale 
manager, | standing are Nor- 
man Krug, left, secretary-treasurer of 
the Newark, N.]. wholesaler and Wil 
liam Benequit, general manager 
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area. Some key personnel will be crans 
ferred to the new branch. while new 
employees will be hired locally 


Clark Controller 
Purchases Plants 


CLEVELAND, OHIO—Robert H 
Hoge, president, The Clark Controller 
Co., announces the purchase of Fuller 
Johnson Corp., a company which owns 
and operates American Electric Switch 
Corp., and Good Roads Machinery 
Corp., all of Minerva, Ohio 

The sales organizations and distribu 
tors of American Electric Switch and 
Good Roads will be maintained as at 
present. Clark will further the sales of 


Robert H. Hoge 


American Electric Switch products 
through its own sales and distribution 
set-up in areas where that firm is not 
represented 

Mr Hoge succeeds William F 
Kuehneman as president of these 
Minerva companies. Clark Controller 
contemplates no other changes in per 


sonnel 


Canton Elects Furbay 
CANTON, OHIO—Ralph E. Fur 


bay, president of Furbay Electric Sup 
ply Company, 115 Schroyer Ave., has 
been elected president of the city’s 
chamber of commerce. The term is 


for one year 


Westinghouse Reorganizes 
Lamp Division Department 


BLOOMFIELD, N. J.—To improve 
coordination of production with ware 
house supply and anticipated demand 
for electric lights, F. M. Sloan, gen 
eral manager of the Westinghouss 
lamp division, has reorganized the di 
vision’s order service operation and 
made two new departments 

Under the new setup, an order serv 
ice and warehouse department will 
control inventories and distribytion 
and forecast sales demand. A produc 
tion control department will schedule 
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@ Compact size for easy, 


out-of-the-way installations 


@ Mounts at point of use 


@ Quickly relocated at any time 


@ Dry Type—Air Cooled 


Installing Jefferson Power Circuit 
Transformers close to the load, im- 
proves voltage regulation, elimi- 
nates secondary voltage drop. You 
save copper and conduit by elimi- 
nating long runs of low voltage 
(115-230) secondary feeders. Be- 
ing AIR COOLED there are no 
valves, gaskets or mechanical parts 
requiring constant mainienance 
Jefferson Transformers are compact 
and lightweight and can readily be 
relocated if wiring or machinery 
layouts are altered. 

All Jefferson Transformers are 
equipped with sturdy brackets for 
mounting directly on machinery or 
near point of low voltage use. Ade- 
quate wiring compartments with 
2" and 44” knockouts are provided. 
Listed by Underwriters’ Laborator- 
ies, Inc. Write for Bulletin 501-15. 


JEFFERSON ELECTRIC COMPANY 


Bellwood, Illinois 


(No fire hazard) 


; lectrical offic 


STOCK SIZES 
50 VA to 15,000 VA 
460 /230 V. Pri 230/115 V. Sec. 
575 V. Pri 23 115 V. Sec 


Spex ial voltagesor request. 


Jetferson 


POWER 


cincUlT 


Transtormers 


113 





You can avoid 


, | ‘HE temperature surrounding mo- 


tor protection equipment is an 


important factor in motor burnouts. 
In order to prevent nuisance stop- 
pages in hot weather, the rating of 
protective equipment is often raised. 
Then, when plant temperature drops, 
protection is inadequate . . . motors 
are more subject to burnout. 

This explains why an ever-increas- 
ing number of plants are standard- 
HEINEMANN Circuit 
Breakers as manual motor controllers. 
Set tripping points of HEINEMANN 
Circuit Breakers are completely in- 
dependent of ambient temperature. 


izing on 


don’t use heat 


~oe USE POWER 


Send for Bulletin 1410. 


motor burnouts 


Circuit 


HEINEMANN 


Breakers provide inverse time delay 


Moreover, 


to permit starting inrush or harmless, 
temporary overloads yet they 
provide the fastest circuit interrup- 
tion available on large overloads, 
stalled rotors, single-phasing or short 
circuits. 

HEINEMANN Circuit Breakers 
operate on a hydraulic-magnetic prin- 
ciple. They do not employ thermal 
elements or heaters. They are avail- 
able with precise ratings to the motor, 
and are provided with time delay 
characteristics especially suited to 
trouble-free motor protection. 





HEINEMANN ELECTRIC CO. 


152 PLUM STREET e 


114 


TRENTON 2, NEW JERSEY 





the manufacture of both lamp parts 
and finished lamps in anticipation of 
sales and inventory needs 

Robert W. Pritchard is manager of 
the order service and warehouse de- 
partment. J. A. Gilsleider manages the 
new production control department. 


General Mills Announces 
Four New Appliances 


MINNEAPOLIS, MINN.—General 
Mills has announced that four new 
home appliances are now in produc 
tion and will be available to consum 
ers early in the fall 

The four appliances are an all-pur 
pose food mixer, all purpose grill- 
waffle baker, an automatic coffee maker 
and automatic deep-fryer cooker 


Expand Production Units 
At American Steel-Wire 


CLEVELAND, OHIO — The pro- 
duction facilities of the American 
Steel and Wire division are being 
modernized and expanded announces 
Walter F. Mumford, president of this 
division of the United Srates Steel 
Corp 

Included will be a combination rod 
mill, billet storage areas and road 
storage areas. It will have a rated ca- 
pacity of 450,000 tons per year com- 
pared to the present equipment, which 
is rated at 313,000 tons a year 


New Appointments Made 
By Compco Corp. 
CHICAGO, ILL 


dent Cr mpco ( orp., announces the ap- 


S. J. Zagel, presi- 


pointment of Larry Wrobel as assistant 
sales manager, electrical division. Mr 
Wrobel, a qualified lighting engineer, 
has been active in electrical division 
sales and previously covered the Mid- 
West territory for the company. 

The territories of Wisconsin, north 





: ee. * 
BERNARD BRAVERMAN is manager 
of Keps Electric Company's lamp de- 
partment. He has been with the Pitts- 
burgh distributor for six years 
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JACK HALL is director of sales of the 
Acme Electric Company lines. of 
standard transformers. Mr. Hall ha 
been with the Cuba, N_Y., firm since 
1947. He has been a field representa 
tive for the company for the last four 
years 





ern Indiana and part of Chicago are 
now covered by “Bud” Field. Southern 
Illinois and eastern Missouri are cov 
ered by Bill Custer, St. Louis, Mo 


G.E. Integral Motors 
Ready By Late Fall 

SCHENECTADY, N. Y.—General 
Electric has announced that it will 
build polyphase motors with the new 
frame standards recently approved by 
the National Electrical Manufacturers 
Assn 

It is estimated that the new 182 and 
184 frame polyphase motors designs 
will be completed and samples avail 
able by late fall. Larger frames will be 
made available at later dates. Quantity 
production of the new motors will fol 
low shortly after the availability of 
samples 


Eastern Tube & Tool 
Changes To Ettco 


NEW YORK, N. Y.—The Easter) 
Tube & Tool Corporation has changed 
its name to Ettco Wire & Cable Cor 
poration. General offices of the firm, 
founded in 1907, are located at 
Onderdonk Ave., Brooklyn 37, N. Y 

The officers of the company are 
E. J. Schneider, president; Irving G 
Trattler, executive vice president; 
Charles Trattler, vice president; and 
E. F. Schneider, vice president 


Safety Enemy No. 1 
Is Mishandling 
PITTSBURGH, PA.—Mishandling 


was proclaimed safety enemy No. | 
of American Industry by R. C. Sollen 
berger, executive vice-president of the 
Conveyor Equipment Manufacturers 
Assn 

He noted thar lifting accidents ac 
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_ ARMORED 
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CABLE CLIPS 
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esi wire 


“Latrobe” Floor Boxes and Wir- 
ing Specialties are designed for 
quick, easy installation and supe- 
rior performance. Stripped of 
frills and complex assembly, 
“Latrobe” Products do _ their 
job smoothly and economically. 


All adjustable boxes are now 
equipped with a positive bond 
which makes them completely 
fire proof. 


No. 110 

Watertight 

Floor Box 

Unique, practical design 
cuts installation time 
mokes safer job and leaves 
more wire space inside box 
Cover plate is 31% in 


Keystone 
Fish Wire 


Ten sizes—for lightest 
work to heaviest power 
wiring. 100, 150, and 
200 foot coils 


Insulator Supports 
Fasten porcelain or glass insu 
lotors to steel framework with 
out punching holes. 4 sizes 
1 1M”, 2” and 2% 


We are equipped to design and furnish 
special requirements on short notice. Send 
your blue prints or rough sketches 


Write for complete catalog 
and price list 


Pullman Manufacturing Co. 
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SAVES BOTH CIRCUIT ail CUSTOMER 
(FOR 120/208 VOLT AC OR 125/250 VOLT DC NETWORKS) 


POSITIVE PROTECTION AGAINST SUPERCURRENTS 

Low voltage AC and DC networks give large utilities and their customers greater 
continuity of service and easy expansion of their systems. The only drawback to 
this type of network is the constant threat of danger from heavy short-circuit or 
fault currents. Shawmut’s new FORM 208 Amp-trap eliminates this danger from 
these circuits. On actual test, its amazingly fast “chop-off” stops a short-circuit 
even before it reaches the peak of its first % cycle — even if the available peak current 
could reach 560,000 Amps! It anticipates and prevents the destructive build-up 
of heavy fault currents so dangerous to office buildings, stores, hospitals, theatres, 
schools, etc. FORM 208 saves both circuit and customers. 


USES & SPECIFICATIONS 

Amp-trap FORM 208 is made for Entrance Switch Service, Underground Net- 
work Conductors, pep yee & Pane Iboards and other applications. It is built 
in Ampere ratings of 1000, 1200, 1600, 2000, 2500, 3000, 4000 and 5000 for En- 
trance Switch Service and for cable sizes from 4/0 to 1000 MCM. It runs “cool” 
and carries 100% of its rating with temperature rises less than those recommended 
in the Underwriters’ Laboratories Standards for Fuses. The watt (power) loss is 
probably lower than for any other over-current protective device. Hence it may safely 
be installed in vaults and steel enclosures and subjected to long continued loads. 


LOW IN COST —- EASY TO INSTALL 


FORM 208 Amp-traps clear fault currents long before | 
they can burn or wreck bus bars and switch gear. Yet they 208 
are small in size, low in cost and easy to apply. They have WITH TUBULAR TERMINALS 


a variety of mountings for flat, bus or tubular connectors. 
ce ta ‘a 
Bc (2 


Adapters can be supplied for switch cubicles now equipped 
with copper or aluminum alloy links. FORM 208 is the 
“little brother” of the famous FORM 600 Amp-trap which 
has long been used so successfully on 600 volt circuits. 
Write today and find out about FORM 208 at once. 


Copyright 1953 The Chase-Shawmut Co. 
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count for 85 per cent of all disabling 
injuries in the mishandling of mate- 
rials and that fatigue is an important 
factor in a high accident rate. Mech- 
anization which reduces heavy physical 
labor, says Mr. Sollenberger, im- 
proves the safety record 

“You never saw a crane with 
smashed fingers, a fork-truck with a 
hernia or a conveyor with a sprained 
back. When you install the right 
materials handling equipment you in- 
stall safety 


Revise Standard For 
Street, Highway Lights 

NEW YORK, N.Y.—In an effort 
to reduce night auto traffic fatalities, 
an American Standard for street and 
highway lighting has been revised and 
improved, announces the American 
Standards Association. 

Limited visibility, according to traf- 
fic authorities is largely responsible for 
an increased ratio of night auto deaths, 
almost three times greater than in the 
day. National Safety Council figures for 
1950 indicate the motor vehicle death 
rate per billion vehicle miles is 14 at 
night, compared with five during the 
day. 

The standard is intended as a guide 
to those planning and installing light- 
ing on public thoroughfares. The Illu- 
minating Engineering Society is the 
authority for the new standard. It was 
developed by the society's street and 
highway lighting committee represent- 
ing state and local public officials, rep- 
resentatives of lighting equipment sup- 
pliers, those who provide electrical en- 
ergy and other interested persons. 
Standard Practice for 
Street and Highway Lighting,” is the 


Ceo 


“American 





IN ATTENDANCE at a three day sales 
conference of the Remington Air Con 
ditioning Corp., were four associates 
of the W. H. Lassiter Sales Co., manu- 
facturers representatives, Richmond, 
Va. (L. to r.) W. Lecil Henderson 
and j. B. Hurt, Jr f the Charlotte 
office; Harold L. Rush and W. H 
(Tip) Lassiter, |r f the Richmond 
office 
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JACK McHUGH was recently appoint 
ed sales manager, appliance division, 
Efengee Electrical Supply Co., Inc., 
Chicago, II|. He has been in the utility 
business for 18 years; most recently 
as district sales supervisor for the Pub 
lic Service Company northern divi 
ion, which is part f the Common 


wealth Ed yn Sy tem 





official title. Included are the latest de 


velopments in lighting and it takes 
into consideration the change in auto 
traffic conditions during the past six 
years 

Covered in the 19534 standard are 
classifications of streets and highways, 
classifications of light distributions, a 
discussion on the design of street and 
highway lighting and conditions re- 
quiring special consideration. Tables 
and pictorial presentations aid in clari 
fying the technical data 

There has been no change in the 
illumination levels recommended but 
notes have been added to aid in the 
interpretation. The section on tree 
trimming has been expanded 

Copies of the standard will be avail- 
able soon from the American Stand 
ards Association, 70 East 45 St., New 
York, N.Y., and the IJuminating Engi 
neering Society, 1860 Broadway, New 


York 23, N.Y 


Naysmith Resigns Post 
At The Miller Company 
MERIDEN, CONN.—S. R. Nay- 


smith has resigned his position as vice 


president in charge of engineering of 
The Miller Company's illuminating 
division 

Mr. Naysmith has been associated 
with the company for 28 years. He was 
elected vice president in 1942. He has 


not announced his future plans 


Ender, Monarch Merge 
NEW YORK, N. Y.—The Ender 
Mfg. Corp., formerly of 260 West Sr., 
and the Monarch Lighting Fixture 
Corp., formerly of 442 E. 166th St 
have merged. The new company, op 
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beauty of 
simplicity. ... 
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PEER-LITE 


MODERN AS TOMORROW IN DESIGN AND LIGHTING EFFECT 


PEER-LITE with GroteLite - 


@ truly beautiful team 


*U. S. & Can, Pats. Pend. 
Trademark Registered 


peer-tite fixtures offer great flexibility. 
Patrern Planning is unlimited —you can form 
T, H, O, +,I...any design you wish. 
peer-tite has 20% uplight. Top plates for 
100% downlight can be provided. Luminous 
side panels add beauty and comfort. 


For 2, 3 or 4 lamps—4' or 8' long. 


SEE HOW VERSATILE PEER-LITE IS: 


Any louver or glass diffuser you may 
wish can be supplied: GrateLite*, eggcrate, 
Albalite, Flutex, Optilux, also 

prismatic lens bottoms. 


EGGCRATE LOUVER ALBALITE GLASS 


Write today on your letterhead 
for our folder 900-G. 


ST. LOUIS 3, MISSOURI 





erating under the name of Ender- 
Monarch Corp., is located in West- 
bury, L. L, N. Y. Officers of the new 
corporation are: Nathan Miller, prest- 
dent; Jules Levenstein, vice president; 
Lewis Grenadier, treasurer; and Abad 


Grange, secretary 


FO EF Wesco Names Gischel 

R OVER 30 YEARS... | consumer General Mgr. 
NEW YORK, N. Y.—Clyde S$ 
EAGLE has made quality products for sale through Gischel, veteran sales executive with 


wholesalers only. Whether it is a receptacle, switch, the Firestone Tire and Rubber Co., has 


. ~ ) ( y é anage t 
wall plate or fuse . . . you have them all in the been appointed general manager o 


EAGLE line of 1400 items. 


consumer products for the Westing 


house Electric Supply Company 

© He will be responsible for consumer 
product sales in the company’s 17 dis- 

a Y tricts and 112 branch offices across the 


country. Mr. Gischel will report di- 


THE ONLY COMBINATION | rectly to J. F. Myers, president, at 40 
RECEPTACLE with a “Tt SLOT! | 




















CAT. NO 798 


e A full 10 amp. = rated switch. Clyde S. Gischel 


= 
out, ; ; 
e Large head heavy screws—backed Wall St., New York City. Prior to join- 


ready-to-use. ing Wesco, Mr. Gischel was tire sales 





7” manager for Firestone in Akron, Ohio 
e Receptacle contacts are genuine dour : 


He is a graduate of Baltimore Poly- 
hor bronze. é ) 
slot, heavy phosp 


e Heavy construction gives 


technic Institute and has studied at 
Johns Hopkins University. Mr. Gischel 
holds a B.S. degree in electrical engi- 


a lifetime of 


service. 
GLE N 7198 Combination neering from the Carnegie Institute of 
EA 0. - Technology 
Compare “T” Slot Receptacle with any Tec hn logy 
Switch and —— Wesco also announces that Charles 


Other. You will agree its the best—yet 


costs no more. eastern regional operating manager 
g Sheets No. 798W He will work temporarily out of the 





A. Rivers has been appointed assistant 


ite for Catalo : 
Werte Boston office. Mr. Rivers was New 





England district stores manager 


EAGLE means an organization of trained engineers, CORRECTION 
production experts and experienced factory em- 
ployees, quality-comscious. All EAGLE products are tric Company, New Orleans, La., were 
sturdily built—attractively boxed. Prices are kept newts 

low by 3 modern plants that basically produce all listed incorrectly ~ ELECTR AL 
materials whether plastic, screw shells or screws. | “HOLESALING’s June issue con 
taining the Annual Anniversaries Re 


SOLD THROUGH view. The editors regret that they did 
— TS ge? not have the results of a March 9, 


The officers of the Interstate Elec- 





ONLY 1953 meeting of the company’s board 
of directors, at which time new officers 
EAGLE ELECTRIC MANUFACTURING CO., INC. were elected 


LONG ISLAND CITY 1 * NEW YORK So as to set the record straight, here 
are the names of the present officers of 


Perfection (2 not au stccident the Interstate Electric Company: W 
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D. Bennett, Jr., president, Charles 
Sullivan, vice president in charge of 
major appliances; L. J. Oliver, vice 
president in charge of the electrical 
division; E. D. Conway, vice president 
in charge of associate stores; Hans 
Kuttner, vice president in charge of 
operations; Elvin Breaud, vice presi 
dent and secretary; Everett Gares, as 
sistant treasurer; and Walter H. Weil 


Jr.. treasurer 





PEOPLE IN THE NEWS | 





Leslie K. Schoenbrod, Electro 
Silv-A-King Corp., heads the 1953 
Chicago area campaign = for — the 
Combined Jewish Appeal Benja- 
min Greenhouse, Edward Anixter 
Charles Weicensang, Harry Scheer 
Arthur Davis, Ed Singer and So! 
Weinress, all prominent in the ele 
trical industry in the Chicago 
have been named as co-chairmen 


this years campaign in that city 


Warren A. Tipton is general sales 
manager of the mechanical goods di 
vision, United States Rubber Co., 
ceeding Walter F. Spoerl. 


Arthur McKinley is general sal 
manager of Keystone Manufacturi 
Company. His headquarters are at th 
general offices, 23328 Sherwood Av 
Centerline, Mich 


Thomas Hayes has been appointed 
light mechanical development man 
ager at the Boston Woven Hose and 
Rubber Co 


Harry C. Hagerty has been elected 
as a director of the Radio Corporation 
of America. He ts financial vice presi 
dent and a director of the Metropol: 


tan Life Insurance Company 


Vinton K. Ulrich has joined rhe 
sales staff of the David Bogen Co 
Inc., New York City electronic equip 
ment manufacturer 


John F. Apsey, Jr., is marketing 
manager for The Black & Decker Mfg 
Co., Towson, Md. G. Ross French 
was appointed advertising manager 
and Robert A. McGrain, was named 
sales promotion manager. The an 
nouncements were made by G. H 
Treslar, vice president in charge of 


sales 


J. S. Thompson, A. A. Browne 
and T. Challoner have been named 


to the board of directors of Federal 


August, 1953—ELECTRICAL WHOLESALING 





1. The “Visualier” . . . the aristocrat 
The "Visualier™ of the Garcy line... long recog- 
nized as the finest in school and 
office lighting. Has illuminated 
sides and 45° x 45° shielding. 
Recommended where the customer 
wants the finest in appearance, 
quality and efficiency 


The “Thin-Panel” . . . graceful 
design and high-quality construc- 
tion at a moderate price . . . ideal 
for stores and offices. Plastic or 
metal side panels, 2-lamp or 4-lamp 
units, fluorescent or slimline 


The “Gar-See-Lite” . . probably 
the lowest priced quality fixture on 
the market today. Most versatile, 
too, with a choice of plastic, illu- 
minated metal or opaque metal 
side panels, 2-lamp or 4-lamp units, 
fluorescent or slimline. 


The ""Gat-See-Lite"” + 


In addition—here are other populor Gercy fixtures) 


for a wide range of lighting applications . . . 








TROFFERS: 1, 2 or 3 
lamp rows; 4, 6 or 8 
ft. lengths. 
giass-bottom, or lens. 


Louvered, 


CIRCULUX: for sil INCANDESCENT Units ADDA STRIP for slim- 
vered bow! lamp. Sur- Swivel display, re line or fluorescent 
face, recessed or pen- cessed, pendant hang lamps. Lengths 18 
dant mounted types ing, and Spot-a-Lites. inches to 96 inches. 

















GARDEN CITY PLATING & MFG. CO. 


aes 


aus tee ! Wise tor Pree Copy Cy 


“hrm 


1740 NORTH ASHLAND AVENUE 


e 
ipmen, 
a 


CHICAGO 22, ILLINOIS 








T f MOST Electric Products Ce The three are 
wo 5 t e respectively, president, general man- 


ager and vice president and secretary 


treasurer of Pacific Electric Manufac 
turing Corp., recently acquired by 


Federal Electric 





Westley J. Tuite, formerly Chi- 
cago district manager for W. H. Brady 
Co., Milwaukee, Wis., has been pro 
moted to general sales manager. His 





headquarters will be in Milwaukee 
Fred C. Kluhsman has been ap 
pointed Chicago district representative 


BELTED with headquarters in Chicago. Joseph 
VENT SET I. Stone, formerly eastern district rep- 


resentative, has been promoted to 
eastern district manager with head 
quarters in Newark, N. J. Paul J. 
Leonard is mideastern district repre 
sentative with headquarters in Phila- 


delph ia 


Frank W. Wehrheim is general 
sales manager of Appleton Electric 
| Company. Since January 1952, Mr 
Wehrheim has been sales manager 0f 
the electrical fittings division. In his 
new position he supervises and co- 


ordinates the sales activities of all di 


This “Buffalo” Belted | visions within the company 
Vent Set is just the 
quiet, efficient fan you need for those Robert 
store, theatre, restaurant and garage manager in the Dallas territory for 
jobs. It’s light and compact. Easy to Anaconda Wire & Cable Co. He had 
mount on any solid framework, in- been with G.E. Supply in Dallas and 
doors or out. Those sheaves can be Fort Worth from 1946 to 1953. Jim 
changed in a few minutes, any time F 
you want more or less capacity. See 
the easy adjusting motor shelf for belt 
takeup. Same dynamic balance in its | 
rotor that makes the biggest “Buffalo” with G.I 
Fans so vibrationless. Better write for since 1944 
Bulletin 3720 for details on this cus- 
tomer-pleaser! Myron Bielat was named to the 
sales staff of The Thomas & Betts 


The New "Diamond Jubilee" NV-BREEZO Company's Chicago office. Billy R. 


Here's a fan you can install easi'y ga. in the largest. The die-stamped 
and get high-capacity, high-efficiency panels are also heavy-gauge. The 
performance either on free air deliv- motor support, of strong, welded 
ery or against 14" to Y2” system wire, is also a motor-side guard. 
pressure! Its specially shaped 4- Note the neat, attractive appearance. 
bladed wheel is the result of many §” t 24” sizes, for continuous re- 
vigincers working on axial flow and ™OVal of air, steam, heat, fumes. 
propeller fans. Extremely sturdy, its WRITE TODAY FOR NEW BUL- 
blades are die-formed of #16 ga. LETIN 3865. Here's a “natural” 
steel in the smallest sizes and #12 profit item! 





T. Shiels, Jr., is district 


Lord and Ray Galenbeck will serve 
as salesmen in Chicago and Seattle 
respectively. Mr. Galenbeck has been 
Supply in Des Moines, Ia., 








e 
5 te. First For & 
= re ; Fans a oe Jae 

BUFFALO FORGE COMPANY ROGER |, DELANDER is Site di 

: 2 - h 1d ‘ trict sales manager of the lighting di- 

214 MORTIMER ST. BUFFALO, NEW YORK labia: ot: Selena Cinch Obata 

PUBLISHERS OF “FAN” ENGINEERING” HANDBOOK inc. He supervises sales in Washina- 

Canadian Blower & Forge Co., Ltd., Kitchener, Ont. Site nudes, Ginnie wed inetiann af 

Sales Representatives in all Principal Cities EER oe Segre inte ; Calif con Mr 

PANEL BREEZO FANS BELTED VENT SETS BELT-AIR FANS Delander has been with Sylvania since 


BREEZ-AIR ATTIC FANS “L” BREEZO FANS NV’ BREEZO FANS 1940 
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JOSEPH L. NOVESKI is national : 

manager for the Sunbeam Lighting 
Co., Los Angeles, Calif. He was last 
associated with the General Electric 
Supply Company as district supply 
sales manager for the | Angeles dis | 
trict. President Philip Freeman made | 





the announcement | 





Connor replaces Hugh Holcombe in 
° . j 
covering the North Carolina area. Mr | 
| 
| 
| 


Connor serves Danville County and 
Edward I. Osborne, Baltimore-Wash- 
ington sales representative, covers | 
Fairfax. County. Samuel S. Jett, Jr., | 
covers the Virginia area except tor | 
Danville and Fairfax counties 


A. F. Franz, president of The 
Colorado Fuel and Iron Corporation 
received the Honorary Degree of Doc 
tor of Commercial Science at the 93rd 


ELECT OUR 
QUALITY FITTINGS 





#901 


Non Metallic 
Connector 


#523 


Entrance 











ATLANTIC CONDUIT 


FITTINGS CO. 
BOSTON, MASS. 
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w J cunn% 60? I 





S SIZES 
"14-600 MCM 


COPPER TUBE AND PRODUCTS, INC. + 


5746 MARIEMONT AVE.« CINCINNATI 27, OHIO & 


te 








he, oe 


with 


VAP-OIL-TITE 


Fouled contacts cause costly 
burnouts and down-time. Use 
VAP-OIL-TITE FITTINGS 
with Plastic Covered Flexible 
Metallic Conduit for Sure Seal- 
ing of wiring on oil, water, dust 
and vapor tite equipment. 
VAP-OIL-TITE’S exclusive 
threaded bushing not only 
insures positive grounding but 
also makes fitting easier to install 


FITTINGS 


because a collar covers metal 
edges making burring unneces- 
sary. Furnished in numerous 
types with body sizes from 
34” to 2”. Write or wire today 
for bulletin /MT-104 giving 
types, sizes and prices. 


SIMPLET ELECTRIC COMPANY 


3600 Potomac Ave., Chicago 51, Mlinois 
1) Park Place * New York 7, New York 





Sug iLLinois 


$ PIN TYPE 


ONE PIECE AND MULTIPART 


Write for NEW Free Insulator Catalog 


INSULATORS 


TRANSMISSION AND 
DISTRIBUTION LINE 


i 
IHinois Pin Type Insulators have an 
established service record on trans- 
mission and distribution power lines. 
For top quality, superior performance 


and long life, specify Illinois! 


ILLINOIS ELECTRIC PORCELAIN CO. 


MACOMB, 


ILLINOIS 





Commencement of St. Bonaventure 
University, St. Bonaventure, N. Y. He 
is also president of the John A Roeb 


ling’s Sons Corporation 


Harry W. Yohey has joined the 
electrical sales agency of Thomas J. 
Fleischer which will henceforth oper 
ate as Fleischer & Yohey, Box 174 
Wynnewood, Pa 


Robert Harrington has joined the 
Orangeburg Manufacturing Co., Inc., 
as director, new products development. 


Donald H. Gardner has been 
named chief incandescent engineer for 
the Duro-Test Corporation. He suc- 
ceeds Herbert A. Anderson who has 


been named commercial engineer 





MANUFACTURERS NAME 
SALES REPRESENTATIVES 





Jersey Specialty Co. Inc., Little Falls, 
N.J., announces the following changes 
in regional representatives. J. K. Rose 
and Co. 2323 W. Devon Ave., 
Chicago, replaces William Hem 
minger, Victor Sales Co., in covering 
eastern Iowa, Wisconsin, Illinois and 


Indiana. James (¢ Trisoliere, U.S 





A Complete Line 


Vulcan makes a complete line of | 
electric soldering tools—Screw Tip, 
the professional tool (9 sizes), 
Pluz Tip, of which all parts are 
replaceable (6 sizes) and Pygmy 
the light weight pencil type for 
delicate work (3 tip sizes). 
And of course, a var- 
iety of electric solder- 
ing pots, glue pots, 
wax melting pots, 
safety soldering tool 
holders and _ other 
articles using electric 
heat. 
Practically every concern, from the | 
one-man shop up, is a prospect 
for one or more Vulcan tools 


VULCAN ELECTRIC CO 
Danvers Q mass. 


TRAOE 
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Sales Co., P.O. Box “D,” Sandy, Utah 


replaces Dick Hyde, Denver, Colo., i 
in covering Wyoming, New Mexico, 


Utah and Colorado. 


Pittsburgh Standard Conduit Co., 
Pittsburgh, Pa., has appointed Gordon 
W. Laursen as agent in New Mexico 
and west Texas. The latter territory 


includes the trading area represented COMING SOON... 
by El Paso A NEW PARAGON 


Utica Drop Forge & Tool Corp., Memory Master 


Utica, N. Y., has appointed Ronald A 


Larsen representative in southern lime Swit 


Texas and Louisiana. Working with 


him will be Cal Slocum, special as HEADED STRAIGHT FOR 
ee an tee Seem THE PROFIT BULLSEYE 


Solar Light Manufacturing Co., 
Chicago, Ill, has appointed Frank X 
Chassaing, 3401 LaBranch, Houston 
as sales representative for the state of Feratt RE for feature, the great, new Paragon 3000 series time 
Texas. Mr. Chassaing was vice presi switches are the most advanced time controls ever offered 
anywhere. And best of all... they'll sell at the same low price 


. ; ; as the job-proved 300 series. 
for Southern Electric Supply Com Wait! 


dent in charge of the lighting division 


ee Don’t buy any “on” or “off” time switches until you see 
pany, Houston, Tex the big announcement in the September issue of this magazine. 


Sterling Engineering Co., Laconia PARAGON ELECTRIC COMPANY 
N. H., has appointed two manufac 

' 12th ST IVER IN 
turers representatives. Sam S$. Dewson RAB nn TWO StVERS, WIscOws 


with headquarters at the American e THE SWITCH THAT REMEMBERS AND LETS YOU FORGET 
S1053 





Machine & Foundry Company's branch 





CLAMP... LOCK KeH 


YOUR CONNECTIONS “ae 





This 


SWIVEL U-BOLT 
CONNECTOR 


is designed to do just that... 


No Removable Parts 


Easily and Speedily 
Installed 


Sturdily Constructed 


in signals and systems 


Your customers want the best there 
push button to 
ystem. For more 
ay has supplied 


is—from a simple 
a comple x signal s 
than 77 years Farad 
home and industry with the finest 
os Goins tins + ts ose : electrical equipment. Consult your 


85% Copper Alloy © Ample Strength electrical wholesaler for de tails on 
High Conductivity © Unaffected by Vibration 
Moisture Resistant ‘ a 
; UNI-PACT BELL 
Sizes Up to 1,000,000 CM. #2000 


Approved by Engineers f 
Specify K&H for YOUR Next Job HOLTZER-CABOT FARADAY STANLEY & PATTERSON 


For More Details, Sizes and Prices 


WRITE FOR CATALOG 5LC 


the complete Faraday line. 





tele) biel tis) bisem a4 


aeoecrn « NUSETEEE SPERTI FARADAY INC. soran, mice. 


236 VINE ST. * CINCINNATI 2, OHIO BELLS - BUZZERS HORNS © CHIMES - VISUAL AND AUDIBLE PAGING DEVICES AND SYSTEMS 
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EASY TO INSTALL... 
BUILT TO BE FORGOTTEN 


Reliance Time Controls 














© Heavy, 


® Ground 


©@ Minimum of working parts 


brass cut gears and steel pinions 


and polished steel shafts 


© 30 Ampere capacity at 125/250 volts 


© Accurate, dependable circuit control 





matically 





MODEL “W” ASTRONOMIC 


The Reliance Astronomic time switch has these 
advantages over standard switches. It auto- 


daily to correspond with changes in sunset time 
Eliminat anual tt 
es manual resetting MODEL we" SWITCH 


TIME SWITCH 


advances or retires the “ON” trip 








switches in 





Engineering 
representatives 

in principal cities 

are available to 
assist in specifications. 


TYPE W-33 time switch, with special 2 circuit control is equal to two single pole time 


one. It will control two separate circuits independently or simultaneously by 


setting trippers to desired schedule. Provides 8 different combinations of two-circuit 
control, or operates as a double pole, single throw switch. 


RELIANCE AUTOMATIC LIGHTING COMPANY 
1911 Mead St. Racine, Wis. 


Interior Fire Alarm Systems 


coded and non-code types 


Complete reliability is the one thing we demand from a 
fire alarm system. Therefore, when ordering Interior Fire Alarm Systems, be 
sure to specify equipment (control panels, stations, and fire alarm bells) 
produced by Signal Engineering & Manufacturing Co., the originators 

of A-C Fire Alarm Systems. 


Both coded and non-code types are available in various arrange- 
ments depending on type of building or establishment. Although 
Interior Fire Alarm Systems are intended primarily for warning 
occupants of a building, they can be connected into a munici- 
pal system. 
Write for Bulletin FA-5 


FIRE ALARM 


wih SIGNAL 


+ WE + 











office at 520 N. Dearborn St., Chicago, 
will serve the Chicago area and parts 
of Illinois, Indiana, Michigan and 
Wisconsin. J]. O. Schmitz, with head- 
quarters in the Porter Building, 34th 
St. and Broadway, Kansas City, will 
serve Missouri, Kansas and Nebraska. 





OBITUARIES 











F. M. Bernardin 


Frank M. Bernardin, an honorary 
life member of the N.A.E.D., died sud 
denly at his home in Kansas City, Mo., 
on June 16th. He was 85 years of age. 

Mr. Bernardin was born in Fort 
Scott, Kan., three years after the end 
of the Civil War. The Indian wars 
were still being fought as he grew up 
and went to school in Kansas. Frank 
Bernardin’s first job was in a railroad 


freight office. It was while acting as a 


Frank M. Bernardin 


purchasing agent for a horse car com 
pany that he first came into contact 
with electrical items. The company for 
which he worked began electrification 
of some of its lines about 1889. In 
July of 1897, together with E. R 
Royer, Frank Bernardin organized the 
B-R Electric Company with a capital 
of $4,000. In 1900 he incorporated 
the Kansas City Telephone Manutfac 
turing Company, in which officers of 
B-R held controlling interest 


—WANTED 


REPRESENTATIVES 
and DISTRIBUTORS 


for National Home Safety Award-Winning 


RADIANT CERAMIC HEATER 


Outstanding product in the field now of- 
fers appointments as sales representatives 
to men calling on Electrical or Heating 
Wholesalers. All distributors, dealers and 
jsalesmen will be backed by an intensive 
sales promotion program. Jobber and 
Wholesaler inquiries invited. Write: 


M. L. Martin, Natl. Sales Mgar., 


HEATMORE, Inc. 
738 Broadway, New York City 
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Three years later this company was 
consolidated with the B-R_ Electric 
Company. Mr. Bernardin became pres- 
ident, a position he held until 1926. In 
April of that year the General Electric 
Company purchased B-R and the oper 


ation became a unit of the General 


Electric Supply Corporation. Mr me C onnectors 
a 


Bernardin continued as district man 
ager until his retirement in February i | Fo r 
1936. i] ig . | li 
Frank Bernardin was an active sup- - / conomica Q ua ity 
porter and participant in N.A.E.D 
programs from its original meeting in 
1908. He was also extremely active in 
civic affairs. At one time he was vice 
president of the Kansas City Club, i = v= 
president of the Blue Hills Country ; JUMPER CLAMPS 
Club, a member of the Mission Hills il . Unique construction § eliminotes 
Country Club and the Automobile TY | TWO BOLT CLAMPS we ie te . . 2 

} 7 . ; ] , Ideal for heavy duty indoor and b-. M.., t-. &.. ay 
Club of Kansas City. Besides main | outdoor connections, tops ond ond copper to copper ; 
. | dead ends. Will withstand over 
taining interests in other busine sses, mee loads, vibration stress and cor- 

j rosion Equipped with rubber 
Mr. Bernardin was also a director of “ho hnhbae te SPLIT BOLT 
: > . and with Shakeproof lock wash | 

the Guaranty Trust Cx mpany ot ers. May be ordered plated for CONNECTORS 
Kansas City aluminum, with spacer washer, or + 


with one long bolt to permit use 
without taking clamp opart 


Extra strength ond 
die-cut threads _ 
mit re-use Three 
styles available in 


Norman Brush yp aauy vies 


Norman Brush, Philadelphia district | hens: WRITE FOR CATALOG 
manager for Murray Manufacturing } Heats NG ‘arr Ged Wien 
Corp., Brooklyn, N. Y., died suddenly 
: z ELECTRICAL FITTINGS FOR WIRE AND CABLE 
on June 4th. He had held his position 








with the company since 1936 





Millions of Steel 


IFFY GLIPS 


Serving the Electrical Industry | J A C 4 S 0 N 


UNITS. ARE RIGHT 


¢ Good Service: 
Spec | ¢ Good Profits 


MINERALLAC mao? «2800-2803 
STRAPS, BUSHINGS weanrgon 4 oo 
, Z Sockets 
LZ o _ $20! , 






































Expert design, choice Smoll 
materials and con- Adlucteble 
trelled manufacture FLOODLIGHT 
bave built ‘‘top-service Y : 
end longest life” inte Industrial Plants vee Farms ven ‘ D eastecostet 
wl Rural Electrification —Gom mercies 
delties. That's why the elec- - % for permanent 
trical industry ‘‘prefers Miner- Wf The Jackson line affords the wholesaler a de- .: or tom porary 
allec’”... in steel and Everdur for y pendable source for prompt service, good quoal- : Heavy gauge 
banging pipe, conduit, BX cable, etc. ity, and excellent returns. Jackson is a good, ' ae Ae Re 
fast-selling line-—check into the sales oppor- = ish—7-'," and 10 


Send for new literature and prices. tte dia. ref.—durable 
tunities today teugh, weatherproof 


MINERALLAC ELECTRIC COMPANY Marie Universal “adjustment 
j i on any flat sur 

25 North Peoria Street— Chicago 7, Iinols Manufacturers of Reflectors, Yardlights, ath ae te a oo. 

Vaporproof Units, Weatherproof Sockets box. Approved 6 foot cord and plug. 


MINERALLAC| sc EEO 





CHICAGO 7, ILLINOIS 
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Your Customers 


Save Men-hours 


get Correct 3-Phase Connections— 
with the 


KNOpPP 


Phase Sequence 


Indicator 
They push the Button and E‘ectrical Facilities Inc., technical electric equip- 


ment manufacture:s of 25 years’ experience. This 


SEE the Sequence indicator has a laminated 


bokelite housing and no 
exposed metal parts 
60 to 600 Vv. It is built for complete 


sofety. Fully insulated ciips 

To sell more Knopp Phase Sequence Indicators, can remain attached be 
tell your trade they just clip on its leads, push tween tests as safety push 
the safety button and they are su-e whether the button permits indication 
phase sequence is A-B-C or C-B-A only when needed. Weigh 

This new model K-3 Knopp Phase Sequence ing but 21 oz., the Knopp 
Indicator, like the previous models, shows phase Phase Sequence Indicator 
sequence by direction of disc rotation rather than is small and easy to carry 
by lamps. Gives correct indication regardless of Price $29.25; leather car 
voltage orf circuit conditions without changing rying case, $5.85 addition N 
taps or dials. It protects equipment and assures al Order this improved Voltage Testers 
properly connected polyphase wiring; all voltages Model K-3 today or write have Patented Prod- 
between 60 and 600, 3 phase, 3 wire, 25-60 for complete description Mount and Many Safety 
cycles. May be used on frequencies up to 400 gag had a 
cycles on the higher voltages penta a Write BF 


Bulletin No. 425. 
Light Weight, Compact, Small 
It stonds up under rough field use and gives ELECTRICAL FACILITIES INC. 


accurate and reliable service. It is made by 4283 Holden Street, Oakland 8, California 








WATERTIGHT 
CONNECTORS 


give you real protection 
where you need it 


An engineered product — 
AE ite the M&W Standard Water- 
Brroee 4,AFTER tight Service Entrance Cable 
adapts ct Connector. All sizes avail- 
able for %4", 1” of 1%” 

Hubs or Sockets. 


Featuring Long-Life 
Neoprene bushing 


; Me. 3 @ longer-lasting watertight cable service is 
assured with M&W, the easy-to-use connectors with the tapered bushing. 
They hug the cable, form a positive watertight joint that gives depend- 
able, trouble-free service. Note the rugged castings, clean-cut threads, 
simple two-screw compression flange. A real time-saver, used by leading 
contractors. Write for Catalog No. 53 today 


Non-Watertight Connectors — Ground Clamps — Service Entrance 
Kits — Service Entrance Caps, Straps and Sill Plates — BX and 
Romex Connectors 


Octinhgflings 


The M. & W. ELECTRIC MFG. CO., Inc. 


EAST PALESTINE, OHIO 





David Eisenstat 


David Eisenstat, wire connector 
manufacturer and general sales agent, 
Producto Electric Co., New York City, 
died on July 19th after a brief illness 


Charles M. Ellis 


Charles M. Ellis, 45, secretary of 
the Wehle Electric Company, Buffalo, 
N. Y., died on July Ist 

Mr. Ellis had been with the firm 
since 1946, beginning as credit man- 
ager and accountant. About three 
years ago he was promoted to secre- 
tary, in addition to his position as 
credit manager. Mr. Ellis was also in 
charge of the company’s main office at 
{75 Ellicott St. He was born in Ilion, 
N. Y., and was educated at Ilion High 
School and Plattsburg Normal Col- 
lege. Mr. Ellis held a master’s degree 
from Syracuse University 


H. S. Myers 


Harry S. Myers, president of the 
Michigan Chandelier Co., from 1930 
to 1951, died on July 2nd. He had 
been treasurer of the company for the 


past two years 


J. E. North 


J. E. (Jack) North, 69, long asso 
ciated with the Electrical League of 
Cleveland died on July Ist. He was 
retired general sales manager of the 
Cleveland Electric Illuminating Co 

Mr. North joined the company’s 
sales force in 1919 and became general 
sales manager in 1943, retiring six 
years later. He was elected president of 
the Electrical League of Cleveland in 
1922 and held that office for the next 
26 years. Mr. North was instrumental 
in founding the National Association 
of Electrical Leagues in 1937 and was 


its first president. He was also active 








SODERING 
BRAZING 
WELDING 


L. B. ALLEN CO., Inc. 
6701 BRYN MAWR AVE. 
CHICAGO 314, ILL. 
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THE NEW No. 420 


asa Nel LOCK 


REG.U & PAT.OF 


PLIER 


TRACE mann 


+ A (Oc Ki) " J he) » mt 
‘slipping under any load. 2%. New 
| type wide base lugs cannot shear. 
3. New nose design for gripping 
small objects. 4. Patented design 
of tension edge eliminates stress 
concentration at channels. 5. New 
interlocking design minimizes 
stress on joint bolt., 6. Precision 
| machined interlocking surfaces re- 
jsult in perfect fit, distributing 
| pressure evenly. 7. ‘‘Rite Angle’ 
| teeth guarantee maximum bite 
| and minimum wear. 


| Here is a plier that will last for 
|years! Channellock Pliers— made 
only by Champion DeArment Tool 
Co., Meadville, Pa. 


Send for your Catalog today. 
Channellock pliers are listed in 


the Yellow Pages of most Tele 
phone Directoriesunder ‘Tools 


CHAMPION DeARMENT makes 


CHAMPION DeARMENT TOOL CO © MEADVILLE, PA. 
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In various civic and welfare organiza 


tions in Cleveland 


Davis H. Tuck 
Davis H 


with the Holophane Co., Inc 
1917, died on July Sth, at 
Redding Ridge 

Mr. Tuck was a director of the com 
chiet 


/ 


Tuck, who was associates 
SINCE 
his home in 
Conn 

electrica 


pany and until 19 


engineer. For the last two years he 


was active on a consultant basis 





ASSOCIATION NEWS 











Club 


ber 


DALLAS—The Dallas Electric 
will resume its meetings on Septem 
14. The club unanimously endorsed a 


program of the motion picture indus 
try of Texas to provide funds for dis 
Waco and San A | 


MNLCIO 


aster relief at 


CHICAGO—A Home Freezer Show 
sponsored by the Electric Association 
is now underway Edison Build 
ing, 140 South Dearborn St. The show 


in the 


which began July 27, will end or 


September 7. In addition to distribu 


} 


tors of brand name freezers, frozen 


{fo ds and freezer packagin ’ firms are 
participating. J. E. Shelton, of Crosley 
Avco Mtg. Corp 


the freezer committee 


is Chairman of 
which planne 


the show 


KANSAS CITY—Jack Boring 
Boring’s K. C. Appliance Co., 
elected by the board of 
The Electric Association § of 
City to replace K. G 
president, electrical appli: 


division 


direct 


Gillespic 


LITTLI Passaic 
County 
membership of 181. This is about 50 
goal for 1954. The 


will meet again in September 


FALLS, N. ].—Th« 
Electrical League now has 
per cent of their 


league 


Established *& 


ip west 


COVERAGE 


For Manufacturers of Electrical Products 
Four Salesmen 
8000 Sq. Ft. Ground Floor Warehouse 
Truck-load Dock Facilities 
nt ELECTRIC 
SALES, INC 
2323 W. 18TH STREET 
CHICAGO 8. ILL 





| 
| 
| 
| 
| 









































Be ready to give your 
customers the BEST: 


CLIFTON 
E.M.T. 


When you sell CLIFTON E.M.T. 
you sell the best electrical met- 
allic tubing on the market— 
because CLIFTON E.M.T. has 
double the zinc protection of 
ordinary makes. And CLIFTON 
E.M.T. will not flake or chip. 
because it is hot-dipped galvan- 
ized by a special process which 
bonds the zinc coating to the 
steel tubing. 


Ample Supply 


CLIFTON E.M.T. is available for 
immediate shipment. You can 
get all you need to meet any 
demands. 

OTHER CLIFTON PRODUCTS 
include Rigid Conduit, Flexible 
Steel Conduit. Armored Cable 
and Pierceway Plastic Duct Wir- 
ing Systems. 

Listed by 
Underwriters Laboratories. Inc. 


DISTRIBUTORS—A limited num- 
ber of distributorships are avail- 
able. Write for full details. 


WE MAKE NO BONES 
ABOUT IT... 


“CLIFTON PRODUCTS 
ARE THE BEST 
IN THEIR FIELD 


CLIFTON 


CONDUIT CO., Inc. 


General Offices 
75 Montgomery S¢ 
Jersey City 2, NW J 


Factory Baltimore, Md 








Whether It’s 
dollar ¥ 


servic 


UNIVERSAL) 


PORCELAIN 
INSULATORS 


Fit all your customers needs 


glue 
e yalue 
of 


Universal Insulators have uniform 
density of body, high dielectric and 
physical strength, resistance to tem- 
perature extremes, moisture, fumes, 
smoke and most acids. Here are 
the insulators that put Quality First. 











~~ UNIVERSAL 
8) 


CLAY PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 





NEW LITERATURE 








Power Tools—Portable power tools 
are described in a ‘new booklet. Some 
products described are electronmag- 
hammers and hammer drills, 
drills, 
ners and sanders. The catalog is pub 
Homer City, Pa 


netic 


electric screwdrivers, nut run- 


lished by Syntron Co., 


The 


corrosive attack on copper and copper 


Copper Corrosion nature of 
alloys is discussed in a 28 page study 
which explains the chemical and phys 
ical nature of the attack in its various 
forms. Included is a tabulation indicat 
ing the relative corrosive resistance of 
the principal types of copper and cop- 
per base alloys when in contact with 
1843 different corroding agents. The 
booklet Ameri 
can Brass Co 


is available from the 


Waterbury 20, Conn 


Incandescent Lighting—Clear line 
drawings and photographs portray the 


developments mn incandescent 


60 page 
may be obtained from 


I nglewood N | 


latest 


lighting. A catalog, which 


tells the story 


Kurt Versen Co 


Diameter of the 
Ig in., 


Rheostats 
rheostat 1s 


Power 
25-watt power 
and it measures 13% in. deep. Unit is 
vitreous wire-wound, has a resistance 
range of 1 ohm to 2,500 ohms and is 
equipped with the patented hinged 
which assures constant 


P. R. Mallory & Co., 


Indianapolis 6, Ind 


contact arm 


contact: pressure 
Inc., 


Transformer Distribution trans 


former trends are described in a new 


booklet. It gives a composite look at 
what power companies have done in 


their expansion programs and dis 


closes some nationwide trends in dis 


tribution Highlighted are 


prac tices 


such items as the overload indicator, 











1458 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 





Chetf Adjustment ic 


O/facter 


with Equipto 
‘ron-Grip Steel Shelving 


Exclugive Ctud 
eliminatee nuts, bolte 


SP 
and fools SF ‘ 


the stud to form the y | 4 
tightest and srongest of # At 
grips An exclusive “1 
quipto feat 


X 
keyhole & 


in the 
taper on 


i? ~ 
u 











permits 
n1ll4 
with 
S$ user 
he shelv 

And 
complete 


tf any time 


; immed 

n all sizes 

or without 
rawers, or label 
tree catalog 


only 


Division of Aurora Equipment Co 
695 Prairie Avenue, Aurora, Illinois 


Manufocturers of 


steel shelving parts bins drawer units 
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who wants a 
misina th: a 


/ supply all of your 
customers’ needs with 
ane complete line of | 
| matched contemporary 
a wall plates =| 
€> 
Ye <3 


simplifies your book 
paperwork 


ONE PURCHASE ORDER 
takes care of all your 
wall plate requirement keeping and 





ONE COMPLETE LINE 
Plastic, Brass, Stainless 
Steel. Every ~. a 
combination ry Bee 
usual plates not found 
elsewhere 


COMPLETE CATALOG 


52 pages of useful tables 
and pricing information. 


* SIERRA ELECTRIC AND 
* MANUFACTURING CO. 


544 East Thirty First Street 
Los Angeles 11, California 


Wa 
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| Corp., 


typical 


| lightning 


offered by 
| Corp., 


| controls for domestic 


| the G.I 


} tions 





the type LR breaker 
arrester, the 


tank 


an expulsion-ty pe 
three-phase 
seals and 


transformer, positive 


| low voltage bushings. The booklet is 


Westinghouse — Electric 


Pittsburgh 30, Pa 
Oil Automatic 
oil burners are 


Burner Controls — 


described in a 22-page, two-color bul 


letin. In addition to applications 


specifications and other information, 
automatic heating control ex 


change plan is also explained. Copies 


| may be secured from the General Ele« 


tric Co., Schenectady 5, N. ¥ 


Iwo bulletins are 
One 
gives information on features and uses 
ot the 
layouts illustrating the way in which 


Bus Duct— 


tor safety switches and bus duct 


Switch, 


bus duct along with sample 


| fittings are used to simplify installa 


The bulletins are published by 


| the BullDog Electric Products Co., De 


troit 42, Mich 


Electrical Fitt ings— Solderless 


connectors and specialized electrical 


wire 


fittings are described in a 16-page cat 
Included are specifications, di 
applications and ordering 
The booklet is available 
Buchanan Electrical 


Hillside, N. J 


alog 
mensions, 
information 


from Products 


Electron Tubes—An educational pic 


ture booklet is for use as a visual aid 


for instruction in schools. The tubes 


be yoklet 


metal and 


“dissected” in the include 


glass, miniature 


tubes; a subminiature triode; 


tron; a high-voltage rectifier; a power 


triode; super-power triode; 


picture tubes; studio and industrial 


types of television camera tubes 


pencil-type tubes; and multiplier pho 





A credit service — national in scope — 
specializing in the Electrical Industry 


ELECTRIC AL creorr‘sueeas, in. 





a thyra- | 


television 














READY NOW... 


your 1953 
CHRISTMAS DECORATIVE 
LIGHTING CATALOG 


& A colorful presentation of 
the most colorful line ever! 
Packed with 
“MILLER FIRSTS 
the way to record sales this 


new, exciting 


to point 


year! 

Unique, gay, creative ideas 
planned for maximum eye- 
appeal, buy-appeal and 
bigger profits for YOU 


Write for your copy today: 


Dept. B, Miller Electric Co., 
120 Main St., Pawtucket, R.1. 


MILLER ELECTRIC CO. 





|: Lele}-) mp7 .1 5 3) 
WITH GREENLEE 
TIMESAVING TOOLS 
FOR ELECTRICIANS 


HYDRAULIC BENDERS 
FOR CONDUIT, PIPE 
Quickly produc c 
bends right on the job. 
With a Greener 
Bender one man in 
but a few minutes 
makes smooth, accu 
rate bends in pipe and 
conduit up to §”. 
Compact, portable 

. Saves hours, 
saves materials. 


r 
——_ 


HAND mom” 

FOR TUBING, PIPE, 

CONDUIT 

Quickly form small- 

radius bends without 

flattening or kinking. 

Especially designed to 

make neat bends for 

sharp corners, nooks and other close 
quarters. Saves up to 75% in time 


and materials on many jobs 


HYDRAULIC 

KNOCKOUT PUNCH 

DRIVER 

Portable hydraulic unit 

for driving Greenver 

Knockout Punches. 

Speeds jobs. easily 

operated Develops over 
11 tons of pressure so that conduit openings 


are cut in 10-gauge metal with ease. 
CABLE PULLER | 


AND BORING | 
TOOLS 

Specifically de- 

signed to save 

time, speed MS cc 

eliminate tedious, heavy 

work. Companion tools to 

many other Greeniee timesavers for the 

electrician. 


chEEMiee 


Write for new Electrical Tool Folder, Greenlee 
Tool Co., 1848 Columbia Ave., Rockford, Ill 


KNOCKOUT PUNCHES 

AND CUTTERS 

For fast, easy enlarging of 
knockouts and cutting of 
holes in metal boxes, cabi- 
nets, panels. Various sizes 
and models for making open- 
ings for conduit sizes trom 
V4” up to 3!9". To operate, 
simply turn with a wrench. 


soosour 


@ 


130 


| Starters are 


ot special 


totube. The book can be obtained, for 
i slight fee, from the commercial en- 
gineering dept., RCA Tube dept., Har- 


rison, N. J 


-A guide to providing ad 
lighting for 
tasks in industry titled 


Lighting 
ditional critical 


‘Recommended 


seeing 


Practice For Supplementary Lighting 


has just been made available. It deals 
primarily with critical seeing tasks in 
volved in fabrication and inspection 
for manufacturing processes and rec 
ommends lighting which supplements 
lighting systems. Copies 
may be obtained, for a small fee, from 
the Publications Office, Hluminating 


L860 Broadway. 


the general 


Engineering Society, 
New York 23, N. Y 


Motor —Combination motor 
bul 


various Cy pes are 


Starters 
described in a new 
letin. Photos of the 


included with detail drawings 


The 


Electric 


along 
bulletin is 
Prod 
1429 


features 
published by Federal 
industrial controls div = 


Hartford 6, Conn 


ucts Co., 
Park St., 





POCKET SIZE wiring data and weight 
designed to help 
power cable, fiexible 
fixture and motor wiring prob- 
lems. Hatfield Wire G Cable division 
of Continental Copper G Steel Indus- 
Hillside, N. J 


computer is solve 
building wire, 


cord, 


tries, Inc., 





FLEISCHER & YOHEY 


Sales Agents 
Serving the Industry 


THRU 


ELECTRICAL 
WHOLESALERS 


Box 174,Wynnewood, Pa. 





SOMETHING NEW 
HAS BEEN ADDED 


TO THE WORLDS LARGEST 
LINE OF CAST LANTERNS 


HAND WROUGHT 
IRON—SILVER—BRASS 


LANTERNS—BRACKETS—CHANDELIERS 
TO YOUR SPECIFICATIONS 


INTERIOR AND EXTERIOR 
MODERN © COLONIAL © GOTHIC 


For 
CUSTOM HOMES 
CHURCHES 
PUBLIC BLDGS. 
FACTORIES 


SEND FOR 
CATALOG 
+50 








ESTABLISHED 1907 
THE HERWIG CO. 


1759 SEDGWICK ST. 
CHICAGO 14, ILL. 


























cJiffy WAS THESE 
NEEDED ITEMS AVAILABLE 
FOR IMMEDIATE DELIVERY 


Olympic 
Wire Meter 


Reels and 


Stand 





JIFFY Snap-in Blanks 

JIFFY Saw Attachment 
JIFFY Adjustable Bar Hanger 
JIFFY Clamp-In Box Holders 
JIFFY Box Covers 


WRITE 
for catalog on complete line 


SAVES TIME-- TROUBLE AND MONEY 


Established 1915 


ClydeWLint 


2323 W. 18TH STREET - CHICAGO 8. ILL 
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C: E (ERICSON) 


STATIC DISCHARGE REEL 





Essential when handling 
inflammable materials 


Chemical plants and fuel carriers only 
suggest the wide markets where this 
equipment is needed. Write us for litera 
ture which completely lists the many fea 
tures found only in CGE (Ericson) static 
discharge reels. Available in 40- or 80 
foot lengths. 


Complete C & E Line 
© Reels 
° Plugs 


¢ Multiple outlet cords 
® Inspection lights 


© Test leads © Safety transformers 


Sold through the electrical wholesaler 





ERICSON MANUFACTURING CO 


5209 Euclid Avenue . Cleveland 3, Ohio 





SPERO ‘Guaranteed 


PORCELAIN ENAMEL 
REFLECTORS 
*Guaranteed equal to any 
standard specification 


an 


200 LINE 


OB LINE 














| 


_——— WD ees 


SPERO also makes: 
@ FLOODLIGHTS @® VAPOR TIGHT UNITS 
@ INSULATORS e@ SWITCH PLATES 


tHe SPERO 


ELECTRIC CORPORATION 


CLEVELAND , OHIO 
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SALES AIDS 





Electrical Facilities Inc., Oakland 8 
Calif New 


sales counter display is designed for 


Knopp voltage-tester 


unit showing the ad 


vantages of the patented prod-mount 


mounting one 
feature. The three-color display may 
be used as a stand up display on the 
counter or mounted on the end of a 
sales counter stock bin. Available on a 
no-charge basis to all qualified eles 
trical wholesalers purchasing five or 


more testers for stock 


Westinghouse Electric Corp. — A 
packaged merchandising plan is to aid 
dealers in selling fractional hp. motors 
Features include a merchandising kit 
TV spot 


furnished free on dealer's request. The 


commercials, and ad mats 


kit contains a full color, 3-D counter 


display; motor and pulley selector 
charts; booklets describing motor fea 
tures; and banners and decals for win 
dow advertising. Rated from 14 to 34 
hp., motors are for use in home 
workshops, farms 
Rodale Mfg. Co., Inc., Emmaus, Pa 
Selt-service counter display contains 
a total of 81 items, all bearing the U1 


approval. Included in the two-color 


carton are pull chain current taps, 


triple taps, twin sockets, Current taps 





attachment plug bases, flat grip caps 


pin type socket adapters and rubbes 


handle caps 


Toastmaster Products div., McGraw 
Electric Co lyin, U)—Full 


with new 


color 
counter display is for use 
automatic toaster. Called a 3-D counrer 
display, it Contains progression photo 
graphs which explain the °power-ac 
tion’ feature of the new toaster. An 
other dimension explains many of the 


other features of the product 


TRADE-WIND 
CLIPPER VENTILATORS 





Ceiling models 
for kitchen — 
bath — den 

— laundry 


Cabinet model — 
ventilates both 
top-of-stove and 
ceiling 


TRA DE-WIMD worons4s. 40 
572) CD 


Los Angeles 37, Calif 








Controlled quality 





in every 
operation makes 


(ee FITTINGS 


best! 


All EFCOR Electrical Fittings 
undergo a series of rigor- 
ous gauging tests to insure 
trouble-free performance 
under all conditions. 


EFCOR manufactures a com- 
plete line of quality fittings, 
made of malleable iron or 
steel, for every type of 
installation. 


] 
< 
COUPLING NIPPLE 


, a 
GOOSENECK 


Poot. MAKES 


yTHE BEST CONNECTIONS” 


~ SOLD THROUGH ELECTRICAL 
WHOLESALERS ONLY 


ELECTRICAL 
FITTINGS 
CORP. 

Dept, t-13 


© Woodside 77, 
New York 

















You Catt Cow” 
am-FOR SAFETY,.. 


FOR SERVICE 


Yes, safety and service are the 
two big reasons why Kleins are the 
choice of the man on the pole. Look 
for the familiar Klein trade-mark 
on pliers and climbers, safety straps 
and belts, lag wrenches and grips. 
It has been a trade-mark of quality 
“Since 1857.” 
ASK YOUR SUPPLIER 
Foreign Distributor: International 
Standard Electric Corp., New York 


—) ’ << 
e u rite for your 4 : 
free copy of 
| = the Klein 0 
| Pocket Tool i 


Guide today! 
Mathias & Sons 
mg 434] 


“Since 1857” 
3200 BELMONT AVE. CHICAGO 18. ‘ILL 





| Guth Co., The Edwin F. 





ADVERTISERS’ INDEX 


Abolite Lighting Div. 

Jones Metal Products Co. 94 
Acme Electric Corp. . 86 
Adam Electric Co., Frank 27 
All-Steel Equipment Ine. vs: 
Allen Co., L. B. 126 
American Electrical Industries 

Expositions, Inc., The 100 
Anaconda Wire & Cable Co. 50 
Appleton Electric Co. 32 
Atlantic Conduit Fittings Co. 121 


Blackburn Prod. Corp., 
Blackhawk Industries if 
Briegel Method Tool Co. 20, 21 
Buffalo Forge Co. .. 120 
BullDog Electric Prod. Co. 14 
Bussmann Mfg. Co. Fourth Cover 


Jasper 31 
88 


Certified Ballast Mfrs. 25 
Champion DeArment Tool Co. 127 
Champion Lamp Works 89 
Chase-Shawmut Co., The 116 
Clifton Conduit Company, Ine. 127 
Columbia Cable & Electric Corp. 37 
Conduit Nipple Mfg. Co., Div. of 
Pittsburgh Nipple Works, Ine. 128 
Conduit Pipe Products Co. 40 
Crescent Ins. Wire & Cable Co. 52 
Crouse-Hinds Company 12 
Cutler-Hammer, Inc. 67, 68 


Eagle Electric Mfg. Co., Inc. 118 
Economy Fuse & Mfg. Co. 1 
Electrical Facilities, Ine. 126 
Electrical Fittings Corp. 131 
Electrical Mfgrs. Credit 

Bureau, Ine. 129 
Equipto, Div. of Aurora Equip. 

Co. 


Ericson Mfg. Co. 131 


| Etteo Wire & Cable Corp. . . . 1S 


Federal Electric Products Co. 


| Fleischer & Yohey 
| Fullman Mfg. Co. 


Garden City Plating & Mfg. Co. 119 
Gedney Electric Co. - . 83 
General Cable Corp. 42, 43 
General Electric Co. 
Lamp Dept. 6 
Greenlee Tool Co. . 130 
117 


Hazard Ins. Wire Works Div. of 

The Okonite Company 16 
Heatmore, Inc. 124 
Heinemann Electric Co. 114 
Herwig Co., The 130 


Illinois Electric Porcelain Co. 122 
Ilseco Copper Tube & Products, 


Ine. 121 


Jackson Electrical Co. 
Jefferson Electric Co. 
Jones Metal Products Co. 


Keystone Mfg. Co. 
Killark Electric Mfg. Co. 
Klein & Sons, Mathias 
Knox Porcelain Corp. 
Krueger & Hudepohl 


Leader Division, Benjamin 

Electric Mfg. Co. Second Cover 
Lint, Clyde W. 130 
Lint Electric Sales, Ine. 127 


M & W Electric Mfg. Co. Inc. The 126 
Midwest Electric Mfg. Co. 85 
Miller Electric Co. 129 
Minerallac Electric Co. 125 
Minneapolis-Honeywell 18, 19 
Monowatt, A Dept. of General 
Electric Company 110, 111 


National Electric Products 
Corp. 


Nikoh Tube Co. 90 


Okonite Co. 16 


Paine Co., The 109 
Paragon Electric Co. 123 
Penn-Union Electric Corp. 86 
Phelps Dodge Copper Prod. 

Corp. 22, 23 
Pierce Renewable Fuses, Inc. 107 
Pittsburgh Standard Conduit Co. 10 
Plymouth Rubber Co., Ine. 

Third Cover 
Porcelain Products, Inc. 106 
Prescolite Mfg. Corp. 26 
Pyle-National Co., The 44 


Pyramid Instrument Corp. 95 


Quadrangle Mfg. Co. 105 


Reliance Automatic Lighting Co. 124 
Ridge Tool Co., The 104 
Rodale Mfg. Co., Ine. 91 
Roebling’s Sons Corp., John 

A 39 


Rome Cable Corp. 82 
Royal Elec. Co. 92 


Sherman Mfg. Co., H. B. 125 
Sierra Electric & Mfg. Co. 129 
Signal Engineering & Mfg. Co. 124 
Simplet Electric Co. 122 
Spang-Chalfant (Div. of the 

National Supply Co.) 87 
Spero Electric Corp., The 131 
Sperti Faraday Inc. 123 
Square D Co. 2 
Steel City Electric Co. 35 
Sylvania Electric Products Ine. 84 


Thomas & Betts, Inc., The 98, 99 
Trade-Wind Motorfans, Inc. 131 
Trumbull Department, General 


Electric Co. 24, 47 


United States Rubber Co. 8, 30 
Universal Clay Prod. Co., The 128 


Van Cleef Bros., Inc. 
Vulean Electric Co. 


Wagner Malleable Products Co. 
Ware Fuse Corp. 


Western Ins. Wire Co. 101, 


Youngstown Sheet & Tube Co., 
The 93 


ELECTRICAL WHOLESALING—August, 1953 








AMERICA’S 
FINEST 


Sold ONLY 
Through Recognized 
Wholesalers 








Electrical Contractor 
Alloway tells how 


A Wholesaler's Sales- 
‘‘We Saved Money man helped make 


and got better Protection 


for TWO Customers a sale for both 


by switching to 


Fusetron@fuses of them... 


“Fusetron Fuses made it possible to use 


1) smaller size switch.” 


“Early this year I laid out a wiring job for Maybe here's an idea you 
the Nehi Bottling Works at Boise, Idaho. With > 
ordinary fuses it was necessary to use a 400 : j 
ampere 250 volt main switch. The proprietor too, can use in your daily calls. 
fele chat the cost was too great. 


“With Fusetron fuses I could use a 200 amp. 
250 v. switch which besides being less expensive : - 
2 gy less expensive k d h 
would result in better protection. The proprietor J ust eep in min that 
was happier with the lower cost and I received 


the electrical contract.”’ FUSETRON dual-element fuses 


“A wholesaler’s salesman showed us how 
to stop heating and fuse blowing in a main should be recommended for 


switch — with Fusetron dual-element Fuses.”’ 


“We discovered a bad heating problem in a use ft h rou g h out t h e ent re 


600 amp. 250 v. switch at Falk's Depr. Store, 


— electrical system. 
“A check at the switch showed only 380 
amps. were flowing. With this load ordinary 
fuses would melt and open every 30 to 90 days, 
resulting in confusion and annoyance to hy . d = _ 
customers and employees. A local wholesaler’s T ey give a type an e 
salesman suggested 600 amp. 250 v. Fusetron 


dual-element Fuses be installed then the gree of protection not available 


heating stopped immediately.’ 


R. M. Alloway with any other device. 


Siloway Eleceric Co, Borse, Idaho 





BUSSMANN MFG. CO., ST. LOUIS 7, MO 


Division McGraw Electric Company 
ANOTHER 
OUTSTANDING 
DEVELOPMENT 


By THE MAKERS OF fe INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM 
imam - ee . - — a | (I P 4 = 


- - 





